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N.Y. Agents’ Meeting 
Sparked By Spirited 
Debates And Speeches 


Public and Institutional Property 
Plan, Barrett-Russo Law, Rating, 
Group Cover Di 


MUTH ELECTED PRESIDENT 
Succeeds Douglass; Panel Sessions 


On Assigned Risks and Public 
Liability Among Features 


By Epwin N. Eacer 


Syracuse, N. Y., May 9—Incoming of- 








ficers and executive committee members 
of the New York State Association of 
Insurance Agents will study the problem 
of getting approved in this state the 
stock company public and _ institutional 
property plan, already operating in many 
states, so agents can compete more ef- 
fectively here on public schools risks 
against the Factory Mutuals and other 
low rate insurers. 

This decision, announced by President 
Robert B. Douglass at the closing ses- 
sion of the 79th annual convention of 
the state association at the Hotel Syra- 
cuse here, attended by over 800 insurance 
men and women, culminated a spirited 
discussion on the extent to which the 
agent-backed Barrett-Russo law, the so- 
called “Freedom of Contract” statute 
dealing with commission changes, may 
have operated to delay approval of the 
PIP plan by the New York Insurance 
Department. 


Schwab Sees Law Justified 


Arthur L. Schwab, Staten Island, said 
he was delighted if the Barrett-Russo 
law did stop the filing in New York if 
such would have called for a cut in 
agents’ commissions. He said the com- 
panies can change the figure for the 
expense portion and probably get De- 
partment approval. 

John J. Roe, Patchogue, like Mr. 
Schwab a past president of the New York 
Association, opened this subject by tell- 
ing the convention school insurance cov- 
erage should be made available to boards 
of education and to agents, without com- 
mission cuts for the latter. He said the 
problem of commissions under lower 
school rates could be considered sep- 
arately later. 

Kenneth O. Smith, general manager of 
the New York Fire Insurance Rating 


(Continued on Page 23) 
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HIAA’s Fifth Annual 
Meet Finds Assn. In 
Strongest Position 


Its 1960 President, Millard Bartels, 
Keynoter of N. Y. Gathering, 
Attended by 400 


H. LEWIS RIETZ NEW PRES’T 


Symposiums Held on Better Public 
Understanding and Guides to 
Better Hospital Systems 


By Wa ttace L. CLapp 


The fifth annual meeting of the Health 
Insurance Association of America, held 
at Hotel Biltmore, New York, for three 
days this week gave a realization to its 
member companies, which now number 
279, that HIAA is measuring up to its 
responsibilities in the health insurance 
field and is looking ahead to the “great 
unknown” of the 1960’s courageously and 
with confidence that its members will 
continue to do their utmost in convincing 
the public of the peace-of-mind value of 
voluntary health insurance. 

This was the consensus of opinion 
among HIAA members after listening 
this week to the keynote address of Mil- 
ard Bartels, president of the organiza- 
tion, who is chairman, insurance execu- 
tive committee of The Travelers; the 
highspots of the annual report by Robert 
R. Neal, general manager; the statesman- 
like address of Raymond F. Killion, 
chairman of Health Insurance Council, 
who is second vice president of Metro- 
politan Life; the public relations “prog- 
ress reports” respectively of Joseph W. 
Scherr, Jr., chairman of that committee, 
who is board chairman of Inter-Ocean 
Insurance Co., and James R. Williams, 
vice president-general manager, Health 
Insurance Institute. 


Election of Officers 


In the coming vear HIAA will be unde: 
the leadership of H. Lewis Rietz, execu- 
tive vice president, Great Southern Life 
of Houston, Tex. He was elected presi- 
dent on May 9 along with Henry S. 
Beers, president, Aetna Life, as vice 
president; R. L. Paddock, president, Time 
Insurance Co., re-elected secretary, and 
Joseph W. Scherr, Jr., re-elected public 
relations chairman. Mr. Bartels as im- 
mediate past president was given a big 
vote of thanks for his outstanding leader- 
ship of HIAA in the past year. 

Elected to the board of directors for a 
three-year term were the following: 
Frederic W. Ecker, board chairman, 
Metropolitan Life; Horace W. Brower, 
president, Occidental Life of Catifornia; 
John Panchuk, secretary-general counsel, 
Federal Life & Casualty; Spencer R. 
Keare, president, Federal Life of Chi- 
cago, and Louis C. Morrell, executive vice 
president, Continental Casualty. 

Ira J. McGuire, executive vice presi- 
dent, Security Life & Accident, Denver, 
was elected to a two-year term on the 
board to replace James T. Phillips, senior 
vice president-chief actuary. New York 
Life, who has retired. And Clarence J. 


(Continued on Page 42) 
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Equitable Life 
of Jeff Shor @ 
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Jeff Shor, right, demonstrates with 
large-mouth bass and pike that he is 
a successful producer even when va- 
cationing. In New York he has led 
production at the Maxwell M. Shaf- 
fran Agency for 12 out of 16 years. 
Companions are Moe Zweibel and 
Irving Edelman. 


Milk run: Jeff calls on clients at Holland 
Farms, Inc. L. to r.: Julius Bagdan, Presi- 
dent; Sydney Bagdan, Secretary; and 
Frohman Holland, Treasurer. Jeff began 
his insurance career as an office clerk in 
1934, turned to full-time selling a decade 
later. Last year he led all Equitable 
agents in pension trust business. 






= ill =. 2 ‘ - ae . ‘ - : : 
The family gathers at the Shor home in Great Neck Estates, Long Island. The idea Jeff planned buy and sell insurance for 
was to celebrate son-in-law Leonard Nedlin’s release from the Army Tank Corps, but Sea Isle Sportswear, Inc.—which helped 
son Aaron Louis, insisted on a checker game, too. L. to r.: Leonard Nedlin, daughter when one of the three owners died. Above, 
Radie Lee Nedlin, Jeff, wife Belle, Aaron, and daughter Gail Lois. Leo Friedland, Secretary; Charles Beer, 


President. Sea Isle also has an Equitable 
Pension Trust for its employees. 


A Man's Prestige somehow goes hand in 
hand with the prestige of the company he rep- 
resents. This is why Jeff is proud to be a life 
underwriter for Equitable. It’s a full life. And 
a rewarding one. Living Insurance is more 
than a need... it’s a career! 


tue HQUITABLE 


Life Assurance Society of the United States 
Home Office: New York, N. Y. ©1961 





Organized generosity: Jeff, a Mason, helped found the philanthropic 
Truth Lodge Foundation, Inc. Above directors are, standing: Lau- ee a RSL tial onan ema 
rence Pollock, Irving Greenspun, and Herman Miller. Seated: Jeff, eT 
the first and only President of the 10-year-old organization, Sidney 
Gerson, Henry Kahn, Max Shor (Jeff’s brother), and George Lipton. 
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Home Life Holds Biggest Meeting 
Of Leaders at Haddonfield, N. J. 


Nearly 300 members of the field organ- 
ization of Home Life, New York, gath- 
ered April 18-21 at the Cherry Hill Inn 
in Haddonfield, N. J. The main purpose 
of the meeting, the largest ever held by 
Home Life on a qualification basis, was 
to a Home Life’s new president, 
J.H anry Wood, CLU, to meet the com- 
pany’s managers and leading field under- 
writers and to give him a firsthand view 
of Home Life’s Planned Estates method 
of operation. Mr. Wood, who became 
president of Home Life on February 1, 
was previously managing director of LI- 


AMA. 


The meeting, which had as its theme, 
“Here’s How,” consisted of a two- day 
session attended by the company’s agen- 
cy managers followed by another two- 
day session for field organization quali- 
fiers. John H. Evans, vice president- 
sales, was chairman of the meeting. 

Home Life’s Chairman of the Board, 
William P. Worthington, spoke to the 
managers on “Your Most Important Job 
in Agency Building.” He stressed that 
throughout the company’s nationwide 
agency organization, “Home Life field 
underwriters speak the same language, 
the languz ge of Planned Estates. This 
unanimity is still unique in the business, 
and every manager has a vital stake in 
maintaining and strengthening it as he 
builds his agency. 


Managers’ Meeting Hears Wood 


A feature of the managers’ meeting 
was President Wood’s discussion of “The 
Challenge of Selection.” Most of the 
meeting was devoted to talks and panel 
discussions by agency managers. The 
head of the company’s three largest agen- 
cies, Congas Oshin, CLU, (New York), 
Paul F. Saint, CLU, (Boston) and Ver- 
non W. Holleman (Washington) dis- 
cussed phases of their agency building 
activity. 

Mr. Oshin and Managers William J. 
Lynch, Jr. (Framingham), William T. 
Bolton (Philadelphia) and James S. 
Dudley, Jr., CLU (Atlanta) took part in 
a panel on agency meetings, training and 
coaching-on-the-job. Charles A. ‘Murphy, 
director of sales research and develop- 
ment, was moderator. 

Other aspects of training were dis- 
cussed by a panel composed of Managers 
Harold Fs Loewenheim, CLU (New 
York), James S. G. Davenport (Tide- 
water) and John R. Chapman (Los An- 
geles). The panel’s moderator was As- 
sistant Vice President John W. Langdon, 
who heads the company’s management 
development division. 

An unusual dramatic presentation of 
the contribution that Group insurance ac- 
tivity can make to sound agency oper- 
ation was staged by Assistant Vice Pres- 
ident James T. ‘McCrystal, Home Life’s 
Group sales head. Featured with Mr. 
McCrystal were William C. Petty, Jr., 
CLU, and Frank Henderson, both of the 
sales department. 

Other members of the home office par- 
ticipating in the managers’ portion of the 
four-day meeting were Assistant Vice 
President William W. Stewart, Jr., Di- 
rector of Field Training Walther S. 
Stephenson and Director of Sales Pro- 
motion Henry Farber. 


Evans Addresses Field Underwriters 


A total of 221 field underwriters and 
Group representatives joined the man- 
agers for the second half of the meeting. 

After introducing President Wood, Mr. 
Evans spoke on the current competitive 
situation in and out of the life insurance 
business, and commented on its effect on 
the individual life underwriter’ attitudes 
and responsibilities. “In today’s ageres- 
sively competitive market,” he said, 


takes a strong, resolute man in the field 
to combat the pie-in-the-sky promises 
that too often are used to tempt unwary 
buyers. It takes a man who has a strong 
adherence to the basic principles of 
sound selling, a man who has real con- 
victions about life insurance and about 
what life insurance can do, a man who 
believes almost fanatically that life insur- 
ance—and only life insurance—provides 
certain things that a man wants and 
needs for his family should he die but 
also for himself while he lives.” 

Comparing the life insurance business 
today with what it was some years ago, 
Mr. Evans stated, “The successful un- 
derwriter must be a better man than in 
the ‘old days.’ He must be well organ- 
ized; he must be a good businessman— 
jealous of every minute of his time— 
because he cannot afford to operate in- 
efficiently or to spend any part of his 
day unproductively. 

“It has been said that life insurance 
selling is the best paid hard work that 
there is,” Mr. Evans concluded. “That's 
right, but hard work doesn’t just mean 
wearing out shoe leather or long hours. 
Hard work means imagination and ini- 
tiative, and the constant awareness that 
there are people around you everywhere 
who need you, need your services, and 
need life insurance.” 

The company’s policies and progress, 
and their effect on the net cost of in- 
surance, were the subject of an address 
by Chairman William P. Worthington. 

President Wood, in his talk to the field 
men attending the meeting, traced the 
recent history of the life insurance busi- 
ness, showing how it successfully met— 
and, ultimately, profited by—the chal- 
lenges confronting it in each stage of 
its development. 


Series of Panels Held 


Fifteen of the company’s leading field 
underwriters participated in a series of 
panels on planned estates and on the 
field underwriter’s career at Home Life. 

They were Frank H. Beebe (Los An- 


at Haddonfield, N. J. 





geles-Chapman), Theodore H. Benson, 
CLU, (Detroit), Lawrence P. Dargie, 
CLU, (Boston), William R. DeLashmutt, 


(Washington), Roderick C. Bouchard, 
CLU, (Newark), Samuel G. Haines, CLU, 
(Philadelphia), Harold D. Johnson, Min- 
neapolis), Kenneth E. Knudson, (San 
Diego), Kenneth E. Lake (Salt Lake 
City), ‘Bernard M. Marks, CLU, (Chi- 
cago), Albin G. Matson, CLU, (Atlanta), 
John A. Packal, CLU, (Cleveland), 
Charles C. Reynolds, (Minneapolis), Al- 
bert Smolover, (Pittsburgh), and Joseph 
J. Wittenmeier, CLU, (San Francisco- 
Davy). 

A Group insurance presentation sim- 


ilar to the one at the managers’ meeting 
was given at the field organization meet- 


ing, with the participation of Walther 
S. Stephenson and Frank I. Henderson 
of the sales department and field “7 
Richard W. Ray (Detroit), Robert E. 
Kelley (Cleveland) and Carl Galland 
(Norfolk). 


Other members of Home Life’s sales 
department who ps articipated in the meet- 
ing were Assistant Vice Presidents Jame S 
T. McCrystal, Benjamin E. Herrmann, 
William W. Stewart, Jr. and John W. 
Langdon, and Directors of Sales Re- 
search and Development Charles A. Mur- 
phy and William B. Wallace. 


Chairman Worthington On Net Cost 


Featured on the program of the Home 


Life field organization meeting at the 
Cherry Hill Inn was an address by 
Chairman of the Board William P. 


Worthington, who analyzed Home Life’s 
business results in 1960 and in the first 
quarter of 1961, with special reference 
to their effect in lowering the net cost 
of insurance. 

Mr. Worthington told the 300 managers 
and field underwriters present that it 
was Home Life’s policy to have the low- 
est possible net cost consistent with 
safety and adequate service to policy- 
owners, provided it is not obtained at the 
expense or sacrifice of the policyowners 
themselves or of their beneficiaries, or 
of the company’s field and home office 
organizations. 

Mr. Worthington stressed that the 
term “net cost” is complex and confus- 
ing and seldom fully understood by 
either sellers or buyers. “Actually,” he 
said, “the ‘price’ or ‘net cost’ of a life 
insurance contract cannot be determined 
until the last dollar the contract promises 
to pay has been received by the last 
beneficiary named. Then, and then only, 
can a true net cost be determined.” In 
other words, he said, net cost is deter- 
mined by a company’s actual expenses 
and not by a dividend projection made 


at the time of the sale. 
Mr. Worthington reviewed the com- 
pany’s program to improve the four 


traditional sources of dividends to policy- 


President Wood Weighs Selection 


Modern aptitude testing methods pro- 
vide the manager with an effective elim- 
ination tool, but the heart of the selec- 
tion process is still his own judgment of 
the individual man’s potential for suc- 
cess, J. Harry Wood, CLU, president of 
Home Life of New York, told the com- 
pany’s managers at the Cherry Hill Inn. 

In his talk on trends and developments 
in the selection of life underwriters, Mr. 
Wood examined the reasons why selec- 
tion has been of constant and increasing 
concern to the industry since the begin- 
ning of the 1930’s. The original reason 
was that the turnover caused by the “mud 
at the wall” theory of recruiting then 
prevalent worried managers who wanted 
to cut down the number _of failures 
among men entering the business and to 
reduce the wear and tear on themselves. 
The depression then pushed turnover rates 
even higher, as was disclosed and publi- 
cized by the TNEC investigation. This 
further heightened the life insurance 
industry’s concern over selection, in part 
because of the public relations problem 
involved, but also because any industry 
wants successful recruits rather than un- 
successful ones. A dollar and cents im- 
petus to improving methods in this area 
was added by the extension of financing 





Fabian Bachrach 


J. HARRY WOOD 


during the past ten or fifteen years. 
With about 85% of all full-time new 
men being financed, both the company 





Pach Bros. 
WILLIAM P. WORTHINGTON 


owners: mortality experience, operating 

interest earnings and persistency 

of business. In commenting on the prog- 
(Continued on Page 4) 


costs, 





and the manager usually lose 


when a recruit fails. 
Different Selection Methods 


Mr. Wood then discussed some basic 
principles of selection, stressing the dif- 
ference between selection for aptitude 
and selection for success. The first 
merely divides prospective recruits into 
two broad groups of about equal size: 
those with aptitude for selling life in- 
surance and those without. 

Once the selection by 
been made, further elimination devices 
are used, such as inspection reports, 
interviews with previous employers and 
physical examinations. It is only then 
that the process of selection really be- 
gins, with each company and even each 
manager having a different idea of the 
kind of man they are looking for and 
of the qualities needed for success. 

“Two of the best tools for this part 
of selection,” Mr. Wood said, “are giv- 
ing the prospective recruit the complete 
facts about the job and, perhaps of even 
greater value, letting him sample the un- 
derwriter’s job through participation in 
some type of pre-contract training ses- 
sions. The final and all-important factor 
in the selection process is and will rem: in 
the judgment of the manager himself.” 
Nothing substitutes for this, Mr. Wood 
emphasized. 

Improvement in Selection 

In spite of the selection tools and pro- 
cedures which have been developed, he 
continued, turnover figures seem about 
the same as they were a quarter cen- 
tury ago, and this has caused many 

(Continued on Page 4) 
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Lease Financing of 
Personal Property 


WITHERBY ON LENDER’S VIEW 





Comment on Borrower Obligation of 
Indeterminate Credit Standing 
Secured by Rental Assignments 
Addressing the annual meeting of As- 
sociation of Life Insurance Counsel at 
White Sulphur Springs May 9, Frederick 
R. H. Witherby, associate counsel, New 
England Life, discussed personal property 


lease financing from the lender’s point 
of view. In conclusion he said ; 
“Statutory qualification of any given 


life insurance company investment 1s, 
of course, qualified by overriding con- 
siderations of prudence. Thus, although 
a proposed purchase may be e ntirely 
legal, on the technical basis that it 1s 


either ‘sanctified’ within the statutory 
list or not prohibited in those states 
having so-called ‘basket’ provisions, it 
may be questionable on grounds of rea- 


sonably prudent standards of enforce- 
ability. : 

“Some of the considerations set forth 
in this paper may lead counsel for life 
companies to conclude that considerable 
caution is called for when they are asked 
to approve their companys purchz ase of 
obligations of a borrower of perennial 
ate credit standing where it is secured 
an assignment of rental, but not by a 
chattel mortgage. In the writer's opinion, 
the risk that this kind of security may 
prove of no value in bankruptcy pro- 
ceedings overweighs any wishful think- 
ing that the law should, or ultimately 
will, fully recognize its enforceability 
Although commercial banks have in some 
instances accepted securities of this type 
(under conditions where they presum- 
ably would not make an unsecured loan), 
their position as short-term lenders is 
somewhat different from that of an insur- 
ance company. 

Path of Prudence 

“For life companies the path of pru 
dence at the present stage of legal de- 
velopment of this subject seems to dictate 
that investments secured solely by an 
assignment of a_ high-credit may 
only be approved if the loan would other- 
wise qualify as an unsecured transaction 
The further conclusion from the observa 
tions made above is that life insurance 
companies may legitimately obtain their 
share of this profitable and growing field 
of investment opportunity so long as they 
are alert to the risks inherent in the en 
forceability of their position as creditors 
secured by valid assignments of leases 
chattel mortgages.” 





lease 


and enforce able 


Chairman Worthington 
(Continued from Page 3) 


ress made in each of 
Worthington stated 
annual statement for 
the “finest in the 


listory,” 


areas, Mr. 
that Home Life’s 

1960 was one of 
company’s 101 year 
and expressed his “very deep 
appreciation for the great help and cooper- 
ation of all the people in our organiza- 
tion who contributed to these outstand 
ing accomplishments.” 

Reviewing specific aspects of the year’s 
operations, Mr. Worthington stated that 
the company’s 1960 mortality record of 
76% was not only 5% lower than the 
previous year’s but also was among 
the lowest recorded by a company of 
Home Life’s size or larger. Substantial 
improvement was also made in the key 
areas of investment and control of oper- 
ating expenses. As a result of this com- 
bination of factors, Home Life was able 
to announce another substantial increas« 
in its dividend apportionment and also 
to add a record amount to the company’s 
surplus, bringing surplus and contin- 
gency reserves to over 7% of Home Life’s 
total assets. 

Mr. Worthington closed his talk with 
a discussion of the company’s outlook 
in the years ahead, strongly emphasizing 
the necessity of good persistency if the 
company is to maintain or accelerate its 


these 


progress. He pointed out that poor per- 
sistency has an adverse effect on several 
vital aspects of any company’s opera- 
tions. In the investment area, for ex- 
ample, a company with a poor persist- 
ency record must maintain a larger liquid 
position to meet surrender values. This 
means keeping a larger share of its 
assets in cash or in short-term invest- 
ments with a relatively low rate of re- 
turn, instead of in the more profitable 
long-term commitments such as Home 
Life is able to make because of the ex- 
cellent persis tency of its business. 

“Tt is obvious,” Mr. Worthington con- 
tinued, “that poor persistency also may 
be a burden on surviving policyowners 
because it interferes with the liquidation 
of acquisition costs of policyowners who 
prematurely surrender their policies.” 
Mr. Worthington stated that Home Life 
“operates on the principle that all types 


of policies issued must be sound, self- 
supporting and must contribute to the 
growth and progress of the company. 


Unsound selling practices inevitably in- 
flate operating costs and are against the 
long-term interest not only of the public 
but also of career life underwriters and 
the companies themselves.” 


r. Alberg Joins BMA 


Dr. oe Alberg, Chicago, has 
joined Business Men’s Assurance as an 
assistant medical director, according to 
an announcement by W. D. Grant, presi- 
dent. Dr. Alberg received his A.B. from 
the University of Denver and his M.D. 
from the University of Colorado School 
of Medicine. He also holds a Master’s 


Degree in Public Health from the Uni- 
versity of Michigan. 

Specializing in industrial health and 
diseases of the chest, Dr. Alberg has 


done post-graduate work at the Univer- 
sity of Michigan, Harvard University and 
Trudeau School and Columbia Univer- 
sity in New York. 

During the Korean action, Dr. Alberg 
was a compound commander in the Navy 
at Pusan, aaron: and served as a medical 


omer at the Naval Hospital in Oakland, 
Cal. and the Navy Shipyard in Long 
Beach. He is a lieutenant in the Naval 


Reserve. 

In his new post, Dr. Alberg joins with 
Dr. Charles B. Ahlefeld, vice president 
and medical director and Dr. Clark Lentz, 
assistant medical director. 
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GENERAL AGENT 
FOR SYRACUSE 


Wonderful opportunity for experienced man to take over going 
agency of old New England company, first major company to pro- 
duce new line of policies on 1958 CSO table. Outstanding A & S$ 
and Pension products. Compensation from $10,000 to $12,000 for 
right man, plus unusually broad benefit program. Write in confi- 
dence to Box 2907, The Eastern Underwriter, 


93 Nassau Street, 
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people to ask if there has been a real 
improvement in selection. However, the 
turnover statistics of today and those 


of other 
no more 


times cannot be compared— 
than apples and oranges can 


be 

Mr. Wood explained this by citing 
seme key differences in the turnover 
situation. Before the adoption of the 


full-time career agent concept, and espe- 
cially before financing, agents were hired 
and kept under contract as long as they 
produced an occasional case. The figures, 


therefore, seldom reflected failure until 
long after it had actually occurred. 
Futhermore, little effort was made to 
keep sound and up-to-date statistics. 


Today’s first-year turnover figures, on 
the other hand, are more accurate and 
include all the terminations that nor- 
mally would have been spread over a 
two to five year period a couple of 
decades ago. 

Finally, the turnover figures of earlier 
periods usually referred merely to fail- 
Today’s figures include not only 
failures, but an increasing number of 
“terminations” of other types. For ex- 


lures. 
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ample, Mir. Wood stated, underwriters 
are promoted to field and home office 
management positions sooner than here- 
tofore, and also are now more likely to 
switch jobs even though successft!. With 
such major changes in the composition 
of the turnover figures, any comparison 
is necessarily misleading. 

Mr. Wood pointed out that today’s 
emphasis on more effective selection re- 
flects the evolution in life insurance 
selling and in the type of man required. 
In the early days, life insurance sales 
were practically a commodity sale, and 
at the very most a single-need sale. 
“The modern life underwriter must be 
not only a good salesman but must have 
knowledge and abilities that were un- 
dreamed of in the preceding generation 
of agents,” said Mr. Wood. 

In closing his talk, Home Life's pres- 
ident predicted that “the problem of 
selection will have an import int part in 
the program of managers’ meetings 
for as long as there are agencies. The 
problem will remain with us. It will 
never be solved, but progress will con- 
tinue to be made.” 


New United States Life 
Post for D.B. Zuccaro 


Dominick B, Zuccaro has been ap- 
pointed director of administration for 
United States Life in the agency depart- 
ment. Announcement was made by 
(;ordon E. Crosby, Jr., vice president and 
director of agencies, who said that Mr. 
Zuccaro’s promotion is in recognition of 
20 years of service to the company, and 
is another step in the expansion of the 
agency department, enabling it to 
broaden the scope of services and as- 
sistance to the rapidly growing field 
force. 

Mr. Zuccaro joined United States Life 
in March, 1941, and has been continu- 
ously associated with the company with 
the exception of a four year period dur- 
ing which he served as a first lieutenant 
in the Air Force. He is currently a 
captain in the Air Force Reserves. He 
was graduated from New York Univer- 
sity with a Bachelor of Science Degree 
in 1953, after having attended night 
school for a period of six years. Mr. 
Zuccaro’s past service with the company 
has included many positions within the 
accounting, audit and agency depart- 
ments. 


JOINS CENTRAL STANDARD 


Robert C. Zimmermann, who has spent 
eight years as a life underwriter, has 
joined Central Standard Life of Chicago 
as home office field supervisor. In the 
newly created position, Mr. Zimmer- 
mann will work in the Chicago area and 
in downstate Illinois setting up general 
agencies, recruiting and training agents, 
and developing brokerage business. 

Central Standard Life, founded in 1905, 
has more than 237,000 policyowners and 
more than $350 million of insurance in 
force. 
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Elect Fisher President 
Life Insurance Counsel 





CHESTER L. FISHER, JR. 


Chester L. Fisher, Jr., is the new pres- 
ident of the Association of Life Insur- 
ance Counsel which had its annual meet- 
ing at the Greenbrier Hotel, White Sul- 
phur Springs last week. 
of years he was secretary of the association. 


For a number 


A graduate of Princeton University and 
Cornell University Law School, Mr. 
Fisher joined Metropolitan law 
1939. He insurance 
relations assistant in 1953, and a member 
of the company’s administrative person- 


Life’s 


division in became 


nel in 1954. He was elected assistant vice 
pre sident and assistant to the president 
in 1957 and was assistant to the chair- 
man when Frederic W. Ecker moved up 
from the presidency to chairman in 1959. 
He became a third vice president of Metro- 
politan in 1960. Before going with the 
company Mr, Fisher practiced law for 
three years with the New York City firm of 
Bleakley, Platt and Walker. 

In World War II he saw six years of 
service in the Army Air Forces includ- 
ing two years in the Southwest Pacific 
area. Most of this service was as Staff 
Judge Advocate of major Air Force com- 
mands. He was awarded the Legion of 
Merit decoration by authority of General 
Douglas MacArthur, and attained the 
rank of colonel. 


H. W. LEE ANNIVERSARY 
Harvey W. Lee, manager of The Pru- 
dential’s district office in Deal, N. J., is 
observing his 35th anniversary with the 
company this month. Mr. Lee joined The 
Prudential as an agent in Atlantic City 


“Conflicting Interest” 
And the Common Law 


PATTERN NOT A SIMPLE ONE 
Not Easy to Establish What is Black 
And What is White, A. P. Wraith 
Tells Life Counsel 
A. Parker Wraith, counsel, Occidental 
of California, gave the annual meeting of 
Association of Life Insurance Counsel last 
week a review of the common law and 
of some of the insurance statutes and 
company practices as they pertain to “con- 

flicting interests.” 

Situations in which a director or other 
officer may have interests conflicting with 
those of his corporation are not prohib- 
ited at common law. The common law 
provides for rules of conduct based on 
full disclosure and fairness. 

“The difficulty with operating under 
the common law is the fact that it has 
not established a simple pattern of what 
is black and what is white; and, although 
a transaction involving a conflict of in- 
terests may be legal under the common 
law, it can run afoul of potential ethical 
considerations,” he said. 

“Ethical considerations may vary from 
person to person depending on the indi- 
vidual’s viewpoint. If it is possible for a 
transaction to be consummated legally 
within the framework of a conflict of 
interest but that fact is not enough to 
cut off the possibility of criticism, it is 
obvious we have moved beyond the ethics 
of the law to some other and _ higher 
standard.” Continuing, he said: 

Different Attitudes of States 

“In the insurance field, various statutes 
have been enacted prohibiting an interest 
in certain’ company transactions which 
might have been permissible at common 
law if the required safeguards were re- 
spected. Notable among these is a stand- 
ard type of conflict of interest statute 
which, with variations, is found in a 
number but not in all of the states. 
Although some statutes may cover adii- 
tional transactions, this type of law pro- 
hibits a director or officer from receiving 
money or anything of value for negoti- 
ating, procuring, recommending or aiding 
in any purchase or sale of property, or 
loan, made by the insurer. Also, a direc- 
tor or officer is prohibited from being 
pecuniarily interested in any such trans- 
action. In some states, such statutes ap- 


ply only to domestic companies, but in 
aed states, such as New York and 
California, they apply to foreign com- 


panies as well. Any statute which pro- 
hibits a transaction between the com- 
pany and a director or other officer ex- 
presses a policy that the public interest 
is served only by shielding the company 
from the prohibited transaction. The 
prohibited transaction represents an area 
which is felt to be particularly subject 
to abuse. Statutory control in such sen- 
sitive areas is wise. It eliminates the 
ethical problem and possibilities of criti- 





MEANWHILE, back at O’Brien & O’Brien, 


agents and brokers are setting sales records in 
LIFE and H. & A. No wonder! . . . terrific portfolio 
by Springfield-Monarch, strong general agency 
service and the incentive of top commissions and 
happy clients. Call BEekman 3-6700 today! 


O’BRIEN & O’BRIEN INC, 


90 JOHN STREET + = NEW YORK 38, NEW YORK 
complete multiple line facilities. 














Photo of the Man Who 
Knows How 
to handle Tough Cases 


rem teat 


Key —O pportunities 


in Maryland, Delaware, 
District of Columbia, 
Virginia, Pennsylvania, 

Ohio, Indiana, 

North and South Caroiina 
for a General Agent who 
wishes to be part of the team 
owning the company. 


Write today for 


The 
Chesapeake Life 





Bernie Haas 


Bernard A. Haas Agency 


Manhattan Life 


60 East 42nd St., N. Y. 17, N. Y. 
MU 2-3963 














Leonard H. Rosenberg 
President 
THE CHESAPEAKE LIFE INS. CO. 


611 St. Paul Street 
Baltimore 2, Maryland 
LE 9-5800 


the current interest in 
the subject of conflicting interests and 
the importance that any potential con- 
flict of interests be disclosed, some cor- 
porations have taken steps to assure 
compliance with company policy on the 
subject by formalizing that policy in the 
form of a written policy statement and 
distributing it to all of the personnel 
whose responsibilities are such they 
might become involved in a conflict of 
interest problem and also by providing 
for disclosure of any potential conflict. 


“Stimulated by 











cident and Health Annual Statement 
As proposed, the language of the amend- 
ment is not definite or certain and it ap- 
pears to go beyond what is required to 
detect potential conflicts of interest. 


\ minority of the life companies also Further, it well can be maintained that 
has developed procedures along these the matter is not properly one for the 
lines. There have been no objective guide annual statement but rather is a subject 


posts either in the law or in any regu- better handled at the time the company 


lations requiring a company to under- jis examined. The proposal, no doubt, 
take such formal treatment. However, will receive careful study, and the ulti- 
cutting across this picture is the pro- mate result may be to require the com- 














in 1926. He has held his present post cism heretofore noted by simply putting posed amendment of Item 14 of the Gen- panies to adopt formal conflict of inter- 
since 1937. ‘ : the transaction out of bounds. eral Interrogatories of the Life and Ac- ests detection procedures.” 

LIFE AGENCY DEPT. SALES HO UNDERWRITERS ACTUARIES GROUP DEPT. SALES 
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Gerald Rosner 


GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 





Chicago Agency Manager 
For New England Life 


HARVEY C. YUDELL 


Appointment of Harvey C. Yudell as 
iwency manager for New England Life 
in Chicago was announced by President 
QO. Kelley He succeeds Harold 


V. Hayward, who relinquished his man- 


Anderson. 


agerial responsibilities to devote his time 
and will remain 
vith the company in the 


to personal production 
George Gruen- 
del agency in Chicago 

A graduate of Michigan State Univer- 
sity, Mr. Yudell joined New England Life 


in 1955 as district manager in Flint, 
Mich. after three years as an agent for 
the John Hancock and two years as 


division manager for the Prudential in 


Detroit. He has been manager 
in Flint since 1959. 

In addition to managing the ten-man 
agency, Mr. Yudell qualifie 1 for member- 
ship in New England Life’s Leaders 
Association and Hall of Fame. 


agency 








EXPANDS CALIF. OPERATIONS 





Great-West Opens Branch Offices in San 
Jose and Fresno; Miller, Perkins, 
Cantelon Appointed 

Great-West Life Assurance has an- 
nounced the expansion of its United 
States agency with the 
opening of branch offices in California 
at San Jose and Fresno. The company 
also announced the consolidation of its 
San Franicsco operations under one 
branch. 

E. A. Palk, director of agencies, an- 
nounced that Melvin M. Miller has been 
appointed manager at San Jose, Thomas 
:. Perkins at Fresno, and Gordon F. 
Cantelon has assumed responsibility for 
the entire San Francisco operations of 
the company. 

A career life insurance man, Mr. Miller 
has spent 24 years in the business in- 
cluding 16 years with Great-West Life. 
He joined the company in 1945 at Los 
Angeles and was appointed brokerage 
manager at San Francisco in 1954. In 
a re-organization of the company’s Cal- 
ifornia operations in April, 1960 he was 
appointed branch manager of one of the 
company’s two San Francisco branches. 

Mr. Perkins re-joins Great-West Life 
following an absence of four years as 
manager of another life company in 
Fresno. He first joined the company in 
1955 at Klamath Falls, Ore. He later 
rose to district manager there and was 
appointed branch manager at Fargo, N. 
D. in 1956. He resigned in 1957 to move 
to Fresno. 

Mr. Cantelon has a broad background 
of 23 years’ experience in both Ordinary 
and Group sales, branch and home office 
agency management, including 13 years 
with Great-West Life. He had been 
manager of one of the San Francisco 
branches since 1958. 

With the two additions and consoli- 
dation at San Francisco, the company 
now has 73 branches, 35 of which are 
located in the United States 


organization 














ATTRACTIVE OFFICE SPACE 


Air-conditioned, mid-town offices available to brokers who wish to increase their 
income by placing Life, Non-Can A & H, Major Medical, Group, Pensions, through 
General Agency of top company. Training and sales assistance at your disposal. 

For details write Box 2909, The Eastern Underwriter, 93 Nassau Street, New York 38. 








E. M. Jennings Appointed 

Appointment of Eugene M. Jennings as 
general agent in Corpus Christi, has been 
announced by Manhattan Life of New 
York. 

Mr. Jennings has a broad background 
in life insurance, starting in 1953 as an 
agent with Pilot Life and later becom- 
ing a general agent and then state 
manager. He later joined Republic Na- 
tional Life as superintendent of agencies 
and immediately prior to his appointment 
as Manhattan Life’s general agent, was 
vice president and home office agency 
manager of Lee National Life. 

A veteran of World War II, he served 
in the Air Force. 


Michigan Leaders to Meet 


Life Insurance Leaders of Michigan, 
affiliated with Michigan State Associa- 
tion of Life Underwriters, will hold their 
annual meeting and election of officers 
on May 16 in Detroit at the Park Shelton 
Hotel. 

Hugh M. MacKay, second vice presi- 
dent and director of advanced underwrit- 
ing division of State Mutual Life of 
America, Worcester, Mass., will conduct 
an afternoon session on various phases 
of business insurance plans. 

Following dinner, Frederick R. Keydel, 
prominent Detroit attorney, will discuss 
life imsurance trusts. 

President E. Leon Harris, CLU, Mid- 
land Mutual, Bay City, will preside at all 
meetings. 























105 for 5 or more years. 


174 

FIDELITY UNDERWRITERS 

WIN COVETED NATIONAL 
QUALITY AWARD 


“In recognition of life underwriting service of high quality, as evi- 
denced by an excellent record of maintaining in- -force and extend- 


ing to the public the benefits of life insurance .. . “’ 
For the 17 years in which N.Q.A. has been awarded, Fidelity 
Mutual Life underwriters have been consistent winners — 8 of 


them for all of the 17 years; 55 for 10 years or more; and 


In sincere appreciation for the quality service they 
are rendering, we congratulate them on receiv- 
ing this highest commendation. 





the FIDELITY MUTUAL LIF 


Insurance 
Company 


ON THE PARKWAY AT FAIRMOUNT AVENUE * PHILADELPHIA 








SUPERVISOR AVAILABLE 
Experienced in management, recruiting 
and training, seeks full-time operation 
with progressive agency. Estate Planning 
background. Sizeable personal production. 
Reply: Box 2914, The Eastern Underwriter, 
93 Nassau St., New York 38, N. Y. 











Group Insurance Fund to 


Offer Group Coverage 


The establishment of the Insurance 
Industry Group Insurance Fund by a 
group of trustees, all prominent New 
York insurance men, has been an- 
nounced, Trustees are, Bernard J. Daen- 
zer, president of Wohlreich & Anderson, 
Ltd; DeWitt Stern, president, DeWitt 
Stern, Gutman & Co., Inc.; and Lester 
I. Lester, general agent for the Mutual 


Trust Life. Hawkins, Delafield and 
Wood have been appointed as legal 
counsel. 


The Fund offers a broad program of 
Group coverage including life, accidental 
death and dismemberment, and major 
medical to any employer in the insurance 
industry with at least three full-time 
employes. The benefits will be under- 
written and administered by the Phoenix 
Mutual Life of Hartford. 

Owners, partners and officers are eli- 
gible for a total of $25,000 of life and 
$25,000 of accidental death and dismem- 
berment subject to satisfactory evidence 
of insurability. Department heads are 
reg for $5,000 and _ other employes 
tor 

Major Medical coverage is designed 
to supplement basic Blue Cross-Blue 
Shield plans and includes dependent 
wives and children. Maximum benefit is 
$10,000 with a $5,000 eg limit. After 
a deductible of $100 for any covered 
medical expense during a 90 day period, 
the plan pays 80% of all remaining cov- 
ered medical expenses in or out of the 
hospital not paid for by the basic plan. 

— enrollment will run from April 
, to July 1, 1961 and will be handled 
by the Gotham Agency of Phoenix Mu- 
tual at 2 Park Avenue of which James 
Mazzeo is manager. 


Clyde Gay Sees Limitless 
Career For Right Agents 


Agents who are able to “lose them- 
selves” in their business because they 
feel that life insurance is greater than 
they are, have a boundless career ahead 
of them, Clyde F. Gay, executive vice 
president of John Hancock Mutual Life, 
told leaders of the company’s general 
agency field force. Mr. Gay was fea- 
tured speaker at the company’s Regional 
General Agency Leaders’ meetings held 
in Washington, D. C. and Asheville, 
North Carolina. 

A successful life sales caree:, he said, 
is built on three elements. These include 
a firm conviction concerning: 1. the value 
of the service rendered by the agent, 2. 
the value of permanent life i insurance as 
an investment, and 3. life insurance as 
the best property investment an indi- 
vidual can make. 





To Buy Maine Fidelity 


Stockholders of North Central Co., St. 
Paul insurance and mutual fund holding 
company, have approved the purchase 
through an exchange of stock of Maine 
Fidelity Life of (Portland, Me. Paul E. 
Merrill, Maine Fidelity chairman, and 
John H. G. iPell, president of Wall Street 
Investing Corp. have been elected direc- 
tors of North Central Co. 








Fa RS TEATS wR a 

















REAL RII A. 


Seam as 


re a 





May 12, 1961 





— i 
(NDNA oY 












President’s Trophy 


| MASSACHUSETTS MUTUAL 


HERBERT GEIST, 

























Jr, C.LU. 


Chicago-Geist 


HARRY C. COPELAND, Jr. 








The Massachusetts Mutual President's Trophy, 
awarded annually to recognize the most out- 
standing all-around agency operation in the 
company, was presented for 1960 to Harry 
C. Copeland, Jr., President of H. C. Copeland 
& Company, Inc. of New York City. 


With the largest 1960 gain in new Ordinary 
business of any Agency in the Company, the 
H. C. Copeland & Company team of 37 full- 
time men, 100% members of their local Life 
Underwriters Association, produced over $41 
million of Ordinary and over $11 million of 
Group in 1960. The Copeland organization 
now includes 17 C.L.U.’s and 13 members of 
the 1960 Million Dollar Round Table. Their 
first and second year men produced more 
than $7.5 million, 18.6% of the Agency's 
total. 


Plaques presented in recognition of the 
accomplishment of the next four contenders 
for this award went to General Agents 
Herbert Geist, Jr., C.L.U., Chicago-Geist; 
Robert L. Woods, C.L.U., Los Angeles; John 
R. Humphries, Atlanta; and Desmond J. 
Lizotte, Newark. 


Before coming to New York City, Harry 
Copeland was General Agent of the Syra- 
cuse Agency which won the President's 
Trophy in 1958 and placed among the top 
five in both 1954 and 1959. 





a 
ROBERT L. WOODS, C.L.U. JOHN R. HUMPHRIES DESMOND J. LIZOTTE 
Los Angeles Atlanta Newark 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS + ORGANIZED 1851 
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Nakash 
LACHLAN CAMPBELL o 3 
George W. Bourke, president of Sun 
Life Assurance Co. of Canada, has an- 
unced the appointment of five senior 





Editorial Associates, Ltd. 


T. M. GALT 
rs within the executive officer cate 
gory of tl -ompany 
L. Can FSA, F. J. Cunning 
m, FSA, bx 1 


senior vice presidents 


Neale Hooley ie TIAA 


Neale | voley of New York City 
s joined the investment law depart- 


ment of Teachers Insurance and An- 


uity Ass 1 (TIAA), it was an- 
unced by Wilmer A. Jenkins, executive 
e president 
Mr. Hooley, a member of the New 
York Bar, was formerly with the law 


in New York. 
at Fordham Preparatory 
rancis College and at Villa- 
10va University, where he received his 
law degree in 1956. He served for two 


vears with the Ma rine Corps 


t 


I I Keegan & Clarke, 
He was educated 
School, St. F 


Evanston Asst. 


Manager 


Connecticut General Life has appointed 
J M Shannon as assistant manager 
Evans office. 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








Nakash Wm. Notman & Son 
CUNNINGHAM J. W. RITCHIE 


Mr. Campbell was formerly vice presi- 
dent and chief actuary, and Mr. Cunning- 
hz 7" was vice president and secretary. 

J. W. Ritchie, FSA, formerly actuary, 
succeeds Mr. Campbell as vice president 


Ashley & Crippen 
A. R. HICKS 


and chief actuary. 

A. R. Hicks becomes secretary of the 
company and T. M. Galt, FSA, becomes 
actuary. Mr. Hicks was associate treas- 
urer and Mrs, Galt was associate actuary. 














>) LIFE 
GROUP 
>) HEALTH 


NORTH AMERICAN 





REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 








D PERSONNEL 
SERVICES, INC. 
“Specializes in Insurance" 


GENERAL AGENT .................000.... $15-20,000 
Where are you? The above salary is ‘just 





the stor?! You can make more, plenty 
mors, if you crea top life & A&H exec. 
Call us this weel.!!! 
SUPERINTENDENT OF AGENCIES.$ 15,000 
HO is NJ & you'll assist the VP. 
ENE Ss 000 


Heavy self administered plan bod & 
you'll run this inside NJ operation. 
GROUP ADMINISTRATION .......... $ 14,000 
If you can orgcnize ao group dept. & run 
it all the way, you have a NJ job. 
SUPERINTENDENT OF AGENCIES..$10-12,000 
N/Eng. home o’c se2ks 5-+- yrs life exper. 
LIFE UNDERWRITER $ 11,000 
POLICY DRAFTER $ 6,509 
2+ yeers expericnce life Co forms. 








50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 














Bloomfield Made 2nd V.P. 
Of Minnesota Mutual Life 


The appointment of Coleman Bloom- 
field as second vice president and actuary 
was announced by Harold J. Cummings, 
president of the Minnesota Mutual Life 
of St. Paul. 

Mr. Bloomfield joined the company ac- 
tuarial department in 1952, was appointed 
assistant actuary in 1953. He became 
associate actuary, Group life insurance 
division, in 1956. For three years prior 
to his joining Minnesota Mutual, he 
was employed as actuarial assistant by 
the Commonwealth Life Insurance Co., 
Louisville, Ky. Graduate of University 
of Manitoba, he is a Fellow of the 
Society of Actuaries. 


Schloen Made Gen’! Agent 


William J. Schloen has been named 
general agent in Beverly Hills, Cal., by 
Republic National Life, Dallas, according 
to H. R. Hunke, vice president and agen- 
cy director. 

The new general agent is a leading 
personal producer having qualified for 
the Million Dollar Round Table 12 times 
since 1948 and is now a life member. 
He also led his agency to top company 
honors for the past 11 years 

In announcing the appointment of the 
new general agent and his associates, Mr. 
Hunke noted that their operation will 
include life, accident and sickness, Group, 
pension trust and profit sharing busi- 
ness, 


EXPAND Kroes OPERATION 

Occidental Life of California has ex- 
panded its Canadian operations by open- 
ing a branch office in London, Ont., and 
has appointed George R. Keats as branch 
manager. The company is also repre- 
sented in London by the Miller-Underell 
agency. 

Mr. Keats joins Occidental after eight 
years in London as agent, agency super- 
visor, and supervisor of sales promotion 
and training with Northern Life. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1, N. Y. 
TRiangle 5-7362 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Estate Planners Day 

Is Held in Baltimore 
SAMUEL L. ZEIGEN MODERATOR 
Sponsored by Baltimore CLU Chapter in 


Cooperation With General Agents 
And Managers Round Table 








The first Estate Planners Day, spon- 
sored by the Baltimore CLU Chapter in 
cooperation with the General Agents and 
Managers Round Table, was held there 
recently at Monumental Life’s Auditor- 
ium, Samuel L. Zeigen, CLU, general 
agent in New York for Provident Mu- 
tual Life, was moderator and prepared 
the subject matter and outline for the 
panel, which consisted of W. Gibbs Mc- 
Kenney, Baltimore attorney; Warren H. 
Fierman, vice president, Hanover Bank; 
and Henry G. Burke, Baltimore CPA. 

The panel discussed an actual case in- 
volving a partnership which was incor- 
porated, with substantial benefits to the 
partners and the employes. The problems 
and solutions discussed were as follows: 

1. The problem of liquidity: 

It was unanimously agreed that the 
only way to solve this problem was to 
have ample i insurance on the lives of the 
principals which would provide the cash 
needed for final expenses and for con- 
tinuation of the standard of living of 

— family. 
. The problem of continuing the busi- 
ness as a partnership or to incorporate: 

This problem was solved by dissolving 
the partnership and forming two separate 
corporations, since this particular busi- 
ness lent itself to such a division. This 
would result in over-all tax savings in 
addition to eliminating the personal lia- 
bility of the partners, plus greater ease 
in passing ownership to the family. 

3. The problem of a method of guar- 
teeing the payment of the true value of 
the business at the death of a stock- 
holder. This was arranged by Stock 
Redemption Agreements funded by life 
insurance. 

4. A discussion of what fringe benefits 
to adopt: 

It was agreed that pension and profit- 
sharing plans should be adopted for 
each company; that the pension plan 
should be insured; and the profit-sharing 
plan should be self-administered. Since 
approximately equal amounts were de- 
posited into both plans this would result 
in an average return commensurate with 
safety. Group insurance plans were 
adopted for both companies, including 
Group life, plus complete hospital; surgi- 
cal, medical and major medical. 

5. The problem of deferred compensa- 
tion plans: 

It was resolved that this should be 
made applicable only to a key man in 
event of his premature death and not 
for retirement benefits, since the pen- 
sion and profit-sharing plans provided for 
this. The death benefit was funded by 
life insurance. 


6. The types of wills to be executed by 
the stockholders and their wives: 

It was agreed that marital deduction 
wills should be prepared. 

7. The problem of gifts: 

As to this, the panel decided that it 
would be a good idea to create voting 
and non-voting stock for one of the cor- 
porations, and to give the non-voting 
stock in trust for the children. This 
would result not only in estate tax sav- 
ings, but also in income tax savings, 
since any dividends paid under these 
stocks would be taxable to the trusts 
or the children in lower income tax 
brackets. 

Summary 


The interesting part of the procedure 
can be summarized as follows: 

When the underwriter first met these 
principals, their estates consisted pri- 
marily of equity in their home, furniture, 
cars, boats, a few dollars in stocks and 
bonds, and inadequate personal insur- 
ance. 

After the plan was completed, the 
problems indicated above were solved by 
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pension and 
$750,000, 


with annual premiums in excess of $50,- 


U. S. Life Men Meet 


Men of United States Life met recent- 
ly in the company dining room for cock- 
tails and a stag dinner at the invitation 
of Raymond H. Belknap, president. 
Frank Gifford, former New York Giant 
All-League halfback, was the speaker. 
Purpose of the affair was to give all the 
men in the company an opportunity to 


get together for a few short hours of 
enjoyment. fa ; “ 
Last year United States Life passed 


the $1.5 billion mark in life insurance in 
force. 





000 of which only $5,000 was for the 
Group insurance. The reason is that 
the senior stockholder had a_ heart 
condition and the premiums on_ his 
policy were highly rated. Neverthe- 
less, he was glad to pay the premium 
because he felt he now was using the 
“corporate pocketbook” instead of his 
“own a cchelueds:* 

One other point that is interesting 


to note in this type of case is that al- 
though the client strongly resisted an 
analysis of his affairs, he could not thank 
the underwriter enough for making him 
do what he knew all along should be 
done but which he had neglected up to 
this point. 





CAREER MAN AVAILABLE 


xperienced in Ord. and A & H Sales. Suc- 
oan ul in Recruiting, Training and Super- 
vision. CLU Candidate Desires Career in 
Brokerage or Group. College Grad. Write, 
Box 2910, The Eastern Underwriter, 93 Nassau 
St., New York 38, N. Y. 











Guardian Life Now Over 
Two Billion in Force Mark 


Guardian Life of 
two billion 


America passed the 
mark in life insurance in 
force during April. In making the an- 
nouncement, President John L. Cameron 
pointed out that the company’s second 
billion had been achieved less than nine 
years after Guardian reached the billion- 
in-force mark in*May, 1952. 

Mr. Cameron also announced that new 
all-time highs ity paid-for business had 
been achieved*in April in all lines of 
production—Ordinary volume, new health 
premiums and new Group premiums 
and remarked on this “most auspicious 
start on our third billion.” 

Established in 1860, Guardian cele- 
brated its centennial anniversary last 
July. The company entered the individual 
health field in 1952, and has been active 
in Group since 1957. 
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PROTECT YOUR CLIENT FROM HIMSELF 


IF HE HAD DIED LAST NIGHT 
—WOULD HIS FAMILY BE PENNILESS AND DEPENDENT ON CHARITY? 


NOT IF THERE IS INCOME TO PULL THEM THROUGH 


TELL YOUR CLIENT ABOUT THE CANADA LIFE “INCOME REPLACEMENT 
AND MORTGAGE PROTECTION” PLAN 


CHECK THESE PARTICIPATING MALE RATES FOR— 


$100 MONTHLY INCOME 


15 yrs 
$ 57.90 


71.90 
121.50 


15 yrs 
20 yrs 25 yrs (11 pay’ts) 

$ 68.60 $ 81.00 $ 49.00 

93.10 120.30 62.50 

172.20 237.30 108.80 


AS CLOSE TO YOU AS YOUR TELEPHONE 


Home Office: 


TORONTO, 


She 


For larger plans the rates are lower still, of course, 


and all plans are convertible for part of the period. 


$10,000 Mtge Protection 


20 yrs 25 yrs 
(15 pay’ts) (19 pay’ts) 
$ 50.80 $ 53.80 
69.20 78.30 
125.60 146.70 






(CANADA LIFE 


—Hlssurance om ya. any 


CANADA A MODERN COMPANY 114 YEARS OLD 
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Made EDP Manager 


Mutual Trust Life has established an 
Electronic Data Processing Department 
with Vernon F. Dowling as manager 
He joined Mutual Trust in January, 1947 
and formerly was assistant actuary of the 
company. 

Other recent appointments include: 
Thomas C. Lenick, manager of agency 
services and Gerald B. Dewey, manager 
of field operations. 


Berkshire Names Ricketts 


Appointment of Robert J. Ricketts to 
the newly created position of agency de- 
velopment supervisor for Berkshire Life 
was announced by George D. Covell, 
CLU, first vice president, sales. In his 
new capacity, Mr. Ricketts will be re- 
sponsible for the location and selection 
of men to head new sales offices for 
3erkshire Life and for the supervision 
of these offices in the early stages of 
their development. 


A native of Chicago, Mr. Ricketts 
joined the company in May, 1959 
agency assistant and the following year 
was named regional supervisor with re- 
sponsibility for supervising the sales 
activities of a group of Berkshire Life’s 
41 agency offices. A graduate of DePauw 
University and the Purdue University 
Life Insurance Marketing Institute, Mr. 
Ricketts is a Navy veteran and had sev- 
eral years experience as an agent, super- 
visor and unit manager with John Han- 
cock before joining Berkshire Life. 













in his wallet 


The successful 
general insurance man 
keeps this 


TRUMP CARD 





EXCELLENT PROSPECTS that can mean added income for you 
are in your files right now. Many of your present accounts should 
be interested in Business Life Insurance Plans. And a specialist 
from the Business Planning Department of your local 42tna Life 
General Agency will call on them with you regarding this high- 
commission business. He will help give valuable service to your 
clients. He will increase commissions for you. 


Enjoy added profits. Put the advanced underwriting services of 
“Etna Life to work. Check your files for prospects — today. 


ZHETNA LIFE 


INSURANCE COMPANY 


Hartford 15, Connecticut 


Affiliates: 7Etna Casualty and Surety Company 
Standard Fire Insurance Company ¢ The Excelsior Life, Canada 


Elected President of 
Illinois Mid-Continent 








JOHN P. WEAVER 


Illinois Mid-Continent Life, Chicago, 
has elected John P. Weaver as presi- 
dent, it was announced by Dean L. 
Griffith, chairman of the board. 

3efore coming to Illinois Mid-Con- 
tinent, Mr. Weaver was executive vice 
president of United States Life. Prior to 
his association with U. S. Life, he was 
manager of the Iowa Life of Des Moines. 
Previously he was assistant manager of 
Country Life in Chicago. 

Mr. Weaver started his 
career in 1928 as a broker while a 
student at the University of Chicago. 
After leaving the university he built an 
excellent sales record and in one year 
produced $1,700,000 of Ordinary life in- 
surance as well as a substantial volume 
of Group, casualty and fire business. 

Illinois Mid-Continent is licensed or 
has applications pending in 27 states. 
Other officers include Herbert M. John- 
son, senior vice president and director; 
K. Edward Johnson, vice president, 
treasurer and director; Edward N. Cheek, 
Jr., vice president and agency director; 
and James A. White, vice president in 
charge of underwriting. 


insurance 


Northwestern National Life 
Expands Pension-Tax Dept. 


Northwestern National Life has ex- 
panded its former pension and tax de- 
partment, renaming it the pension and 
special plans department. 

James A. Nowak, formerly Group sec- 
retary, has been appointed manager of 
the department, succeeding Rolland F. 
Hatfield, who is on leave of absence as 
Minnesota Tax Commissioner. 

Succeeding Mr. Nowak as Group sec- 
retary is Robert W. Backstrom, formerly 
Group underwriter. 

Lyman Moyer, assistant Group secre- 
tary since early 1961, will assume re- 
sponsibility for the Group contract sec- 
tion, previously under Nowak’s direction. 

Joining the pension and special plans 
unit is Donald Fillmore, formerly at- 
tached to the agency department as man- 
ager, advanced training, who will be in 
charge of advanced underwriting. 

Fred Barnes, attorney, and Darrell 
Walker, supervisor of pension admin- 
istration, are also members of the new 
pension and special plans department. 


Republic National Names 
Dorrell General Agent 


Russell W. Dorrell has been named 
general agent in Little Rock by Re- 
public National Life, Dallas, according 
to H. R. Hunke, vice president and 
agency director. 

The new general agent has been as- 
sociated with the insurance industry for 
30 years. In those years he has served 
as a personal producer and has been ac- 
tive in agency management. 

A Marine Corps veteran of World 
Wars I and II, Mr. Dorrell will be re- 
sponsible’ for the development of new 
business in the Little Rock area, 
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LEGEND OF GROWTH 
FROM COAST TO COAST 


ASSETS ... $1,059,177,853 +» INSURANCE IN FORCE... $5,241,276,317 


THE WESTERN and SOUTHERN LIFE INSURANCE COMPANY 


Home Office, Cincinnati, Ohio « A Mutual Company « William C. Safford, President 


REGIONAL OFFICES: 
Philadelphia, Pa. e Jacksonville, Fla. e Asheville, N. C. e St. Louis, Mo. ¢ Houston, Texas e Los Angeles, Calif. 




















Page 12 











May 12, 1961 





To Continue Russell Award 


Continued financial support of the John 


Newton Russell Award during his life- 
time has been pledged by its sponsor, 
John Henry Russell of Los Angeles. Mr. 


Russell is the son of the late John New- 
ton Russell, past president of NALU and 


leader of the life insurance business 


for many years. The John Newton Rus- 
sell Memorial Award, administered by 
The National Association of Life Un- 


derwriters, is presented annually to that 
who, in the opinion of a dis- 


person 
pe I 


UNDERWOOD DECLINES POST 

Former Governor Cecil Underwood of 
West Virginia has decided not to ac- 
cept the position of executive vice presi- 
dent of NALU, succeeding Lester O. 
Schriver. At a meeting of NALU repre- 
sentatives in Chicago May 13 it is under- 
stood that the position will be offered to 
a Southern man. 





tinguished award committee, has “per- 
formed outstanding service to the institu- 
tion of life insurance above and beyond 
the call of duty.” 


Secretary American Life 


Louis Kortum was elected secretary 
of American Life of New York, it was 
announced by Paul E. Van Horn, presi- 
dent. In addition to continuing as agency 
secretary Mr. Kortum will also have 
supervision of the personnel and train- 
ing functions of the company. 

Mr. Kortum has a broad insurance 
background having joined the American 
Surety, parent company of American Life 
of New York, in 1934. He obtained his 
CPCU designation in 1946 and has taught 
life, property and casualty insurance. 





THE 
x 





\ 


, 


cathy of the Partnership 


ge Te 


REY COMPANY... 





The “Key to Business Security”, one of many Equitable Life 
of lowa’s widely acclaimed sales aids, dramatically points up 
the business insurance needs of the sole proprietor, the partner- 
ship, the close corporation and the key man. Equitable men 
know that with the “Key to Business Security”, they can do a 
better and sounder job of selling in this important field. 


Equitable Life 


of lowa 


FOUNDED 1867 


@ DES MOINES 








| HEARD On The WAY | 





The Fifth Annual ‘U. S. World Trade 
Fair, which opened at the New York 
Coliseum on May 3 and closes tomorrow 
night, is one of the most largely attended 
of the Coliseum’s attractions. Described 
as the largest international exposition of 
its kind in our part of the world, it is a 
locale where millions of dollars of busi- 
ness is transacted each year. 

Participating this year in the exposi- 
tion are 66 countries with Israel having 
the largest display, including a fashion 
show. Wares exhibited ranged from 
matches to heavy machinery, boats, cars, 
office machines, rugs, paintings and ar- 
tistic iron-work from Spain. 

One feature which makes the World 
Trade Fair so attractive to the general 
public is opportunity to buy unusual 
gifts at the international bazaar at rea- 
sonable prices. ‘For purposes of the 
Fair, much of the merchandise is under- 
priced and the hazards of carnival-buy- 
ing are absent. 

Letters of welcome were sent to the 
Fair by President Kennedy, Secretary of 
State Rusk, and Governor Rockefeller. 
President of the U. S. World Trade Fair 
Organization is Charles Snitow. 

Uncle Francis 


Executive Promotions at 


Standard Security Life 
major executive appointments, 
Martin L. Rein to senior vice president 
and secretary, and Leonard I. Shankman 
to treasurer, were announced by Michael 
H. Levy, president of Standard Security 
Life of New York. 

Mr. Rein had been secretary-treasurer 
of the company and will, in his new posi- 
tion, continue as chief administrative 
officer of the organization. Mr. Shank- 
man will direct the fiscal and investment 


Two 


policies. 
Mr. Rein, a graduate of New York 
University, received his LL.B. degree 


from Columbia Law School. 
rector of Standard Security. 

Mr. Shankman attended Wharton 
School of Commerce and Finance, and 
New York University School of Com- 
merce. He is a director of Associated 
Food Stores, and a limited partner of 
Ira Haupt and Co., Wall Street invest- 
ment house. As a director of Standard 
Security he also serves as chairman of 
the executive committee of the board 
of directors. He lives in Scarsdale, N. Y. 


Ass’t. Medical Director 


James E. Grainger, M. D. has been 
named assistant medical director of 
State Mutual Life. Vice president of 
Worcester District Medica) Society, he 
is senior physician and cardiologist at 
Hahnemann Hospital. 

Dr. Grainger was educated at Lenox 
School and Harvard College. After re- 
ceiving his B.A. degree from Harvard in 
1934, he attended Tufts Medical School, 
graduating in 1938. He entered private 
practice in Worcester in 1939. He is 
past commander of the Worcester County 
Power Squadron, and a member of the 
YMCA Camp Morgan Committee and 
the Worcester Community Council on 
Aging. 


He is a di- 


United Services Exceeds 


Half Billion In Force 
United Services Life, Washington, D.C. 
which provides life insurance exclusively 
for commissioned officers of the uni- 
formed services and their families, has 
passed the $500,000,000 mark of life in- 
surance in force. 

President of the company, which is a 
member of the Life Insurance Group of 
Financial General Corp., is Lloyd M. 
Bauman, It is licensed to operate in 
43 states, District of Columbia, Canal 
Zone, Guam, Puerto Rico and also main- 
tains representatives in the Far East, 
England, France, Germany and Italy, 
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Company-Agents Group 
On Field Relations 

RESULTS OF MEETING HERE 

Replacements and Morale of Field Con- 


sidered Prime Problems; Study 
Possible Legislation 





The Company-Field Relations Commit- 
tee of American Life Convention and the 
Life Insurance Association of America 
met in New York on May 4 with the 
corresponding committee of National As- 
sociation of Life Underwriters. The well- 
attended meeting was conducted jointly 
by Chairman Roger Hull, president of 
Mutual Of New York, for the company 
group and William North, president 
NALU. for the agents. 

At the outset it was agreed that the 
— of the two committees was to 

rve as a medium of improved com- 
munications between the companies and 
the field forces and that the purpose of 
their meetings was to exchange informa- 
tion and viewpoints to the end that each 
group would better understand the 
other’s reactions and attitudes. It was 
understood that no attempt would be 
made to deal with specific grievances or 
with relationships of individual compan- 
ies and their agents but only with con- 
cepts of a broad, industry- wide nature. 

In conformity with these understand- 
ings, the entire day was devoted to a 
discussion of two general problems, (1) 
the trend toward excessive replacement 
of existing policies and (2) the improve- 
ment of the morale of the field forces. 

With regard to the replacement prob- 
lem, it was the consensus that its causes 
lay both within and outside the life in- 
surance business and that both the com- 
panies and the agents must bear some 
part of the responsibility. Several ap- 
proaches that might lead to a solution 
were discussed. 


To Study Legislation 


One possible step, which would neces- 
sitate new legislation, would impose cer- 
tain controls on the writing of replace- 
ment business. It was generally agreed 
that existing anti-twisting laws had 
proven ineffective. This approach was 
to be referred to the appropriate legisla- 

ive committees for further study. 

The other possibility would involve a 
stepped-up educational program directed 
initially toward the general insurance 
buying public. The hope was expressed 
that this might be based upon some 
pronouncement coming from the Na- 
tional Association of Insurance Commis- 
sioners whose meeting is to be held next 
month in Philadelphia. 

The problems of morale of the field 
forces were thought to stem from a var- 
iety of circumstances. Underlying them 
all, however, was the feeling among the 
agents that their home offices did not 
sufficiently comprehend their particular 
problems. There was also discussion of 
difficulties being encountered in connec- 
tion with recruiting. Various ways of 
improving the liaison between the com- 
panies and the agents were explored. 
Better communications between the two 
groups were said to be badly needed. It 
was hoped that the work of the present 
committees representing the two groups 
would, of itself, have some beneficial 
effect. 

Among Those Participating 


In addition to staff representatives, 
those attending the meeting were: Rob- 
ert L. McMillon, Abilene, Texas; 
Spencer McCarty, Albany, N. Y.; Wil- 
liam North, Evanston, Ill.; Robert 
Pitcher, Boston; Frank Wenner, Utica, 
| ee 

Frederic W. Ecker, chairman, Metro- 
politan Life; J. C. Higdon, chairman, 
Business Men’s Assurance; Roger Hull, 
president, Mutual Of N. Y.; John A. 
Lloyd, president, Union Central Life; 
Robert E. Murphy, president, California- 
Western States Life; Frederic M. Peirce, 
president, General American Life; Rich- 
ard E. Pille, president. Security Mutual 
Life; Donald C. Slichter, president, 


NEW GENERAL AMERICAN AG’CY 

An agency in Cincinnati has been 
established by General American Life 
with the appointment of Charles J. Lima, 
Jr., as general agent. Mr. Lima, a former 
Notre Dame University football player, 
entered the life insurance business in 
1958 immediately after graduating from 
Notre Dame. 





William P. 
chairman, Home Life of 
Charles J. Zimmerman, 
Connecticut Mutual Life. 


Northwestern Mutual Life; 
Worthington, 
New York; 
president, 


In a world where insecurity is rife . . . factors contributing to personal, 
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Brokerage Manager for Progressive Life Insurance 
General Agency 
¢ Substantial First Year Commissions 
Vested Renewal Commissions 
Liberal Car and Expense Allowance 
Manhattan Agency 
Experienced Man Preferred 
Apply Box 2908, The Eastern Underwriter, 93 Nassau St., 
New York 38, N. 


Our staff knows of this advertisement 
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individual and family security are to be valued all the more highly. 


The whole world knows about the American home and family... 


flourishing under the highest standard of living of all time... anywhere. 


Whatever... whoever @ contributes to the efficiency and peace of mind of 


the wage earner and head of the household... 


helps to keep the mother with her children during their precious formative years... 


e keeps families together, in familiar surroundings, in the face of death 


and disability... © provides the blessings of financial independence throughout 


the golden sunset years... builds a better world of prosperity and peace. 


In the field of insurance, these factors and more, lend dignity and 
worth to our profession... ‘ 
Here at SECURITY MUTUAL we're proud to be a part of the whole picture! 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. 


Robert M. Best, C.L.U. 
Vice President—Agencies. 





your security our mutual responsibility 


B8OEXCHANGE STREET, 





BINGHAMTON, NEW YORK 
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“You mean I just 
endorse checks?” 


CG: That’s right...that’s the only paper- 
work you do! But you get 100% of the 
commission checks! 

YOU: Sounds too easy ...what’s the hitch? 


CG: No hitch. Our Life Department 
service is absolutely free to you brokers. 
You save time because we take care of all 
the details. No technical knowledge 
needed, either... our specialists take 
care of that. And last, we make no sales 
recommendation! 


YOU: Then how 
sales for me? 


on earth do you make 


CG: Over the long haul, just as you do. 
We start with a free analysis of your 
clients’ Life policies...even uninsurables! 


YOU: Now that does impress me! 


CG: To show you how valuable this serv- 
ice will be to your clients, we'll start by 
doing an analysis on your own policies! 


YOU: When do we start? 


CG: Right now ... by calling the nearest 
CG office. Give our Life Department a 
chance to prove how easy and profitable 
selling Life can be. Go ahead. Call them up! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


SS 





Crown Group Supervisors 
Crown Life of Toronto 
F. L. Coughlan distr 
in charge of the newly-« 
fice at Newark, N. J. He formerly was 
with Mutual Of New York and The 


Travelers 


has appointed 
ict Group supervisor 
ypened Group of- 


The company has also appointed R. 
Featherstone to be district Group super- 
visor for the Boston area. He formerly 


was with Sun Life and Confederation 


MUTUAL OF N. Y. MEETING 





Over 1,000 Agency Managers and Top 
Producers Will be at Waldorf for 
Week-Long Conference 

More than 1,000 Mutual Of New York 
agency managers and field underwriters 


will converge upon New York City’s 
Waldorf-Astoria Hotel May 15 for a 
week-long, joint manager-honor club 


business conference. 

The Waldorf meeting thus will re- 
place MONY’s customary regional honor- 
club meetings and separate managers 
meeting. It will be attended by the 
managers of MONY’s 164 agencies in the 
United States and Canada, and by mem- 
bers of the company’s Top Club Round 
Table, Top Clitb and National Field Club. 

Featured speakers will be MONY 
President Roger Hull, and Mrs. Oveta 
Culp Hobby, former director of the 
WAC, former Secretary of Health, Edu- 
cation and Welfare, and currently a 
MONY trustee 

The conference will consist almost en- 
tirely of day-long business sessions, in- 
cluding several panel-type meetings in 
which both home office officials and field 
representatives will participate. 

Awards will be made to MONY’s new 
“Topper” agency managers—men whose 
agencies sold more than $10,000,000 of 
individual Ordinary last year—to top- 
ranking individual field underwriters, and 
to regional agency leaders. Quinquen- 
nial awards will be presented to agents 
who have been with MONY 20 years or 
more. 

In addition, MONY’s 
the Year” will be 
new “Hall of Fame” 


1960 “Man of 
announced and the 
members will be in 


stalled at a special dinner session, Thurs- 
day night 
President Hull’s speech, which will be 


made Wednesday afternoon, will be en- 
tited “The MONY Management Story.” 
and will document the company’s growth 
from 1940 to 1960. This presentation will 
provide the keynote for the “pride of 
company” theme which will be the major 
objective of the conference. 


Joseph Levy Addresses 
Nassau Co. Dental Society 


Joseph Levy, of Levy-Brenner Asso- 
ciates, general agent in downtown New 
York for Citadel Life, addressed-a recent 


special seminar on insurance sponsored 


by the Tenth District Dental Society of 
Nassau County. Mr. Levy had for his 
topic, “Fundamentals of Estate Plan- 


ning.” A letter of commendation was di- 
rected to Mr. Levy following his talk, 
which was received with a great deal of 
interest. The seminar was conducted by 
Dr. George Weiss 


Hamilton Life Appoints 
Fogue Assistant Secretary 


Eugene Fogue, manager of underwrit- 
ing for Hamilton Life of New York, has 
been named assistant secretary of the 
company, Hamilton’s president, John E. 
Kenny, announced. Mr. Fogue will also 
continue to function as manager of un- 
derwriting, a position he has held since 
joining Hamilton last year. 

Prior to his association with Hamilton, 
Mr. Fogue was with Home Life of New 
York, where he served as an underwriter 
He joined Home Life in 1952. 

Brooklyn born, Mr. Fogue is a grad- 
uate of Fordham U niversity with a bach- 
- of science degree. He has served in 

e Army Signal Corp. 


Protective Life Agencies 

Protective Life, Birmingham, Ala., an- 
nounces the establishment of new gen- 
eral agencies in Fort Walton Beach, Fla., 
Marietta, Ga. and Charleston, Ww. Va. 
The Fort Walton agency is under the 
management of D. W. Parkton. T. W. 
Lord, Jr., will manage the Marietta 
agency and E. E. Boehm is in charge of 
the new Charleston agency. 


Street, New York 38, N. Y. 
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Institute and NALU Awards 


The Chamber of Commerce of the 
United States on May 2 gave a major 
National Recognition 
of Life Insurance and National 
tion of Life Underwriters. They were 
for “significant contribution in the busi- 
ness and public interest” through joint 
sponsorship of the Public Service Award 
Program. Trophy was accepted on behalf 
of both organizations by NALU Presi- 
dent William E. North, New York Life, 
Evanston, IIl. 


Award to Institute 
Associa- 


Public Service Award program was in- 
augurated by the Institute and NALU 
in 1950 under personal direction of Dr. 
Louis I. Dublin, then consultant on health 
and welfare to the Institute. Program’s 
basic purpose is to give greater mo- 
mentum and direction to the construc- 
tive interest of the life insurance busi- 
ness in providing health and welfare 
service to the American people. 


General American Sales Up 

General American: Life’s year-to-date 
sales of individual life insurance are up 
10% over the comparable period last 
year. In every month this year, the 
company has shown an increase in indi- 
vidual life sales over the same month of 
1960. 

Individual health insurance sales for 
the first four months of the year were up 
104% over the first third of last year. 
The substantial jump in health insur- 
ance sales is attributed by company of- 
ficials to introduction in January of a 
new Lifetime Hospital Expense policy. 
The policy is guaranteed renewable for 
life and premiums can be changed only 
by class. Sales of this policy influenced 
April health insurance production which 
was 139% above the figure for the same 
month last year. 








(Chance to build Life Insurance General Agency.) 


Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 


a 
OPPORTUNITY — Life Insurance Man 


We have one of the leading general insurance (nothing else) 
agencies in expanding Westchester County (White Plains). Over 35 
years representing leading companies. We desire life man to organize 
life dept., handle our clients’ and brokers’ needs. Chance to grow 
with and buy into agency. This is a terrific opportunity for right manl 
Send qualifications to Box 2911, The Eastern Underwriter, 93 Nassau 





LIFE SUPERVISOR 


To build new manpower, do brokerage and 
personal production in proportions he pre- 
fers. Must have excellent personal produc- 
tion record. Supervisory experience and/or 
brokerage following helpful—not essential. 


Call LEE NASHEM 
THE LEE NASHEM AGENCY LTD. 


Canada Life Assurance Co., Toronto, Canada 
110 East 42nd Street — 14th Floor 
OXford 7-2950 











MRS. CHARLES E. CLEETON DIES 


Wife of Former NALU President 
Stricken with Heart Attack while 
Driving 
Mrs. Cleeton, 64, wife of Oc- 
cidental Life of California general agent 
Charles E. Cleeton, CLU, Hills, 
May 1 when the auto she 
was driving ran off the road in the West 
Los Angeles area. 





Ruth 


Beverly 
Calif., died 


Her death was at- 
tributed to a heart attack. Her husband 
was 1951-52 president of NALU. 

Born in New York City Mrs. Cleeton 
was widely active in philanthropic work, 
particularly in connection with under- 
privileged and handicapped children. She 
was a founder of Charity 
which has provided many 
therapeutic 


Players, Inc., 
medical and 
improvements for children’s 
hospitals and homes. Mrs. Cleeton only 
recently was awarded a gold key for 
outstanding work as a member of the 
League for Crippled Children in Los 
Angeles. In addition to her husband, she 


leaves a son, William F. Cleeton, asso- 


ciated with his oo. general agency, 
and a grandson. 














echt e on See, 


BREA WS LAS 





BoA Pi 





SRS eS 


BR > 


May 1 


2, 1961 











Page 15 





- 





Mutual Benefit Life Reaches All-Time ws. ane ure rose 


High With 175 CLU Representatives 


10 MBL Agents Receive Designation; 
4 Earn CLU Agency Management Diploma 


Mutual Benefit Life agents, through the 
years, have acquired the stature and repu- 
tation of true professionals. They have 
done this in many ways: complete knowl- 
edge of their product, its relation and 
value to their clients’ way of life, expe- 
rience in related fields such as finance, 
taxes, law, and estate planning, among 
others. Attesting their enviable standing 
in the insurance field is the fact that 175 
Mutual Benefit Life agents have attained 
the coveted CLU designation. 

Fourteen MBL agents successfully com- 
pleted the 1960 examinations of the Amer- 
ican College of Life Underwriters. 

The ten Mutual Benefit Life represent- 
atives who achieved the CLU designation 
are: Atlee I. Beagle, Oklahoma City gen- 
eral agent; Hal W. Dale, Jackson general 
agent; Bernard E. Goldberg, Hempstead; 
Irving Grody, Los Angeles; Dorothy E. 
Montgomery, Chicago-Wilson; Robert R. 
Clevenger, Houston; Walter A. Sivek, 
Newark home office; John H. Teasdale, 
Albany; Raymond J. Wagner, Pittsburgh; 
and Robert R. Rose, Washington. 

Three general agents, Charles L. Doane, 
CLU, of Omaha; Alfred J. Lewallen, CLU, 
of Miami; Fort A. Zackary, CLU, Wichita, 
plus Russell W. Gentzler, CLU, of Omaha 
completed management examinations and 
received CLU Agency Management 
diplomas. 


: 11% of MBL Field Force Now CLU 


The new additions to the CLU ranks bring 
Mutual Benefit Life representation in the 
titled roster to 11% of the field force. 


The reason for this impressive total is 
obvious: Mutual Benefit Life personnel 
have always appreciated the value of the 
CLU program. It is both an important 
prestige builder and a means of gaining 
the knowledge which will enable the life 
insurance man to do a better job. 

John H. Ames, CLU, president of the 
Mutual Benefit Life Chartered Life 
Underwriters Association, recently wrote 
in the MBL monthly field magazine that 
“the knowledge gained from CLU studies 
enables the insurance agent to do a more 
thorough job in serving his clients.” 


Source of Higher Income 


“The underwriter can expect a higher, 
more consistent volume of business and 
will thereby be better able to provide for 
himself and his family,” he said. 





“Familiarity with the rate book is not 
enough... an agent needs knowledge of 
financial, legal and sociological considera- 
tions...other media of savings and invest- 
ment...employee benefit plans...wills... 
and various insurance plans. 

“CLU study... provides the life under- 
writer with a broad understanding of im- 
portant phases of life insurance and re- 
lated fields of knowledge, and improves 
his practical ability to apply this knowl- 
edge to the advantage of the buyer of life 
insurance,” Mr. Ames said. 


With so high a percentage of agents on 
the CLU membership list, it is no wonder 
that the average MBL policy sold last year 
was $15,459 , with con nensurate high 
commissions. 





Brokers Continue to Consider 
MBL for Surplus Business 


Brokers like to do business with MBL. Their 
reasons, as extracted from their comments and 
letters, are: 


1. MBL is easy to do business with. 


2. Counseling service is just a phone call 
away, and local agencies are ready to help be- 
fore, during and after the sale. 


3. Very liberal income options and flexible 
agreements assure satisfactory programs. 


4. The high early year cash values protect my 
policyholders in time of emergency. 


5. The integrity of the Company is without 
parallel, and I need that when it comes to pro- 
tecting my top quality clients. 


6. Promotion and merchandising ideas are 
tops and always available. 


7. The Disability Income contract is unique 
in the business. 


8. The Company underwrites profitable life 
insurance, giving me more income. 


9. The broker’s contract is vested, which guar- 
antees my renewals. 


10. The Company is nationally known and 
readily accepted by the public. 





— . = 
Solomon Huber 





CAREER AGENTS’ EARNINGS 
AVERAGE $14,077.83 

An earnings survey of Mutual Benefit 
Life career agents revealed an average 
income of $14,077.83 in 1959. This 
group comprises production honor roll 
qualifiers with two or more years of 
Company service. 10% of this group 
earned over $25,000; 23% made be- 
tween $15,000 and $25,000. 











INCLUDES RECOGNIZED AUTHORS 


Many Mutual Benefit Life members over 
the years have shared their experience and 
knowledge with the whole institution of 
life insurance. Some are authors of re- 
cently published books. Many are famous 
in the insurance field. And, since a com- 
pany is known by the people it keeps, 
Mutual Benefit Life is doubly proud of 
their dual success. 


Bill Earls, CLU, MBL 
general agent in Cincin- 
nati since November 
1950, has led all the com- 
pany’s agencies in seven 
years and won 19 MBL 
awards. Bill Earls’ book, y 
Million Dollar Profiles, is Bil Faris 
an intensive study of top 
members of the Round Table. He reveals 
their methods, techniques, work habits, 
organization and dedication — with the 
outlook of one who has a long record of 
MDRT qualification. 


a 
J 


Author of hundreds of 
articles and several books 
is Solomon Huber, CLU, 
Mutual Benefit Life gen- 
eral agent in New York 
City since August 1947. 
The Huber agency has 
won seven MBL awards, 
including the President’s 
Trophy and the New Organization Award 
(twice). Mr. Huber’s latest book is 
Estatology, a complete treatise on estate 
planning procedure, published this year 
by Estatology, Inc. In 1959, Mr. Huber 
published the Estate Planner Reader. He 
has also co-authored Writing and Selling 
Business Insurance, published by the Uni- 
versity of Illinois. 


Mildred F. Stone, 
CLU, staff assistant to 
the president, joined the 
company 35 years ago. 
Among her works are A 
Short History of Life In- 
surance, published by 
Insurance Research and “ sie 
Review Service, and “™ildred F. Stone 
Better Life Insurance Letters, published 
by National Underwriter Company. Miss 
Stone is also the author of Since 1845, a 
comprehensive history of the Company, 
published by Rutgers University Press. 
Her latest book is The Teacher Who 








Changed an Industry, a biography of Dr. . 


S. S. Huebner, a definitive study of the 
legendary pioneer of insurance educators, 
published in 1960 by Richard D. Irwin, Inc. 
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liam Simpson from 
t to vice president 
3Zurton Langhenry 


BURTON LANGHENRY 


from second vice president to vice pres- 
ident, public relations, along with four 
appointed officer promotions have been 





N OW RENEWAL GUARANTY CORPORATION 


ANNOUNCES 4 NEW EXCLUSIVE BENEFITS ON 
RENEWAL COMMISSION 


LOANS 


1. Long term repayment plan 


2. Interest on unpaid balance only 


No service fee or commission charge 


3. 
4. Loans are non-demand and 
non-callable 


A General Agent or agent can easily convert his Vested renewal commissions to cash 
now. Loans from $2,000 to $100,000. We are presently doing business with over 80 
U. S. Life Insurance Companies in 45 states and two foreign countries. During the 
past 9 years, this corporation has loaned over ten million dollars to the Life 
Insurance Fraternity. We assist life underwriters to become even more successful. 





RGC’'s President, 
John H. Weber, 
has been a member 
of the NATIONAL 
ASSN. of LIFE 
UNDERWRITERS 
over 15 yeors. 


For complete, confidential information on 
this exclusive service, please call or write 


Renewal Guaran ty Co “fro ration 


2323 First National Bank Building * Phone TAbor 5-2254 


Denver 2, Colorado 


“LARGEST SPECIALIZED FINANCING SERVICE FOR LIFE UNDERWRITERS” 





noi Bigs mS 


Address 





RENEWAL GUARANTY CORPORATION E 
2323 First National Bank Bidg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am 


NOT obligated in any way. 


( AGENT 


Compony...... 





(1) GENERAL AGENT 

















modern training devices. 
sions on personal production. 


Sireet, New York 38. 





ASSISTANT GENERAL AGENT 
WANTED 
One of New York City's leading Agencies, representing top Life 


Company offers exceptional opportunity for an ambitious, hard- 
working and successful Life and A & H producer. 


Man must have conviction about his supervisory potential to recruit, 
train and lead men toward success. 


We are looking for a future General Agent, who wants to attain 
his goal through our organized Management Training Program. 

Full assistance given through our advantageous salary plan and 
Minimum Salary $6,000—Plus Substantial Bonuses and Full Commis- 
Write confidentially to Box 2913, The Eastern Underwriter, 93 Nassau 


Our staff knows of this advertisement. 











announced by Howard W. Kacy, presi- 
dent of Acacia Mutual Life, Washington, 
p<. 

Lloyd K. Crippen, former actuary of 
the company, will continue as vice pres- 
ident the board of di- 
rectors, and will devote his full time and 


and member of 


attention to special projects of impor- 
tance to Acacia’s future growth and de- 
velopment 

Mr. Simpson, who has been a fellow 
of the Society of Actuaries for the past 
16 years, joined Acacia in 1942; and was 
made assistant actuary in 1946; associate 
actuary in 1950 and second vice presi- 
dent and associate actuary in 1956. He 
has served on the underwriting, retire- 
ment, electronics, military business and 
insurance development committees and 
has played an active part in the develop- 
ment of i Federal income tax 
position. 

Mr. Langhenry completed 32 years of 
service with Acacia in February. He 
began as a premium accounting clerk 
and was transferred to sales work in 
1931, where he served as a member of 
the agency department until 1945. He 
Was successively a supervisor, agency 
secretary and assistant to the agency vice 
president. In 1946 he became an assist- 
ant to the first vice president and later 
was promoted to assistant vice president. 
He has served as second vice president 
since 1956. In addition to heading up 
\cacia’s public relations department, he 
is also responsible for publication of the 
Clarion, Acacia’s house organ. 

Appointed officer changes were as fol- 
lows: Ted McHenry, Jr. has been pro- 
moted from director of advanced under- 
writing to superintendent of agencies. 
Turner Hudgins, legal department, has 
been promoted from assistant counsel to 


Acacia’s 


assistant general counsel. Fred Rice, 
legal department, has been promoted 
trom attorney to assistant counsel. 












MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Quality Disability Income Protection 


i Me 


Our aim is to provide protection 
that is capable of doing the job for 


which it was purchased. 


LOYAL ATKINSON 


60 East 42nd Street 


J. E. Douglas Promoted 


Promotion of J. E. Douglas to general 
agent and the opening of a new general 
agency in Tampa, Florida, were an- 
nounced by Connecticut Mutual Life. 

Opening of the general agency in the 
Tampa area, formerly served by a district 
office, brings to three the number of 
general agencies operated by Connecticut 
Mutual in Florida. Others are in Jack- 
sonville and Miami. It is also the com- 
pany’s 89th general agency throughout 
the country. 

Mr. Douglas had been assistant gen- 
eral agent in Tampa the last three years. 
He is a graduate of Union College, 
Schenectady, N. Y., and has been in life 
insurance sales and sales management 
14 years. He served as a lieutenant in 
the Navy during World War II. Prior 
to joining Connecticut Mutual, Mr. 
Douglas was associated with Aetna Life 
for 11 years. 


Paul Revere Names Betzer 


Gerald R. 
general 


Betzer has been named 
agent at Denver for the Paul 
Revere Life, succeeding B. J. Bursmeyer 
who has served as general agent at 
Denver since 1942. For the past year Mr. 
Setzer has been a _ regional training 
supervisor in the ten-state southwestern 
sales region, with headquarters at Albu- 
querque. He joined the company in 1951 
as a special agent at Phoenix. Sub- 
sequently he served as agency super- 
visor there. 

In his new post, Mr. Betzer will also 
serve as general agent for the Massachu- 
setts Protective Association, Inc., parent 
company of the Paul Revere. 





George Geiser, Jr., investment depart- 
ment, has been made an appointed officer 
with the title of attorney. 








General Agent 


New York 17, N. Y. 
MU 7-5212 
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Robert A. Brown, Sr. Tribute 


Robert A. “Bobby” Brown expresses 
surprise upon entering the ballroom at 
the Hotel Shoreham, Washington, D. C., 
where leading producers of his company, 
Pacific Mutual Life, gathered to pay 
tribute on his fiftieth anniversary with 
the company. Escorting him are (left) 
Mrs. Joseph Tudor and Mrs. T. A. Bur- 
nett. Mr. Tudor is a vice president of 
Pacific Mutual and Mr. Burnett is presi- 
dent. 


One of the most pleasant features at 
Pacific Mutual Life’s Top Star conven- 
tion in Washington last month was a 
tribute paid to its sales force dean— 
Robert A. Brown Sr., on his 50th an- 
niversary with the company. It took the 
form of a leatherbound book of con- 
gratulatory letters from friends inside 
and outside of the business. 

T. S. Burnett, president of Pacific 
Mutual, wrote a message saying in part: 
“Your half century has paralleled a time 
of unprecedented expansion in our in- 
dustry, a growth which in a very real 
way has depended on the abilities of 
men like you. To all of us you symbolize 
the spirit of life insurance selling—years 
of dedication and a sense of respon- 
sibility.” 

A Life member of MDRT Mr. Brown 
was first from Los Angeles to be elected 
chairman of that group. He and his 
son, Bob, Jr., work as a team associated 
with Pacific Mutual’s Arthur C. Krauel 
general agency. Both father and son 
have been president of Los Angeles Life 
Underwriters Association. 


Constance Twichell Marks 
Thirty Years With LIAMA 


Constance M. Twichell, associate direc- 
tor of research with Life Insurance 
Agency Management Association, cele- 
brated her 30th anniversary with that 
organization last week. She was honored 
during a luncheon given by members of 
LIAMA’s 10-year club. 

A graduate of Wellesley, Miss Twichell 
joined the statistical department of the 
Sales Research Bureau (LIAMA’s pre- 
decessor) in 1931 after having been as- 
sociated with the trust department of a 
bank. She was named supervisor of the 
statistical unit in 1936, and eight years 
later was appointed assistant director of 
research. In 1950 she was promoted to 
associate director. 

Miss Twichell has been instrumental 
in the development of many of the signif- 
icant LIAMA research projects. Specifi- 
cally, she has helped in the development 
of theoretical approaches to cost prob- 
lems and to preparation of periodic 
surveys on recruiting, sales, insurance 
in-force, lapse, and other statistical sum- 
maries. 

As associate director of research, Miss 
Twichell also assists the director, Dr. 
S. Rains Wallace, in over-all research 
planning. 











C. S. Glasgow, Wife, Killed 
Carl S. Glasgow, 51, agent in Santa LIFE INSURANCE 


Jarbara, Cal., for Occidental Life of 


California since 1944, died recently with PURCHASED ON 
his wife, Virginia, in the crash of a 
light plane. The couple were enroute to EQUITABLE BASIS 


Occidental’s western regional convention 
in Portland, Ore., when the crash oc- 
curred near Mill Valley, Calif., north of RENEWAL PURCHASE COMPANY 
San Francisco. The plane reportedly hit 
caution ta dames io. 320 Park Avenue, New York 22, N. Y. PLaza 3-2826 
They are survived by their son, Donald, 
14. 
Pilot of the plane was a friend, Lester 
Rushworth, 55, who was also killed. 
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Big mortgage. Could your client’s widow pay it off? A MONY 


Mortgage Protection rider added to the basic policy can help 
assure him that she’d have a home instead of a debt. 





Big family to protect. What would happen if something happens to him? Big education needs. Tuition costs are high—and will prob- 
His basic MONY Life Insurance policy plus a low-cost ‘ADD-ON’ rider can ably go higher in the future. ‘ADD-ON’ can help assure 


help guarantee his family an income while the children are young. money for his children’s college education, in case he dies. 


MONY’S ‘ADD-ON’ APPEALS TO YOUNG PROSPECTS 
WHOSE LIFE INSURANCE NEEDS ARE BIG (ure er) 





Big responsibilities often take somuch ‘ADD-ON’ decreasing term riders can 


’ e ° . wn . = Tec a _——————] 
of a man’s current income that he give 4 and often 5 times as much MONY, Dept. EU-561 


finds it difficult to get all the life in- immediate protection as the basic aba ae ting HOW 
‘ . : : New Yor EY: ‘ADD-ON’ 
surance protection he needs right now. __ policy provides. EQUALS 


MONY’s ‘ADD-ON’ Life Insurance What’s more, in most cases the phase 9 dhe rae 

: copies of free book- PLUS 
appeals to people like that. Here’s ‘ADD-ON’ can be converted into per- let showing how 
how it works: You sell your client a manent insurance. ‘ADD-ON’ keeps ‘ADD-ON’ can give 
basic MONY policy, one that builds the door open for repeat sales that ny: ae Dy gee ’ 
cash value for him. (There’s a dis- build big commissions. 
count if the face value is $5,000 or Find out how ‘ADD-ON’ can give Name 
more.) At the same time, you add on _ big protection at low cost. Send cou- Address 
low-cost ‘ADD-ONs’ that can give him _ pon for free booklet. The Mutual Life 
the extra protection he needs right Insurance Company Of New York, 
now at a price he can afford. New York, New York. 


Mura 0. if EW York 


LIFE, ACCIDENT & SICKNESS, GROUP INSURANCE, PENSION PLANS + SALES AND SERVICE OFFICES THROUGHOUT THE UNITED STATES AND IN CANADA 




















tection at low cost. 
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INSURANCE BUYERS DIVISION 


30 YEARS OLD 


The impact of the insurance division 


American Management Association on 


the insurance business, now 30 years old, 


is a deep one as its members consist 


mostly of managers of businesses and 


corporations which place and buy insur- 


ance. Its speakers have always included 


a large number of experts. Papers, and 


often discussions, delivered before ithe 


insurance division have been widely cir- 


culated after delivery. The history and 


significance of the insurance division was 


explained before the annual conterence 


of the division on May 10 at the Roose 
velt Hotel by R. B. Gallagher of Philco 
Corporation in a luncheon talk 

The so-called Appleton Rule in New 


York State was responsible for the or- 
ganization of the 


insurance comunittee 


rule, applied by Commissioner's 


fiat, and backed by law, proclaimed to 
insurance companies that they could not 
outside of New York 


State not permitted to be written in this 


write any insurance 


State Insurance contended 


companies 


that the rule not only retarded develop 


ment of insurance in this State, but was 
adopted by some other states as well 


Mr. Gallagher's expanation: this rule 


retarded development of the insurance 


hbasiness for many years and was the 


n 


;odel for such other rear guard actions 


as those which 


| obstructed Re trospective 
Rating in Workmen's Compensation, and 
the multiple line 


underwriting concept 


Continuing he said: 

It is not to be inferred that those who 
provided resistance were men of ill will 
and evil intention. They were interested 
in seeing that the development of the 
insurance business proceeded along the 
lines which they held best suited. 


The division had its inception in 1929 


when Managing Director W. J. Donald 


1907, at the post office of New York City, under act of 
Second-class postage paid at New York, N. Y. 


of AMA called at Graton & Knight Co.’s 
in Worcester, Mass. While there 
Mr. Donald noticed a portfolio with th« 
titles of thought there 


oOmMce 


insurances. He 
were many more kinds of coverages. He 
thought the subject would be of keen 
interest to AMA members and asked that 
an outline of the var- 


\ com 


Among its repre 


the buyer prepare 
ious kinds of insurance needed 
mittee was appointed 
American 


This 


were those from 
Optical Co. and United 


resulted in a meeting of insurance buyers 


sentatives 


Fruit Co 


in New England and in 1930 the financial 
AMA sponsored a 
entitled “Insurance with Security.” This 
was a two-day Hopf 
of H. A. Hopf and Co. presiding the first 
day and S. B 


insurance, New York University, the sec- 


division of 


program 
session with H. A 
Ackerman, professor of 
attended the 
Betterley, then 


Graton & Knight 
Co., discussed the place of insurance con 


ond day. Forty members 
Percy D 


treasurer of 


Conference 
assistant 
trol in the corporate structure, and rel 
insurance consult- 
agent. Dr. S. S. Huebner, 


then Wharton School professor of insur- 


ative positions of the 


ant and the 


ance, University of Pennsylvania, mad; 
a talk on Their 


Insurance.” He espoused the cause o 


“Business Risks and 


deductible insurance and high limits. In 


the second day there were questions 


and answers about a large number of 


During the second 


Betterley 


insurance coverages. 
afternoon Mr 
bility 


discussed lia 
insurance, Workmen’s Compensa 
tion, Boiler and Machinery, interruption 
cover and even pension plans and acci- 
dent insurance 

Since then the conferences have grown 
in number of coverages discussed, in na 
tional interest and in comprehension 

American Management Association 
makes no attempt to show buyers where 
they should purchase protection; neither 
opposes nor 


supports any type of in 


surer. The original purpose of the divi- 
sion is closely observed: to provide a 
means for insurance buyers to exchange 
experience on that 


insurance matters 


they might obtain better protection. 





HARRY C. HAGERTY 


Harry C. Hagerty, financial vice presi- 
dent and vice chairman of the board of 
Metropolitan Life Ins. Co., has been 
awarded the gold medal of the American 
Irish Historical Society. The medal was 
presented to Mr. Hagerty “in admiration 
of his personal integrity and_ distin- 
guished career as a financier and civic 
leader,” according to James McGurrin, 
president-general of the society. The 
award was made at the society’s 64th 
annual dinner, held last week in New 
York at the Hotel Biltmore. Speakers 
included John M. Conway, Minister 
Plenipotentiary and Consul General of 
Ireland and John M. Burke, board chair- 
man of B. Altman & Co 





* * * 


Robert Sweeny, divisional director in 
charge of Group annuities for Equitable 
Life Assurance, was the subject of an 
article: “Politics in Suburbia” by Richard 
Kluger, last week in the New York Post 
Mr. Sweeny, Republican, was recently 
elected mayor of Freeport, Long Island. 





* * * 


Walter L. Hays, president of American 
Fire and Casualty of Orlando, Fla., wa 
proclaimed the outstanding insurance 
man of the year in Florida by the Insur- 
ance Society of Florida State University, 
Tallahassee. Mr. Hays received a hand 
some plaque from Insurance Commis 
sioner J. Edwin Larson at a_ banquet 
which was the highlight of a daylong ob 
servance of Insurance Day at FSU 

x * * 


Dexter M. Keezer wrote the article in 
May 7 issue of This Week on “What's 
New in That magazine, 
which has a mass circulation of millions, 
is syndicated by New York Herald Tri- 
bune and published as a supplement by 
Sunday editions of leading daily papers 
throughout the nation. It is the second 
article on insurance coverage needs pub 
lished in the past few weeks by popular 
magazines. 


Insurance.” 


* ‘ * 


William E. Lebby, of Los Angeles, re 
tired general agent of Massachusetts In 
demnity & Life, was a New York and 
Boston visitor last week, accompanied 
by Mrs. Lebby. For many years he oper- 
ated the largest agency of Massachusetts 
Indemnity. He was also an exceedingly 
active figure in A. & S. association work 
and was one of the organizers and past 
president of both the California State 
Association of A. & H. Underwriters 
and the Los Angeles local association. 














Arne Fougnmer, president of Christiania 
General Insurance Co., is author of an 
article in May issue of Reader’s Digest 
based on the advisability of insurance 
companies spread ng rehabilitation cen- 
ters such as are found in the Workmen’s 
Compensation field “Why can’t casu- 
alty insurance companics adopt the samc 
policy toward victims of other kinds of 
accidents, as is done in the case of those 
covered by the W. C. laws?” he asks 
“Almost five million Americans are 
injured in auto accidents each year, 
for example. Are not the most serious 
of these casualtics just as much entitled 
to full-scale rehabil' tation as are indus- 
trial workers? If we don’t do a better 
job of rebuilding our injured, the Fed- 
eral Government may well try to do this 
for us. For every million dollars spent 
for rehabilitation the insurance business 
stands to save as much as $100 million 
in reduced claims.” Cooperating with Mr 
Fougner in writing the Reader’s Digest 
erticle is Allen Rankin. 

% * * 





Harry J. Loman (l.) and S. S. Huebner 


Dr. Solomon S. Heubner, chairman of 
the board of trustees, American Institute 
for Property and Liability Underwriters, 
Inc., clasps the hand of Dr. Harry J. Lo- 
man, vice-chairman of the board and 
dean of the American Institute, as they 
stand on the steps of Huebner Hall, 
Bryn Mawr, Pa. Named for Dr. Hueb- 
ner, a pioneer in insurance education in 
\merica, the new educational quarters 
will be dedicated formally June 1, 

* * * 

Mrs. Agnes D. Beaton, Allstate Insur- 
ance Companies’ women’s division direc- 
tor has received a citation from Gov. J. 
Millard Tawes of Maryland for her out- 
standing contribution to the Maryland 


Traffic Safety Commission's highway 
safety program. Mirs. Beaton and the 
\llstate safety department work with 


national women's organization in de- 
veloping programs and projects in traffic 
satety 

* + * 


J. Carroll Bateman, general manager of 
the Insurance Information Institute and 
Philip J. Goldberg, president of Philip J. 
Goldberg Associates, Inc., insurance un- 
derwriters, have been elected to the board 
of directors of the Greater New York 
Safety Council. 

x * * 


Harry W. Miller, general United States 
attorney for the Commercial Union- 
North British Group, is sailing for Eu- 
rope on May 17 on the “Queen Mary.” 
He will be in Europe for several weeks. 
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A Dynamic Personality Leaves the Insurance Scene 
With the Retirement of William L. Hadley 


By PAUL TROTH 


For the first time in more than fifty 
years The Eastern vara is pub- 
lished without the name of W. L. Hadley 
in the mast head. It is a jodibe within 
the insurance business which younger 
men should have brought to their at- 
tention and older men will note with the 
observation that the business world just 
doesn’t produce characters anymore like 
Old Bill Hadley. 

With his partner, 
Mr. Hadley established a firm policy 
for The Eastern Underwriter. It was 
Mr. Hadley who managed the business 
side of the publication. Mr. Hadley 
bought the newsprint, dealt with printers, 
closed advertising contracts, controlled 
circulation, fought the competition, ran 
the office, met the payroll, damned the 
increasing number of government forms, 
incurred the wrath of weaker men, made 
friends, insisted on decisions, helped to 
build executive careers. The partners 
were two talented men whose abilities in 
business complemented each other, a 
broad base on which the prestige of the 
paper was built. 


Mr. Hadley’s Early Start 


Mr. Hadley was an 
birth, born in Staffordshire on July 7, 
1883, but he grew up in America with a 
fierce love of this country. He came to 
the United States as a small child with 
his mother and three sisters and three 
brothers to join his father, the late Ben- 
jamin Hadley who was then a coal miner 
in Sullivan County, Penn. The name Ben 
Hadley later became well known, and 
still is, in the insurance business. A 
younger Ben Hadley today is vice presi- 
dent and director of agency administra- 
tion of Columbus Mutual Life Insurance 
Co. and a respected leader in the in- 
dustry. Ben is a nephew of W. L. Hadley. 

The latter had his first business ex- 
perience selling newspapers. Later he, 
too, worked in the Pennsylvania coal 
mines. Perhaps it was there he de- 
veloped the stamina which later made 
it easy for him to play 36 holes of golf 
in an afternoon or to - his muscles in 
a show of strength when he felt it was 
needed. (His record for a single day of 
golf was 144 holes in 11 hours.) 

There’s a true story that one day in 
the dark depression years when Mr. 
Hadley was publisher of The Eastern 
Underwriter, a pair of tough characters 
tried to intimidate him into a business 
deal which he knew was contrary to the 
best interests of the paper. Mr. Hadley 
leaned back in his chair, clasped his 
hands behind his head so the biceps of 
his arms were in full view below his 
rolled up shirt sleeves and said: “T’ll give 
you one minute to get out by the door 
and if you don’t get out, I'll throw you 
out of the window. It’s five floors down 
to Fulton Street.” The men left. Mr. 
Hadley was perfectly capable of carrying 


Clarence Axman, 


Englishman by 


out his threat, and he would have bat- 
tled his way through the courts to sustain 
his right to do it. 

After the coal mining experience, Bill 
Hadley went to Pittsburgh in 1898 and 
developed two loves: one, the dramatic 
stage and the other, the newspaper busi- 
ness. He is still a fine actor. While he 
has no college degree, his study of 
Shakespeare and the English drama has 
plumbed deep. 

Often in his insurance days he shocked 
a meeting or a convention with an un- 
inhibited display of enthusiasm or dra- 
matics which completely upset the staid 
demeanor of a iar age ar gy What 
he wanted to do, did, he thought 
it was right. He roth a big voice and 
would on occasion burst into song. He 
was just as quick to be outspoken in his 
condemnation of what he believed was 
wrong. 

Hadley’s views on circulation of busi- 
ness journals were positive and definite, 
believing that circulation had small con- 
nection with influence. He would 
storm: “I don’t care how many people 
read our publication, I’m interested in 
who reads it! The Eastern Underwriter 
is on the desk of more insurance com- 
pany executives than any trade paper in 
the business. The people who count in 
this business look to The Eastern Un- 
derwriter. Tell me who reads a 
paper—not how many read i His idea 
was that insurance trade papers with 
their admitted modest circulation, should 
not be judged by the same yardstick 
daily papers. 

Going back to those Pittsburgh years, 
Mr. Hadley had two other important 
events take place in his life. As an 
American citizen he cast his first ballot 
in a local election. While on the stage he 
met Amy Elizabeth Swinbank. They 
were married in Pittsburgh in September, 
1906, and continued on the stage together. 


Joins The Eastern Underwriter 


In 1908, the Hadleys moved east and 
established their home near Plainfield, 
N. J Their first home was in the country 
with his parents on the land which is now 
known as Hadley Airport, outside of 
Plainfield. His mother was the late Ma- 
tilda Robinson Hadley and Hadley field 
was named for her. In the early days of 
aviation it was one of the first landing 
fields for the air mail to New York City. 

In the fall of 1908 W. L. Hadley re- 
turned to newspaper work with The 
Eastern Underwriter which at the time 
was owned by his brother Ben and 
George A. Watson. Messrs. Ben F. Had- 
ley and George Watson sold their in- 
terest to Mr. Axman and W. L. Hadley 
acquired a minority but considerable 
stock interest. After leaving The Eastern 
Underwriter, Benjamin F. Hadley later 
became a vice president of Equitable of 
lowa. 

It is an interesting fact that while ex- 


ecutives and field salesmen today engage 
in great debate about one stop service, 
and the ability or inability of one man 
to understand more than one line of in- 
surance, The Eastern Underwriter for 
years has covered all lines—life, fire, and 
casualty including accident and health. 

Mr. Hadley for many years attended 
meetings or conventions armed with his 
camera and turned into the paper an 
elaborate pictorial record of all the 
people in attendance. 


The Eastern Underwriter Staff 


The partners built a staff on The East- 
ern Underwriter which has been loyal 
to the paper for years. The managing 
editor, L. Jerome Philp, was trained on 
the staff of the old New York Sun and 
is one of the brilliant financial writers 
in the city. Wallace L. Clapp took all the 
abuse and all the guidance that an execu- 
tive of the old school felt privileged to 
mete out to his pupil. Today Mr. Clapp 
succeeds Mr. Hadley in the business di- 
vision of The Eastern Underwriter as 
vice president and is also casualty, sur- 
ety and health insurance editor. Edwin 
N. Eager for more than 30 years has 
edited the fire, marine and property in- 
surance section of the paper. 





Hadley Gets High 
Masonic Award 


One of the highest awards in the 
Masonic Order, the Distinguished Service 
Medal of the General Grand Chapter of 
Royal Arch Masons was presented to 
William L. Hadley of Plainfield, N. J. 
at the 104th annual convocation of the 
Grand Chapter of New Jersey in Trenton 
on Saturday, May 6. He was thrilled by 
the award and went to Trenton to re- 
ceive it. Mr. Hadley was formerly vice 
president and general manager of The 
Eastern Underwriter. 

The Distinguished Service Medal is 
presented each year to one man in the 
state selected for outstanding service. 
Mr. Hadley is currently treasurer and 
past high priest of Jerusalem Chapter, 
No. 24, Royal Arch Masons, Plainfield. 
He is a member of Anchor Lodge, No. 
149, Plainfield; a Knights Templar in 
Trinity Commandery No. 17; and a Noble 
and member of Crescent Temple, Ancient 
Arabic Order of the Mystic Shrine. 





iin 


Oliver J. Jones started as office boy 
in the 1930's and today is an associate 
editor handling life insurance news. Sid- 
ney S. Whipple is assistant editor of the 
casualty, surety and health insurance sec- 
sone. Elizabeth V. McGinty was switch- 
board operator in those early years and 
today is assistant manager on the busi- 
ness side. 

Such loyalty to an organization doesn’t 
just happen. It is loyalty to an idea and 
to Mr. Hadley and Mr. Axman. 

Two people were probably closer to 
those two individuals than any others. 
One is Anne Miller, who was secretary 
to Mr. Axman, now is assistant managing 
editor of the paper and is one of the 
most efficient trade paper newspaper 
women. She has a large acquaintance 
with company executives throughout the 
nation. The other is Gladys Petrie Read, 
who was the mild-mannered, well or- 
ganized and efficient executive assistant 
to W. L. Hadley. She was assistant 
business manager and secretary of the 
corporation until her retirement in re- 
cent years. 

Mr. Hadley often says of Gladys Read, 
“There was no finer executive secretary 
in the business world!” — Mr. Hadley 
likes to speak in superlatives, and this 
time he is close to right. 


His Activities Apart From Business 


What about Mr. Hadley outside of 
business? A few facts reveal the same 
dynamic, forceful character which ruled 
the office and influenced the insurance 
business. 

Bill and Amy Hadley adopted and 
raised five children, four girls and a 
boy. All are now grown. 

The Hadleys marched their five chil- 





WILLIAM L. HADLEY 


dren to Grace Episcopal Sunday School 
and Church every Sunday. The c hidren 
attended the Plainfield Public Schools 
They took part in community affairs. 

James Hadley, the boy, served as a 
Marine sergeant in World War II with 
the Fourth Division through all the fight- 
ing in the Pacific. Today he is married 
and has continued on active duty as a 
master sergeant of Marines. 

The four daughters are also married. 
Jane is Mrs. Wilbur W. Goldsack of 
Somerville, N. J. Sue is Mrs. Harold 
Taylor of Miami, Fla. Victoria is Mrs 
Morton Caperton of San Jose, Calif 
Amy Ruth, the youngest, is Mrs. Frank 
L. Fugle of Plainfield. The Fug sles have 
a 17-year-old son Robert, wi ho helps to 
look = his grandfather who now lives 
with them. 

While at the old home at 111 Putnam 
Ave., Plainfield, Mr. Hadley remodeled 
the dining room for the large dinner 
parties which he and Amy Hadley gave 
for the members of Anchor Lodge, Jeru- 
salem Chapter of Royal Arch Masons, 
and for the members of the Eastern Star 
of New Jersey of which Mrs. Hadley 
held all offices including Most Worthy 
Grand Matron of the State. The 1111 
parties were always grand affairs and 
staged with dramatic finish. Both Had 
leys were members of the White Shrine 
of Jerusalem at the time of Mrs. Had- 
ley’s death in 1954. Following that, the 
1111 home was sold. Mr. Hadley’s pres- 
ent home is with his daughter at 1835 
Watchung Ave., Plainfield. 

Bill Hadley has also been active in 
Grace Episcopal Church where for years 
he has been a close friend and admirer 
of The Rev. Dr. Harry James Knickle. 
Mr. Hadley has been active in the Boy 
Scouts of ‘America, the Advisory Coun- 
cil of the Salvation Army in Plainfield, 
the Economic Club of New York City, 
and in his golfing days was active in 
Raritan Valley Country Club. 

In 1947, Mr. Hadley was selected as a 
delegate from Union County to the Con- 
stitutional Convention held at New 
Brunswick, N. J., from June 12 to Sep- 
tember 12. The State Constitution, 
drawn by that delegation, was ratified in 
its entirety by the people of New Jersey 
at the general elections on Nov. 4, 1947. 
This July, Old Bill Hadley will reach 
his 78th birthday. A mild paralytic stroke 
in the Summer of 1960 has slowed him 
down. He has given up commuting to 
New York, his golf and his bowling, but 
while he is no longer physically as ac- 
tive as he used to be his mind and 
heart are still strong and he continues 
his interest in many affairs. 

Younger men in the insurance busi- 
ness today take for granted what W. I 
Hadley, his partner and their contem- 
poraries have slugged out and built for 
the insurance industry. They and The 
Eastern Underwriter have made a con- 
tribution which is a rich heritage for to- 
day’s generation to cherish and to honor. 
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Manhattan Fire & Marine Reinsures 
U. S. Business of London Assurance 


plan, 


In a so-called “domestication” 


most of the business writien in this 


country by The London Assurance has 
been reinsured by its American running 
Manhattan Fire & Marine, 


UT, 


mate, The 


according to T. A. Long, manager 
and president of The London Assurance 
The Manhattan & Marine 
and its other affiliated American com- 
pany, the Guarantee Insurance Co., will 
operate in the United States under the 
name of “The Manhattan-Guarantee 
Insurance Companies.” 


Group. Fire 


The London Assurance will continue 
its representation in the United States 
through Chubb & Son, Inc., on marine 
| 


yusiness 


New York and California Insurance 
Departments have given approval to the 
plan, and filings have been made with 
other state Insurance Departments 

Long’s Letter to Agents 
In a letter to agents regarding these 





changes, President Long said: “Our aim 
involved in this entire procedure is to 
strengthen the position of The Manhat 
tan Fire & Marine, a major part of whicl 
consists of a contribution to its surplus 
in excess of $11,000,000, In many respects 
this change will increase the facilities 
available to your office.” 








This domestication program, which re 


verts to Janu: ry 1, 1961, involves a num- 
ber of changes in the group’s operating 
and financial structure whet will 


strengthen the and fa rf 








position ies 
the American companies. A contribution 
to surplus has been made by The London 
Assurance, U.S. branch, of securities and 
cash totaling over $11 million. The Man- 
hattan has reinsured, as of January 1, 
1961, all the business of be London's 
U. S. branch, other than Chubl »& Son, 
Inc. marine business The Manhattan 
has assumed all of the direct obligations 
involved in the transaction, and The 


London has paid Manhattan approxi- 


mately $13 million in securities and cash 





With the reinsurance of such business 
the M: anhattan and the Guarantee have 
entered into an agreement under which 


the aggregate business 


the companies. 

Entire U. S. Assets to Exceed $76 Million 
taking over physical as 
obligations and benefits to 
in this country have been as 
Manhattan 


plan, adie 


will be shared by 


In addition to 
sets, all 
employes 
sumed by The 


“The 


adding cash and stock 


NBFU IN WICHITA FALLS, TEX 
National Board of Fire Underwriters 
has Kage a supervisory office in Wich 
ita Falls, Tex., to expedite and coordin- 
ate activities of adjusters settling claims 
resulting from wind and hail storm dam- 
age April 30 to an estimated 16,000 in- 
sured structures. 
D. Swiit, 
adjuster, 

office 


NBFI 


's in charge of 


general 
supervisory 


assistant 
this 


TO HEAR R. G. McKAY 
Robert G. McKay, 
of the Insurance Information Institute, 
will be guest speaker at the May 15 
luncheon meeting of Mountain Insurance 
Field Club, Manchester, N. H. He will 
talk on the field club’s position in the 
public relations field. 


assistant manager 


assets and surplus to the 
U. S. operations of The London Assur- 
ance Group, indicates full confidence of 
The London’s head office in the American 
operations and _ staff,” states President 
“Resulting from this expansion 
program, the combined assets of The 
Manhattan-Guarantee Insurance Com- 
panies will total aproximately $48 mil- 
lion.” 

The U. S. branch of The 
its athliate, The 


to admitted 


Long. 


London and 
Sea Insurance Co., man- 
Chubb & Son, Inc., will have 
ata , ‘ amie wo 
combined assets exceeding $28 million. 
Thus The London Assurance Group’s 
entire U.S. assets will exceed $76 million 


aged by 


Fireman’s Fund Starts 
Marketing Program 


13-WEEK TEST IN IN LOUISVILLE 





Details of “Bold, Hard-Hitting” Cam- 
paign Given to 150 Agents; to Utiliz= 
All Major Adv. Media 
Fireman’s Fund has launched 
what it believes to be one of the 
broadest “total marketing” programs 
ever to be undertaken by a company of 
its kind in support of the independent 
producers of the country. Utilizing all 
major advertising media — television, 
newspaper and radio—this program got 
off to an auspicious start in Louisville, 
Ky. It is scheduled to run for a 13-week 
test period in that city. 


The 


The program’s basic objective is to ac- 
quaint the insurance bayers throughout 
metropolitan Louisville and Southern In- 
diana with the significant difference be- 
tween the “captive” or company insur- 
ance salesmen and the independent agent. 
Institutional and “product” base of the 
campaign is The Fund’s subsidiary, The 
Home Fire & Marine and its economy 
plus automobile and homeowners insur- 
ance plans. 


Preparation of the consumer marketing 
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i "Agents everywhere . 
; tell me The Kansas City's : 
4 fieldmen are really ; 
7 on the ball!" a 











* Right! Their personal attention and prompt service make a winning combination. 
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Great Northern Names 


Two as Directors 
Mark Heffelfinger, vice president of 
Russell Miller—King Midas Mills, divi- 
sion of F. H. Peavey and Company, and 
Hadlai Hull, vice president and treasurer 
of the Dayton Co., were elected directors 
of Great Northern Insurance Co. at the 
annual stockholders meeting. Following 
the meeting, the directors of the company 
elected Percy Chubb 2nd, chairman of 
the board. 





program and the selection of Louisville 
as the test market area involved a year’s 
study by The Fund’s home office re- 
search, development and sales department 
whose staff worked closely with the 
Richard N. Meltzer Advertising Agency 
in San Francisco. More than 150 agents 
in the Louisville area first heard of the 
contemplated program one week before 
its starting date when they accepted The 
Fund’s invitation to attend luncheon- 
seminar held in the Kentucky Hotel. 

At this seminar, The Fund’s RDS home 
office officials, representatives of its west- 
ern department management in Chicago, 
managers and field personnel from the 
Louisville and Indianapolis branch offices, 
and members of the Richard N. Meltzer 
Advertising Agency presented program 
details. Agents were asked to voice their 
evaluation of the program and thereby 
validate The Fund’s marketing approach 
and selection of Louisville as the test 
area. 

Agents’ evaluation was solicited on two 
major points: (1) Did the program get 
across the difference between the inde- 
pendent agent and the direct writers and 
(2) would it help the agent compete for 
the business of the price- conscious auto- 
mobile and homeowner insurance buyers ? 


Enthusiasm for Program Expressed 


During the question and answer period 


which followed presentation of The 
Fund's marketing plans, James W. Har- 
ris, president, Louisville Board of Insur- 


ance Agents, and Murrel D. Klein of that 
board’s advertising committee, expressed 
their enthusiasm and belief that the pro- 
gram would contribute greatly to an 
improved awareness on the part of the 
public of the superior services provided 
by the independent insurance agent. 

Harold B. McGuffey of the R. E. Beard 
Insurance Agency, Smiths Grove, Ky., 
volunteered his endorsement of the pro- 
gram and told attending agents of his 
success in meeting competition with the 
low-cost automobile facilities of Home 
Fire & Marine. 

More than 50 agents in attendance then 


executed questionnaires indicating their 
interest in the marketing program and 
their desire to secure more information 


from a field representative of The Fund 
about collateral advertising and sales 
promotion materials. 


Features of “Package Promotion” for 


Agents 

All attendees at the seminar were given 
a summary booklet entitled “The Pack- 
age Promotion That Fights For You.” 
It pointed to sponsorship by The Fund 
of a half-hour television program weekly 
on WAVE-TY. Cooperating agents will 
have their names, addresses and _ tele- 
phone numbers put on the screen during 
the 13-week program, The commercials 
themselves utilize a semi-humorous be- 
ginning to attract viewer interest before 
hitting the “economy” and “independent 
agent” themes. Some of the general 
topics upon which the 90-second spots are 
based are the dangers of “canned auto 
insurance,” the lack of the personal touch 
in “buying insurance off the rack” and 
the importance of being “more than just 
a number on a card to your insurance 
company and agent.” 

Another feature will be one-half page 
newspaper ads with illustrations and copy 
content tied closely to the theme of the 
television commercials. These will ap- 
pear in newspapers in the area through- 
out the marketing test period. The ads 
provide space for free listing of agents 

(Continued on Page 29) 
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At 
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Hults Tells What New York Is Doing 
To Promote Greater Highway Safety 


Syracuse, N. Y., May 9: An outline of 
the substantial progress made in New 
York State by the State Motor Vehicle 
Commission in the field of automobile 
administration, with a view to reducing 
accidents and eliminating abuses in li- 
censing procedures, was made today by 
Commissioner William S. Hults, w ho isa 
former state Senator. It is only since 
jnaney that the Department of Motor 

Vchicles has existed as such, being prior 
thereto a bureau in the State Depart- 
ment of Taxation and Finance. The De- 
partment is now functioning smoothly 
and it has gathered experts in their fields 
to head the various divisions. 

For the first time in the state’s history, 
the actual number of all types of acci- 
dents was reduced in 1960, Mr. Hults 
said. The cost of automobile accidents 
was reduced also. It went down by some 
16 million dollars from the 1959 figure. 


Improvement in 1960 


“When you add all of these facts up, 
you must agree that 1960 was a safer 
year on the highways than any other 
year in recent history,” he stated. “Who 
should get the credit? I don’t know. 
Maybe it was the police, for enforcing 
traffic laws better than ever before. May- 
be it was the courts, for being more 
severe in dealing out justice. Maybe it 
was the highway enginee rs who designed 
better roads. Maybe it was the insurance 
industry, with its active work in safety 
promotion, Maybe it was our Depart- 
ment—then only a bureau—with its many 
safety programs. Or maybe it was each 
motorist himself, who was beginning to 
realize the effect an automobile accident 
could have on him. 

“T cannot help but believe that our 
Department had some effect on the rec- 
ord. With all the new safety programs 
we're undertaking, I can’t understand it 
if they aren’t having a good effect. We 
believe that our key to safety lies with 
each driver himself. If a driver, through 
his record, shows us that he cannot be 
trusted on the highways, then action 
must be taken against him. In your case, 
this is apt to mean higher fees, or a trip 
to the Assigned Risk Pool. 

“In our case, this means an evaluation 
of his driving record, with an eye toward 
license revocation or suspension. Our 
biggest difficulty in dealing with thts 
problem, which we call ‘driver license 
control’ has been sheer numbers. New 
York State has more than five million 
vehicles registered, and we have about 
seven and a half million drivers. 


Electronic Progress 


“Like many other efficient, well-run, 
progressive organizations, we turned to 
the field of electronics to help us. We 
have ordered a new IBM computer. It 
will be delivered this fall. We think it 
will be the most effective device possible 
to help us keep track of our records, and 
to do it rapidly. 

“We divided our mechanization pro- 
gram into four phases, The first phase 
is now underway, using the first pieces 
of electronic equipment to arrive. Our 
data processing division already is large, 
with more than a hundred pieces of ma- 
chinery now in action. 

“For several months we have been 
transferring to punch cards all the data 
from licenses that are going to expire this 
vear. This includes both chauffeur 
licenses, which expire at the end of 
this month, and operator licenses which 
expire at the end of September. 

“Because there are many checks for 
accuracy in the punching, it’s much more 
difficult to have enrors appear on the 
cards than with the old manual records. 
Then the cards, in the form of applica- 


tions, are mailed out to the drivers. We 
call them ‘invitations’ for motorists to re- 
new their licenses. The cards, with name, 
address, identification data and other 
features all pre-stamped, are much easier 
to fill out. 


Getting New Driver Licenses 


“All the driver has to do is answer 
a few health questions, transfer any con- 
victions from his old license to the new 
application, and sign his name. 

“In the past, a driver could simply walk 
into an issuing office and pick up an ap- 
plication form off the counter, whether 
he was entitled to renew his license or 
not. But under the new system, he will 
not receive an application unless, accord- 
ing to our records, he is entitled to re- 
new. And because it’s pre-stamped, he 
can't ‘fill out the form himself—it has to 
come from our machine. 

“We're mailing out the applications to 
the latest address we have for a driver. 
But if he’s been using a phoney address 
in the past, he just simply won't get his 
application in the mail, and he’ll have to 
get in touch with us to straighten his 
record out,” Mr. Hults observed. “This 
will be of great value to police in locating 
scofflaws and other law violators, since, 
presumably, a driver will face loss of 
driving privilege unless he keeps in 
touch with us. 

“The driver, armed with his punched 


application blank, all filled out, and with 
his old renewal stub, then goes to the 
issuing office—the county clerk or the 
District Motor Vehicle Office. There his 
records are examined, he pays his fee, 
and if everything is in order, he has his 
new punch card stamped. Part of the 
punch card becomes the license itself, 
and I’m happy to say that the license 
part is designed to fit easily into a wallet. 
The punch card means the end of the 
old dog-eared, folded license. 
Can’t Counterfeit License 

“Except for the driver’s signature, and 
a few check marks, everything on the 
new license will be pre-printed. That 
means it will be extremely difficult, if 
not impossible, for a driver to counter- 
feit a license. In years past, there always 
were a few cases where people who 
couldn’t prove their right to drive, had 
manufactured their own licenses. We 
think we’re going to run this bunch of 
chiselers right out of business. 

“In the past, if we suspended or re- 
voked a man’s license, we often had 
trouble picking up the actual license 
itself. When renewal time came, even 
though he had no right, he could take 
his illegally-held license and renewal stub 
into an issuing office, fill out a blank 
from the counter, and have his new li- 
cense issued. We'd catch up with him 
eventually, but in the meantime, he’d be 
driving and end: ingering more lives until 
we caught him. 

“Under the new system, he won't re- 
ceive an application in the mail because 
our records show he’s been revoked or 
suspended. So when his old license ex- 
pires, he’ll have no way to get a new one 
except to settle his accounts with us. 


J. L. Heyer Critical of N. Y. Department 


Procedure in Issuing Press Releases 


Syracuse, N. Y., May 8—Strong criti- 
cism of press releases issued by the New 
York State Insurance Department on 
rate and policy changes, because of fail- 
ure to inform agents and brokers of de- 
tails prior to or with issuance of news 
notices, was voiced by Joseph L. Heyer, 
president of the Insurance Agents As- 
sociation of Monroe County at Rochester, 
when he cited particularly the release 
earlier this year on the new Safe Driver 
Plan. 

Addressing the New York State 
Agents’ Association convention here this 
morning, he stated that producers are 
both embarrassed and placed at serious 
disadvantages when they are unable to 
inform their clients and prospects of de- 
tails of changes announced in a general 
way in public press by releases from the 
Insurance Department. Mr. Heyer de- 
clared producers are entitled to full in- 
formation on changes affecting their own 
communities, at least simultaneously with 
the New York Department announce- 
ments, and preferably in advance of such 
release dates. 

With the auto merit rating plan this 
year Mr. Heyer said he did not get de- 
tailed data on the Rochester area until 
more than two weeks after the first an- 
nouncement was made. “We agents were 
made to look stupid,” he stressed, “but 
we had no information on rates and data 
applying to our own customers. The 
policyholder goes to the independent 
agent to get information to which he is 
entitled and we just did not have it.” 

In a sarcastic vein, Mr. Heyer said 
that the New York Department’s release 
told the public to write to company bu- 
reaus without giving street addresses, 
and he flatly stated that car owners 
would not write to such organizations. 
Rather, they want to contact their local 
insurance represen‘atives on data af- 
fecting their own policies and rates. Mr. 
Heyer holds that the producers should 


have that information in advance in order 
to give service intelligently to the public 
on important insurance changes. Then 
the agents can themselves prepare ade- 
quate press releases for their own indi- 
vidual communities to inform the public 
properly. 


William Stanz’s Comments 
William F. Stanz of Brooklyn, a vet- 
eran agent, recalled that the New York 
Agents’ Association has often protested 
in the past both to the New York In- 
surance Department and company organ- 
izations about not cooperating with pro- 
ducers on import int announcements, but 
that little good had developed. He asked 
that the New York Association follow 
through on agents’ complaints until cor- 
rect procedures have been adopted. 

“Independent insurance agents of this 
state,” said Mr. Heyer, “are entitled to 
full information on insurance rates prior 
to the time a press release is given to the 
public at large. The press release should 
never again state, as this one does: ‘In- 
surance agents will shortly have complete 
data for the information of their cli- 
ents.’ That ‘shortly’ was two and a half 
weeks in our office. It was two and a half 
weeks of being made to appear like a fool 
before my policyholders. 

“Newspapers are interested in_ local 
news. They want to know how rates af- 
fect policyholders of the area covered 
by their newspaper. I suggest that when 
the independent insurance agents of this 
state receive rate changes prior to public 
announcement, they should be able to 
prepare local press releases which will 
tell the people of their locality exactly 
what their situation is under the new 
rates. Then when the members of the 
public call them and ask for an explana- 
tion, they will have the full story and 
will not have to apologize that they 
know nothing other than what they 
themselves have read in the paper. 


This new system means we'll be able to 
reduce the size of our massive files, and 
keep our records more efficiently than 
ever. And we'll have faster access to 
them 

To Stagger Expiration Dates 

“The new license will be staggered 
into four three-month periods each year. 
This means that only one-third as many 
licenses will expire at the same time as 
before. We hope this will mean an end 
to the long lines in our offices at license 
renewal time. 

“It will take three full years for this 
new system of punch card licenses to 
get into full operation, because New York 
State licenses, both chauffeur and oper- 
ator, run for three-year periods. But 
by the end of 1953 every driver in New 
York State will be under the new sys- 
tem. 

“In October, when our electronic com- 
puter itself arrives, we'll be ready to 
transfer all data from our punch cards 
onto magnetic tape. Many records that 
now take up filing space the size of a 
city block can be filed, compactly, on 
tape, in a medium-sized cabinet. Be- 
cause the computer works so rapidly, 
we'll have faster access to many of the 
driver records than if they were filed 
manually. 

“Instead of punching out each card by 
hand, as at present, we can simply feed 
the cards into the computer, and the tape 
will activate the punching of renewals. 
The work saving here will be tremendous. 
Phase three of the computer operation 
involves transferring to the tape a 
motorist’s entire conviction record and 
other pertinent facts about his driving 
history, such as whether or not he ever 
has been suspended or revoked. This 
will be of immense help to us in our 
driver license control program. 


Accident Record on Tape 


“The fourth phase is the one that is 
of particular interest to you as insurance 
men. For in this phase, we intend to in- 
troduce on the tape a motorist’s entire 
accident record. We are working very 
closely with the insurance industry, so 
we can serve your needs, as well as our 
own, 

“IT could tell you about our new 
district office setup conveniently located 
near you, where you can transact most 
of your motor vehicle business, about 
our field work with police agencies, 
courts, and county clerks, which our 
deputy commissioners are handling so 
effectively, about our group interviews 
for errant drivers, that are having such 
a good effect and about a new booklet 
we've just published to help you admin- 
ister the compulsory insurance law. 

“This booklet replaces an earlier book- 
let entitled “What Insurance Agents and 
Brokers. Need to Know About the Finan- 
cial Security Act.’ The old booklet came 
out nearly five years ago, and since then 
there have been many changes. This 
year, aS a special service to you, we 
brought the booklet up to date. We're 
doing this to make it easier for you to 
comply with the law. So I hope you'll 
all take advantage of this new booklet.” 


STAGER 25TH ANNIVERSARY 

Albert F. Stager, Inc., of Buffalo, N. Y., 
is celebrating its silver anniversary in 
business. Mr. Stager, who is the Eastern 
regional vice president of the National 
Association of Independent Insurance 

\djusters, started his career in 1929 with 
the Commercial Casualty. The independ- 
ent firm was organized in 1936 and oper- 
ates today with 20 adjusters and 12 
clerical personnel. The Niagara Falls 
branch office has just been moved to 
larger quarters at 10 W. Falls St. 


NATIONAL UNION DIVIDEND 

The National Union Fire of Pittsburgh, 
has declared a regular quarterly dividend 
of 55 cents a share on outstanding cap- 
ital stock. The dividend, payable June 23 
to stockholders of record on June 1, i 
a — 158th regular quarterly divi- 
dend, 








Page 22 






May 12, 1961 





New York State 


Association Of 


Insurance 


Agents 


At 


Syracuse 





J. R. Barry Gets Standing Ovation 


N. Y. State Agents Stimulated by Corroon & Reynolds 
President’s Talk; Would Outlaw All Deviations 
And Independent Rate Filings 


N. Y., May 
ance company executives would 


Syracuse, 8—Few insur- 
have the 
today, 


commissions, 


courage to be insurance agents 


with present low rates of 
John R. 
Reynolds 
here today. 


deviations 


president of Corroon & 
told the 
A vigorous opponent of rate 


Barry, 


Group, convention 


based essen- 
tially on cuts in acquisition Mr. 
3arry spoke for well over an hour to a 
completely attentive audience which gave 
him a standing ovation when he finished. 
Yet these executives, he stated, vote for 
reductions in commissions in an effort to 
solve competitive battles today. 
“Solved for whom?” he asked. “Cer- 
tainly not for the agents who get big 
chunks cut from the commission income. 
Mr. Barry again proposed that all 
deviations and independent rate filings 
be outlawed, that rates be based on the 
overall average experience of all com- 
panies writing a particular line of insur- 
and that rates become effective 30 


and reductions 


costs, 


ance, 
days after filing, with increases or de- 
creases being kept in escrow until rate 


revisions were declared justified or other- 


wise. He came out in favor of participat- 
ing = cies for those companies which 
wish to deviate, with policyholders par- 


ticipating in profits, when such 
proven to have been made. 


Under present “chaotic” conditions in 


are 


the rating field, Mr. Barry held that a 
company could now file a deviation in 
New York State without any provision 
for a producer’s commission, or any low 
rate which agents could be persuaded to 
accept. “Agents today are the football of 
competition,” Mr. Barry stressed, and he 
urged them not to remain inactive while 
the c petition intensifies and they suffer 
further commission cuts. He also de- 
clared that Insurance Commissioners are 
now “unwittingly guilty of conspiracy 
with the companies in allowing deviations 
based solely on commission cuts.” 

Mr. Barry then pointed out that even 
though some independent insurers over- 
estimated their alleged savings in apply- 
ing for and receiving rate deviations, and 
then asked for rate boosts, they had 
meantime built up a large volume of 
premium income to which they were 
never legitimately entitled. The Insur- 
ance Departments should demand, he 
continued, that they cease writing at in- 
adequate rates and raise their charges. 
He cited specific underwriting losses by 
several large independents. 


Mr. Barry called the Kefauver bill in 
Congress “dangerous” and_ confusion 
would be confounded, he said, that is 


passed with its open place rnd features. 
He called on the New York agents to 
“educate their Congressmen and U. §S 
Senators on the unsound and harmful 
provisions of this bill.” 


NATIA’s Ad Program, CAPE, and 


Automation Experiment in Spotlight 


Syracuse, N. Y., May 8—Coordinated 


advertising efforts by both local agents 
and insurance companies are being 
studied by the National Association of 


s’ advertising committee, 
Chairman Joe E, Vincent, CPCU, Bryan, 
Tex., told the New York agents here to- 
day in discussing the NAIA’s ad program. 
He said the plan being prepared is gen- 
erally called CAPE—Coordinated Adver- 
tising Planned Endeavor. “Fundamen- 
tally this is a plan,” he stated, “of imple- 
mentation, a plan by which the integrity 


Insurance Agent 


of the companies, the integrity of agents’ 
associations (national, state and local) 
and the integrity of the individual agent 


can be preserved. It is a plan to channel 
into one gargantuan advertising endeavor 
our companies, our associations and our- 
individually and collectively 
United Front Essential 
3ut before we can take this confident 
step we have to present to the waiting 


sely es, 


insurance world a united front within 
our own agency ranks. Let me assure 
you that the 1961 national advertising 


program of the agents is doing very well. 
We must maintain faith in the successes 
we have had, faith that they will bring 
more and larger success in the future, 
the success of CAPE, the success of 
bringing into being the complete national 
coordination of impulse and thought.” 

3en Hemley, Jamaica, was moderator 
at the session this morning. Paul Blais- 
dell, director of special activities of In- 
surance Information Institute, presented 
an illustrated talk on the broad objec- 
tives, extensive operations and excellent 
accomplishments, so far, of I.I.I. 

Blum on Automated Bookkeeping 

Arthur F. Blum, Rockaway Park, past 
state president, and now chairman of the 
NAIA committee on automated agency 
bookkeeping, told how the experiment in 





his office on automation is working success- 
fully. Recording and Statistical Corp. of 
New York is providing the automation 
in this endeavor to get for the agent less 
figuring time and more time for selling 
Mr. Blum said he has now set aside 
a $10,000 yyy machine in favor 
of having R & S handle the agency ac- 
counts. Periodic changes in personnel 
in the agency who operated the machine 
he had were costly in delays in training 
new operators and in dollar outlay. Like- 
wise he found direct billing by com- 
panies was not the answer he sought 
Hence the experimental tie-up with 
R & S which has worked satisfactorily. 

R. & S. receives coded invoices month- 
ly from the Blum Agency and five days 
later the data is given to the agency 
This includes information on invoices, 
monthly statements, agents accounts re- 
ceivable, accounts current showing net 
due companies, other material and a flow 


chart giving a summary of the whole 
package. 
Eugene A. Toale, secretary of R & S 


explained the data processing from a 

standpoint of his organization, claiming 

it is simple, economical, reliable and fast. 
Past President’s Dinner 

Last night several New York State 

past presidents and their wives had din- 


ner at the Hotel Syracuse. They included 
Follett Greeno, Rochester, president in 
1934-36; John J. Roe, Patchogue, 1936- 
38; Al Deisseroth, Syracuse, 1946-48; 
Joseph Neumann, Jamaica, 1950-52; 
Arthur Schwab, Staten Island, 1954-56: 
Fred Ritter, Middletown, 1956-57; Craig 
Thorn, Jr., Hudson, 1957-58; Herbert 
3rewer, Lockport, 1958-59, and Arthur 


Blum, Rockaway Park, 1959- 60, who pre- 
sided. President Porter Ellis of NAIA 
was present, as was also Fred Funston 
of Ontario, president of the Agents’ 
Association of that Canadian province. 
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ADMINISTRATION REPORT 


Pres. B. Douglass in Hitting High- 
spots Tells About Special Committee’s 
Work on Installment Commissions 
Syracuse, N. Y.. May 8—The New York 
State 
2,200 member agencies representing over 


Association now has in excess of 


4,000 producers in this state, President 
Robert B. Douglass revealed in his ad- 
ministration report. New York ranks 


ROBERT B. 


DOUGLASS 


third among all states in total member- 
ship. Although net gain for the year was 
about 25 it is the best record of the three 
leading states, he said. The administra- 
tion report is distributed to all agent 
members for study, with the president 
giving only a few highlights orally at 
the annual convention. 

In listing accomplishments of many 
state association committees, Mr. Doug- 
lass told of the work of a special com- 
mittee to study installment commissions 
on business that changes from one pro- 
ducer of record to another. He said that 
“this committee reported its findings and 
recommended conferences with real 
tate boards and bar associations which 
are now being carried on. 


es- 


“Our adopted policy is to attempt to 
get the real estate brokers to eliminate 
the recommendation on sales contracts 
that insurance be pro-rated. It is felt that 
the best interests of the insuring public 
would be to deal direct with the insurance 
agent of their choice, and one who will 
have a financial interest in best servicing 
his insureds’ needs. We hope that prog- 
ress will be made in that direction in the 
future.” 


F. & D. MORNING PAPERS 
Few conventioneers today realize that 
the Fidelity & Deposit Co., which dis- 
tributes morning papers to all attending 
agents’ meetings in various parts of the 
country, with a cheery “Good Morning” 
label, has been carrying on this pleasant 
custom consistently for well over 30 

years, and possibly longer than that. 





Muth New President; 
Other Officers Elected 


Syracuse, N. Y.. May 9—Raymond A. 
Muth of Newark, N. Y., is the new presi- 
dent of the New York State Association, 
Douglass of Pots- 
Kramer, Jr., of Williston 
Island, becomes executive 
Sidney Mang of Sidney 
Past President Arthur 
Rockaway Park national state 
director succeeding Craig Thorn of Hud- 


son. 


succeeding Robert 
dam. George 


Park, 


vice president; 


Long 


treasurer and 


Blum of 


Elected as regional vice presidents are 


Harry K. Lown of Batavia, Harold J. 
Nichols of Tupper Lake, and Ben Hem- 
ley of Jamaica. Elected directors are 


William A. Hanssler of New York City, 
John F. Russell 
E. Brewer of Plattsburgh, 
gins of Rome, 
Staten Island 
Great Neck, 


Binghamton, George 
Dana F. Hig- 
Walsh of 
Sahm of 


Thomas P. 
Clifford J. 


Long Island. 


and 


Muth and Kramer Careers 


Mr. Muth, who was executive vice 
president for the last year, heads the 
Geo. W. Muth & Son agency in New- 


ark, N. Y. He is a past president of the 
Associated Insurers of Wayne, Seneca, 
Yates & Ontario Counties and a direc- 
tor of the state association. Two years 
ago he was elected state treasurer. He 
is past president of the Newark Rotary 
Club and Newark Chamber of Commerce 
and has been president of the Newark 
Community Center and of the board of 


trustees of the Park Presbyterian 
Church. 

Mr. Kramer, new executive vice ee 
ident of the state association, served : 
treasurer this past year. He is president 
ot the Childs-Kramer Agency, Inc., in 
Williston Park, Long Island. A gr radu- 
ate of Mineola High School and Pace 
College of age tog he is a past pres- 
ident of both the Nassau County Asso- 


ciation of Insurance Agents and_ the 
Suburban New York Association. He 
served as a regional vice president, di- 
rector and member of the executive com- 
mittee of the state association beginning 
in 1958 and was recipient of a 
dential Citation in 1959, 


Presi- 


GREETINGS FROM ASSNS. 

Heads of several other insurance or- 
ganizations which cooperate with the 
agents attended the convention and were 
introduced by President Robert B. 
Douglass of NYSATIA. These included 
Doris Phelps, Syracuse, president of 
Federation of Insurance Women’s Clubs; 
Fred G. Funston, president, Ontario 
Agents Association; John C. Rosenkrans, 
president, N. Y. Mutual Agents’ Asso- 
ciation; Ed. McAndrews, chairman, ex- 
ecutive committee, Insurance Federation 
of New York; Alfred J. Rossi, president, 


3rooklyn Insurance Brokers  Ass’n; 
Charles F. Dorfman, president, General 
Insurance Brokers’ Assn.; Seymour 


Terry, chairman, Insurance Brokers Joint 
Council; Ernest E. Johnson, vice presi- 
dent, United Insurance Brokers of New 
York. 























es 




































































t 
i 
: 
| 











May 12, 1961 








Page 23 





New York State 


Association Of Insurance 


Agents 





RAYMOND A. MUTH 
President 


GEORGE A. KRAMER, JR. 


Executive Vice President 


SIDNEY MANG 


Treasurer 


At 


Syracuse 








ARTHUR F. BLUM 
National State Director 





Resolutions 


(Continued from Page 1) 


Organization, who earlier today in a 
speech had indicated the effects of the 
3arrett-Russo law may not be as favor- 
able to agents as they anticipated, said 
the 31%% of premium dollar for ex- 
penses in the PIP rate did not set a con- 
trol over commissions. The New York 
Department held the 314% ratio “in- 
adequate and unfairly discriminatory.” 

Lionel Goldberg, Nassau County, asked 
that something constructive be done soon 
to solve this problem so agents can se- 
cure, or retain, school risks. He feels 
the reduced insurance rates of the plan 
reflect improved hazards in recent years. 
He, too, hopes the protection may be 
made available minus commission rate 
reductions, 

Several resolutions were adopted today 
by the convention, on advertising, on 
public relations efforts of the Insurance 
Department and the stock companies, 
and on operations of the State Fund. 
One resolution, dealing with gathering 
data which might lead to the New York 
Association setting up Group life and 
medical coverage for members was tabled 
for further study in the face of strong 
division of opinion on the merits of such 
a move. 

Press Releases 


The resolutions adopted follow: 

“Whereas a recent press release has 
resulted in misleading and confusing the 
insurance buying public, and whereas, 
such release did create embarrassment 
among the insurance agents, be it re- 
solved the New York Association either 
through existing committee or a speci- 
ally appointed committee if necessary, 
confer with the New York State Insur- 
ance Department, the National Bureau 
of Casualty and Surety Underwriters and 
the Insurance Information Institute for 
the purpose of improving the methods of 
releasing of information to the insurance 
buying public in reference to insurance 
rate changes.” 


Support for NAIA Ad Campaign 


Also, “whereas, the National Associa- 
tion of Insurance Agents has for four 
years sponsored the national advertising 
program for the purpose of informing 
the public of the services of the inde- 
pendent agent, and advantages of buying 
from the independent agent, and where- 
as, the program has been meeting with 
consistent and continued success, be it re- 
solved that the New York Association 
express appreciation to the National As- 


sociation for this fine program and we 
pledge our association and the members 
thereof to the continued support of this 
program in 1961-1962.” 


Cooperation With Companies on 
Advertising 


On cooperation with insurance com- 
panies on advertising the convention to- 
day adopted the following: 

“Whereas, the direct-writers spend 
tens of millions of dollars on a very 
effective advertising program, and where- 
as the National Association of Insurance 
Agents has available only slightly in ex- 
cess of one million dollars for advertis- 
ing, and whereas, the stock insurance 
companies spend an estimated 100 mil- 
lion dollars per year on advertising, and 
whereas the above mentioned stock in- 
surance companies are primarily inter- 
ested in promoting their own organiza- 
tions and not the independent agent. 

3e it resolved that the New York As- 
sociation actively seek out ways and 
means of encouraging prompt coopera- 
tion between companies in the field of 
advertising, and that this resolution be 
placed on the agenda for consideration 
and action at the board of directors 
meeting on May 10.” 


State Insurance Fund 


“Whereas, the State Insurance Fund 
continues to constitute a threat to the 
agency system and to the insurance in- 
dustry in general in New York State, 
and whereas, during the past legisl< ative 
sessions considerable progress was made 
by the legislative liaison of the New 
York State Association of Insurance 


Agents towards securing legislation call- “Oy 


ing for a study of the operation of the 
State Insurance Fund, and whereas, the 
State Insurance Fund in cognesance of 
this progress has greatly increased its 
activity to oppose any study or regula- 
tion, 

“Be it resolved that the New York 
State Association mandate its officers to 
continue all pressure and support of its 
legislative liaison toward the end of se- 
curing more effective study pertaining 
to the State Insurance Fund at the next 
legislative session.” 


Group Policy Debated 


The resolution tabled and sent back 
to the state association directors for 
further study said that as many mem- 
bers “cannot qualify for adequate group 
life and health insurance plans the New 
York Association obtain employe data 
from member agencies so that a specific 
group life and major medical program 
can be presented to the membership for 
consideration.” 

Jecause Rag New York State Associa- 
tion, the National Association of Insur- 
ance Agents and other state groups have 
long fought formation of what are 
termed “fictitious groups” for the pur- 
pose of getting lower rates for buyers 
who have no common employment or 
contact, this proposed resolution drew 
immediate fire. Arthur Blum, Rockaway 
Park, past president, stated “we are op- 
posed to anything that might be con- 
sidered a fictitious group even though the 
plan may be legal.” Joseph L. Heyer ex- 
pressed opposition on behalf of the Mon- 
roe County agents in Rochester. 




















a ‘O] 
LN _| OF 
Ofte. 9/ ERVICE 
1ces 0 
Hall SER 
& ALL FORMS OF INSURANCE— 
Henshaw WORLDWIDE 
1S) 
a ere 10 PLATT STREET, NEW YORK 38, N. Y. 
NEWARK, N. J. MONTREAL, CANADA 
MEMBER OF NEW YORK CITY INSURANCE AGENTS ASSOCIATION, INC. 
@. 10] 








Harry Lown, Batavia, defended the 
proposal as not being a fictitious group 
and he was joined by George Kramer, 
Jr., Williston Park, who argued the reso- 
lution called merely for collection of data 
to ascertain whether such a group plan 
was wanted, and did not in itself signify 
approval of any plan. 

Craig Thorn, Jr., Hudson, said that 
from a national standpoint he is proud 
that New York State has not created 
group coverage for members. It involves 
a principle, and not the question of le- 
gality in New York. Joseph Danahy, 
counsel for the state association, drew 
attention to the different treatment ac- 
corded life and property insurance in 
New York State in years past, saying 
that in the life-health field groups were 
not considered illegal but were frowned 
upon when property or liability coverage 
became involved. 


Buyer’s Views on Agents 


A representative of a large buyer of 
insurance, George V. Wright, assistant 
treasurer of the Carrier Corp. of Syra- 
cuse, stated he is proud of producers 
with which his firm deals, for they render 
that basic service expected from agents, 
both when coverage is discussed and 
written, and even more so after a loss 
occurs. However, he sometimes wonders 
at the adequacy of present producer li- 
censing laws when he reads of the large 
number of producers holding licenses, 
but his own personal experience has been 
satisfactory. 

Touching various facets of relations 
with producers Mr. Wright said some 
buyers feel agents are well paid with 
present commission rates and on some 
lines of insurance commissions are exces- 
sive in relation to services rendered. He 
believes that to some degree insurance 
company executives have not kept up 
with changing requirements of buyers 
especially with relation to deductibles. 
Mr. Wright said corporate buyers should 
have the decision on what they wish on 
large deductibles and not have their 
thinking constantly challenged by insur- 
ance companies. With present emphasis 
upon good housekeeping and loss pre- 
vention in plants and factories, the like- 
lihood of making deductibles pay for the 
buyer are increased, he argues. 

It is good business, Mr. Wright said, 
to invite competitive proposals from vari- 
ous kinds of insurers, but he did say 
those dealing with direct writers are es- 
sentially seeking a bargain in rates, 
whereas the agency companies are pref- 
erable when their agents are qualified to 
render the services sought. “I want my 
agent better informed on insurance than 

(Continued on Page 26) 
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Smith, NYFIRO, Feels Barrett-Russo 
Law May Not Be Aiding Producers 


Syracuse, N. Y., May 9—Belief that the 
Barrett-Russo law in New York State, 
which governs changes in commissions 
and is backed by the New York State 
Association of Insurance Agents and 


other producer organizations, does not 


ntrol downward rate revisions or 
ways protect the producer as well 


was voiced by 


other 
as the latter may 
Kenneth O. Smith, general 


expect 


manager of 





the New York Fire Insurance Rating 
Organization, in a frank talk before the 
convention here today 

Mr. Smith stated that the agents’ com- 
petition continues to acquire accounts 
in many classes of risks in New York 

te at rates based upon lower expense 
accounts. “It is p ey ~d he said, “that 








some advocates of the Barret aoe » law 
hink the law gives the producer pro- 
tection against the reduction of rates 
rough lower acquisition costs 
‘T} is not the case,” he declared 
“The is rate competition, it ts fierce, 
1 believe it will become more so, a: 
it is based on lower acquisition costs 
1959, the vear prior to Barrett-Russo, 
were 27 rate deviations in New 


ork State. There are now 31 
lownward rate deviations, 


companies 


one year 





Barrett-Russo. In some cases the 
deviation amounts to 25% or more off the 





bureau rates. In our opinion the Barrett 
Law does not control downward 
rate deviations 

“In 1954, combined pr 
ings of just two direct wr e, 
extended coverage and Homeowners 
amounted to $1,139,973 in New York 

State. Last year these same two com- 
panies wrote $6,119,816 in those lines. As 


Russo 


emium wril- 
iters for f 








you might expect, the rates in use by 
hese two companies are less than bureau 
rates. I can’t criticize their rate levels 
Views on Rating 

‘The rating organization de with 
rates. It is possible that the — 
Russo Law may, in the end result, with- 
hold from you the very rating tools you 
need to keep your business. Speaking of 
laws and legislation, do you know that 


1e New York Law which seemed to work 
1948 was a ‘no 
association and 
Association of Imsurance 


reasonably well prior to 
prior approval’ law? Your 
the National 





Agents have expressec | views concerning 
proj yosed rating bills which would, among 
her things, eliminate the coguir ment 


for prior approval of rate filings by 
state regulatory authoritie Mr. Smith 
continued. 

“The Joint Committee of the National 
Board of Fire Underwriters, the Asso- 
ciation of Casualty and Surety Com- 
panies and the Inland Marine Under- 
writers Association has suggested a 
conference with repr esentatives of agents 
regarding the study of the proposed re- 
visions in rating laws. Such conference 
technique may yet be the solution to 
f our current rating woes 

It is my sincere hope 
Soci: will join the 

being made to gain freedom 
ion and prevent political inter- 
th insur rate-making. I 








that agent 
tions joint committee 
in efforts 
f competi 








ference wi ance 





believe this is essential to the preserva- 
tion of the independent company and the 
independent American Agency System; 
or in fact, to the preservation of the in- 
surance business as we know it We 
have too much at stake to waste the 
talents and abilities of both companies 
and agents in any strife between these 
two important segments. If companies 
and agents are to both prosper, the 
state agents associations should stand 
behind their companies and support ef- 


forts to preserve free enterprise in the 
insurance business.” 
Action Agents’ Resolution 
At the last annual meeting of this 


association, the following resolution was 
passed: 

“*Be it resolved that the New York 
State Association directs its fire insur- 


ance committee to the roughly study, in 
conjunction and cooperation with the New 
York Fire Insurance Rating Organiza- 
tion, development of a plan which would 
realistically meet the new end expand- 
ing fire insurance needs for school prop- 





erties throughout the State of New 
York.’ 

“The rating organization sent the re- 
solution and comments of your fire in- 
surance committee, and the suggestions 
of an officer of a local agent’s hssocia- 
tion, along with our own thoughts, to 
the appropriate committees of the in- 
dustry then studying the subject,” Mr 
Smith said. “By late September, 1960, 
the rates, rules and forms committee of 
the rating organization authorized filing 
of a new program for the rating of 
public and institutional property. We 
made the filing on September 21, 1960, 
and on February 7, 1961 the Insurance 
Department disapproved the filing, say 
ing: 

‘Since you are unable or unwilling to 
furnish us with data or information bear- 
ing upon expenses incurred or to be 
incurred in writing the coverage, we can 
not conclude that the assumed 31.5 
expense ratio (excluding loss adjust 
ment expense) lays a basis for rates 
which meet the requirements of Article 
VIII of the Insurance Law. In this light, 


it appears to us 


ularly in view cf 
ie requirements of Chapter 1089 of ihe 
Laws of 1960, that, what pertinent ex- 
data there is before us at this 

time, requires the conclusion that the 
Ne A | by vy ll be inadequate 
ites proposed by you will be inadequate 
unfairly discriminatory,’ 





pense 


and 


Expense Explanation 





“Chapter 1089 of the laws of 1960, 
otherwise known as Barre tt-Russ 
law, refers in the rating article of the 
Insurance Law to consideration to com- 
missions paid during the most recent 


period 
to expense 
them but 


annual 


t 


The Department referred 
information requested by 
not supplied by the rating 
organization. We had explained that the 
i was predicated upon a 
62.5% of the premium 

adjustment 
premium dollar f ) 

“However, we told 
partment that 
located by 


reserve of 
dollar for losses 
and 31.5% of the 
er expenses. 

, 

he Insurance De 
expenses were not al- 
class and that classified 
expense information separated into com- 





loss 





KENNETH O. SMITH 


ponent parts as requested by 


pa 
an 


in 


an 


tion and which proposed lower insurance 
hospital 


ther public 


He 


| » 


Sa 


roperty 





rtment was 
ce business. 
ree that it 

» law was an 
the Desertaeant s disapproval. 
“So, 


not 


I’m sure that 


swer to your 


sts for school, churc h, 
and institutional 
not available in New 
wwever, it is available in at 


thers states. 


Commercial Property Cover 


Mr. Smith the C 


detail 


discussed 
Coverage in 
id that “we 


the 
available in the 
you 
seems as though the 
important 


least 





De- 


imsur- 


will 


Bar- 


factor 


the proposed plan which was the 
association’s 1960 1 


resolu- 


and 
property, 


\ ork 


State. 


42 


mmmercial 
and also 


have plans to consolidate 


a number of our forms, principally in 
the interest of statewide uniformity. A 
general purpose form will replace at 
least 13 present forms, In addition, 
uniform standard dwelling and house- 
hold personal property forms will be 
provided.” 

: ms of Mr. Smith’s talk on Com 
I Property Coverage will be pub- 
lished in full next week. 


Walter Meiss oa Hand to 
Pesan London’s P.R. Trophy 


S) ie . N. Y., May 8—Walter Meiss, 
etired United States manager of The 
London jae came up here today 
from his home in New Jersey to award 
the London’s public relations trophy to 
Insurance Agents Association of New 
Rochelle, which had also won in 1954. 
Honorary mention went this year to the 
Troy Underwriters Association 


th 


R 


Mr. Meiss, 


is annual award 20 years ago 


who originated the idea for 
said the 


chester board was the first winner. 


THE 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 
ARE BUILDING 


EXCELSIOR 


OMPANY OF NEW YORK 


Y E 








Committee Members 
yracusc, N. Y., May 8: Herbert S. 
Brewer, Lockport, a past state presi- 





dent, heads the nominating committee 
here at the convention. Other members 
are John J. Roe, Jr., Patchogue, vice 


chairman, also a state past president; 
Richmond E. Thompson, Valley Stream; 
William A. Hanssler, New York City; 
Warren R. Magrath, Spring Valley; L. J. 
Holloway, Gloversville; Harold Nichols, 
Tupper Lake; William O. Spicer, Nor- 
wich; Matthew D. Lampbell, CPCU, 
Poughkeepsie; Fred M. Nixon, Homer; 
Robert M Carroll, Elmira, and Josephine 
P. Tarantino, Saratoga Springs. 
Heading the resolutions committee is 


Sidney Mang of Sidney, with Alma P 
Sherman, Schenectady, vice chairman; 


Other members are Mr. Thompson, 
\rthur L. Schwab, CPCU, Staten Island; 
EK. Glenn Giltz, Platts burgh ; Elmer Nel- 
son, Poughkeepsie; W. Wallace Young, 
Buffalo; Kenneth C. Estabrook, Bing- 
hamton; Harry K. Lown, Batavia; Ray- 
mond A. Muth, Newark, and Julius L. 
Ullman, New York City 

Lewis F. Lighton of Syracuse heads the 
always highly efficient convention com- 
mittee which for many years has made 


the conventions here so successful. The 
members had a year off in 1960 when the 
met at Kiamesha Lake, but 
back on the job now. Assisting 


assoc iz ition 


they are 





on the committee are Carl A. Young, 
Irving L. Shimberg, Thomas H. Munro, 
harles F. Farrington and George W 


all of Syracuse. 


Brenneman, 
JOHN RAY LONG | DIES 

ae Long, 56, former executive 
y of the P hoenix (Ariz.) Associa- 
tion of Bad ince Agents and former presi- 
dent of Maricopa County chapter of the 
National Safety Council, was found dead 


John 
secretat 





recently. Surviving are his mother and 
sister of Louisville, Ky. 
Always popular with the agents, Mr. 


Meiss received vigorous applause. 

The Rhodes trophy to an outstanding 
local board president went to Donald 
Liebert of Rockland County Association, 
the NYSAIA membership trophy to Suf- 
folk County Association, and the 
dent prevention trophy to the New 
chelle Local Board. 


acci- 


Ro- 
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WE NEVER GOT A HIT... 


WIDE WORLD PHOTO, A.P, RELEASE 


YET WE “ASSURED” THE SERIES FOR PIRATE FANS 


Pittsburgh, October 13. So far, the Bucs and Yanks have 
split . .. three games apiece. Now it’s the last of the ninth 
in the final game ... tie score. After 62-and-a-half nerve- 
shredding innings—until Pirate Bill Mazeroski’s fence- 
clearing blast—the outcome of the 1960 World Series 
remained in doubt. 

But never in doubt was the fact that every Pittsburgh 
fan who’d been mailed a World Series ticket would get a 


chance to see his game—f it were played. Pirate manage- 
ment and the specialists at National Union Insurance 
Companies had seen to that. Each of the thousands of 
mailings of World Series ducats was covered by a specially 
designed National Union policy. 

This package was created and sold by an Independent 
Agent ... typical of the outstanding professionals who 
prepare and service America’s finest insurance. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty - Fire « Inland Marine + Ocean Marine 
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Deserved Commendation 


JOHN J 


JORDAN 


John J. Jordan, Syracuse, executive 
secretary of the New York State Asso- 
ciation and his staff, including Eleanor 
Foelker, Alice Hines and 2 oretta Schutt- 
ler, were praised at the convention for 
their efficient handling of convention 
details, keeping this large gathering mov- 
ing along without hitches 

Arthur L. Schwab, Staten Island, past 
president, present legislative chairman 
and public relations chairman, received 
the plaudits of the press for his fine han- 
dling of press relations with insurance 
journals, Syracuse papers and other 
newspapers throughout the state 


Convention Panels 


(Continued from Page 23) 


1 am,” he said. Then the agent can be 
helpful to the buyer. 


Public Liability Panel 


\ public liability panel, considering 
technical aspects of that area of insur- 
ance, drew a large crowd this morning 
All members are holders of the CPCU 
designation. They included Eugene B 
Jackman, assistant manager, Travé@lers, 
Syracuse, moderator; George F. Christie, 
assistant manager at Syracuse for Amer- 
ican Surety; Alan R. Corey, with Amer- 
ica Fore Loyalty Group at Syracuse, and 
Francis F. J. Moloney, local agent in this 
city 

Mr. Christie spoke on the care, custody 
and control exclusions of the general lia- 
bility policy and Mr. Corey discussed 
comprehensive personal liability coverage 
and the farmers form and called for sale 
of more adequate limits, for court cases 
reveal that many assureds do not carry 
sufficient protection. Mr. Moloney talked 
on the law of negligence, explaining what 
insurance coverage against that danger 

designed to accomplish and how mis- 
as rstandings by assureds may be elim- 
inated 

With Arthur L. Schwab, CPCU, mod- 
erator and William S. Hults, New York 
C ommissioner of Motor Vehicles; George 
J. Schepens, manager, New York Auto- 
mobile ‘ee Risk Plan, and Newell 
G. Alford, Deputy Superintendent of 
alle as s panclis ts, a lot of questions 
dealing with operations and future rating 
in the Assigned Risk Plan were an- 
swered. Most of the questions were tech- 
nical in character. 


COMPANY HEADQUARTERS 
More than 40 insurance companies and 
organizations maintained hospitality 


headquarters at the Hotel Syracuse for 


their agents and other visitors. 





R. J. Weghorn Urges General Ins. Men 
To Add “Life” To Their Portfolios 


Syracuse, N. Y., May 9—At a time 
when general insurance men are faced 
with reduced commissions on certain 
property and automobile lines, the talk 
here today before the New York agents 
by Richard J. Weghorn, head of the life 
insurance department of John C. Weg- 
horn Agency, Inc., New York, on “Life 
Insurance—The Secret Ingredient,” was 
particularly timely. Mr. Weghorn said 
it was not only desirable but necessary 
that “you should decide now to increase 
your incomes through the sale of a prod- 
uct (lie insurance) which has high com- 
missions and a greater degree of per- 
manency than you have enjoyed on your 
general Sidbania” 

There is general agreement on the 
basic, fundamental personal needs al- 
most everyone has for life insurance— 
family protection, investment for cap- 
ital growth and retirement income. Ty- 
ing together these basic personal needs, 
Mr. Weghorn proceeded to apply them 
to the general insurance man’s situation. 
He brought out: “Statistics tell us that 
one out of ten people will buy life in- 
surance this year. We also know that 
the average premium is about $120. Since 
we get 50%, first year commission, I re- 
peat, 50% commission on $60 for every 
sale, by simple multiplication, we can 
est'mate how much additional income we 
can earn by selling life insurance to custom- 
ers alrez ady on our books for general in- 
surance. 

“Tf vou have 100 accounts, ten will buy, 
multiply 60 equals 600. If you have 500 
accounts, 30 will buy—this means $3,000 


income to you. If you have 1,000 ac- 
counts, you will receive about $6,000 ad- 
ditional income.” 

Getting People to Buy 

Mr. Weghorn then posed the ques- 
tion: “How are you going to get one 
out of ten of your customers to buy life 
nsurance from us?” He was sure of one 
thing: “Keep in mind that they are going 
to buy and you don’t want them ex- 
posed to an aggressive full-time life 
man who has a broker’s license and will 
certainly seek the general account.’ 

He would first let “prospects” know 
that “you are in a posit! on to serve their 
life insurance needs” One excellent way, 
he said, is to attach appropriate labels 
to each bill, letter, policy that goes out 
of the office. This should be imple- 
mented by enclosing circulars with all 
correspondence — direct mail material 
easily obtainable from life company home 
offices. “In fact,” said the speaker, 
“many companies will assist you in or- 
ganizing a direct mail campaign which 
includes a series of brief, thought-pro- 
voking letters, professionally designed to 
Stimulate customer interest. 

“We must also take every opportunity 
when talking to our clients, either per- 
sonally or on the phone, to emphasize 
that we're ready and anxious to help 
them on their life insurance problems.” 

Then, when the hoped-for day arrives 
when a customer calls and asks for ad- 
vice in rearranging his life insurance 
program, Mr. Weghorn suggested this 
procedure: “Pick up your phone and call 
any general agent. (They are well- 
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trained, experienced and _ considerate.) 
Tell him you have an appointment with a 
client who is considering life insurance. 
He will come running to keep the ap- 
pointment with you.” 

Mr. Weghorn visualized that with the 
sale closed a check would be forthcom- 
ing in a sizable amount, not a red cent 
of which needs to be given to the gen- 
eral agent—unless the agent feels par- 
ticularly grateful to him for his assist- 
ance. 

Among latest sales helps in closing 
cases, he said, is audio visual slides. The 
agent brings along a projector, sets it up 
on the client’s table, then proceeds to 
show slides which, in color and complete 
with sound, dramatically and convincing- 
ly portray various needs and uses of life 
insurance. 

Finally, if the general insurance man 
is convinced of the desirability of includ- 
‘ng life in his portfolio, Mr. Weghorn 
said he should attend a short training 
course offered by most of the life com- 
panies. “If you don’t have the time for 
this training, but want to actively so- 
licit life insurance, why not consider 
bringing a full-time life agent into your 
office, and pay him on a commission 
basis, or you may even decide to get 
a ‘real pro’ as a partner. Remember, he 
can develop substantial general business, 
too, because of his intimate knowledge of 
a client’s business and financial affairs.” 

The biggest thrill, in the speaker's 
opinion, is to deliver a death claim check 
to a man’s beneficiary. “It’s a keen sat- 
isfaction to know that you have been re- 
sponsible for making your client’s fam‘ly 
a bit more secure, their future a bit 
brighter and freer from financial wor- 
ries. 


EXCELLENT EXHIBIT AREA 

For the first time at a Syracuse con- 
vention a large section of the ground 
floor lobby area was set aside for ex- 
hibits of which there were nearly 20, 
including the Home Insurance Co., the 
New York State Association itself, Con- 
tinental Assurance, Recording & Sta- 
tistical Corp., Airkem, AFCO, Excise 
Bond, Policymatic and others. The trend 
in recent years has been for more in- 
surance and service organizations to set 
up exhibits at agents’ conventions. 


CONCORD HOTEL IN 1962 

The New York State Association of 
Insurance Agents will return to the Con- 
cord Hotel at Kiamesha Lake. in down- 
state New York, for the 1962 annual 
meeting in the early part of May. The 
1960 convention was also held at that 
famous resort. 


STANZ AND ITTNER ATTEND 
William F. Stanz and William F. Itt- 


ner, two veteran Brooklyn agents who 
have been attending Syracuse conven- 
tions for several decades, were on hand 
again this week, as interested in pro- 
ceedings as though they were newcomers. 
Mr. Ittner, retired and over 80 years of 
age, drove from Brooklyn 
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many prospects 
big enough for 
INA BIG TOP 
excess liability 
coverage? 


A. BIG TOP is very flexible, 
so size doesn't really mean much. 
In fact, small or medium size firms 
are often very good prospects. 


Q. Is that your selling approa 
to BIG TOP? 


A. Essentially, yes. We stress the need 
to fill gaps in the prospect's 
primary coverage. This gives us a 
chance to tailor-make a good program. 


Q. Does Insurance 
by North America 
offer any other 
advantages 
with its 
BIG TOP? 


- oe 
A. Yes...minimum exclusions. And INA’s 
positive attitude is an important difference. 


With longer experience, they know the excess field. 


a. But wouldn't 


an ordinary 
comprehensive 
Casualty program 
be sufficient for 
most smaller 
firms? 


. No. Without BIG TOP; 
it’s like building 
four walls without 
a roof on top. 


Q. In other words, 
you study his 
primary program, 
find out 
what’s missing, 
and... 


A.... right! Then we have two selling 
entries: first, to fill gaps in his 
primary coverage; second, to provide 
the catastrophe limits he needs. 


to expand on BIG TOP for any reader who's 
. Drop me a line—The Thomas C. Ingersoll Co., 
urch St., New Haven, Conn. 
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R. L. SANFORD ELECTED V. P. 


In New York lnennae Brokerage Firm 
Of Smyth, Sanford & Gerard; His 


Industry Prominence 

Robert L. Sanford, wl 
the production staff of Smyth, Sanford 
X Gerard, Inc., New York 


ge house, for the 


10 has been on 


ivsurane¢ 


brokera ten or 


past 


has been elected vice presi- 





ROBERT L. SANFORD 


also vice president 


of the associate firm of B. N 








Exton & 
( 

On f the promising young execu- 
es in Greater New York insurance 
| KCTARE ircics Mr. Sanford is cur- 
rently serving as board chairman of the 
Young Men’s Board of Trade, Inc., New 
York, in which organization he has pre- 
usly held number of offices includ 
1 that of insurance committee chair- 
A member of the Insurance Brokers 
Association of the State of New York, 
Mr. Sanford is currently serving on its 
legislative committe He is also a 
ber of the product research com- 
tee of the National Association of In- 
surance Brokers, and of the Insurance 
Society New York where he is a 
member of its special courses steering 

Mmmittec 
In Montclair, N. J., where Mr. San- 
rd resides he is active as a Republican 
il politics. His father, G. Foster 
Sanford, Ir., ts president of Smyth, San- 
1 & Gerard, Inc.; his brother, G 
Foster Sanford, Il], heads a Montclair 
nsurance agency, and another brother 
Ric] 1, is connected with the Aetna 
Casualty & Surety in its Philadelphia 





PAS 


Astronaut’s Father is New 
Hampshire Insurance Agent 


One of the American towns which 
showed unusual enthusiasm and excite- 
ment for the feat of Comdr. Alan B. 
Shepard, Jr. America’s first space trav- 
eler, was Derry, N. H. That is where the 
parents of Astronaut Shepard live. His 


father, Alan B. Shepard, Sr., Col. 
U. S. Army (ret.), is a partner 
of the insurance agency of Bartlett 
and Shepard, Derry, who have long 


been in business. The companies repre- 
sented by Bartlett and Shepard are 
Aetna, Continental, Hartford Fire Group, 


Home of New York, Scottish Union and 
National, Springfield Fire and Marine, 
Manufacturers and Merchants, several 


mutual fire companies and Northwestern 
Mutual Life 

Astronaut Shepard received his biggest 
tribute, including the nation’s thanks de 
livered by President Kennedy in Wash- 
ington, Monday morning, May 8 at na- 
tion’s Capitol. Among those at the White 
House event were leading people in the 
Government and that reception was fol- 
lowed by a parade to which the Capitol 
turned out in tremendous numbers. 


CASSIANO SPECIAL IN N. J. 
The New Hampshire Insurance Group 
announces appointment of Joseph P. 
Cassiano as special agent assigned to 
the southern New Jersey area with head- 
quarters in the company’s Philadelphia 
branch office. Special Agent Cassiano 
attended Temple University where he 
majored in business and insurance. He 
is a graduate of North Philadelphia Real- 
ty Board of Insurance Law and Prin- 
ciple. 
BLOOD BANK DONATIONS 

The last two weeks in April was the 
occasion of the Red Cross Mobile Blood 
Bank’s annual drive for donations among 
personnel in New York’s insurance indus- 
try. As is usual the New York City In- 
surance Agents Association secured a 
substantial representation of donors from 
among its members. This year Jaffe 
Agency again made the largest contribu- 
tion with 10 pints donated by its per- 
sonnel 


GAB Changes Announced 


Alfred T. Young, Jr. has become branch 
manager at Jackson Heights, N. Y. of 
the General Adjustment Bureau. He suc- 
ceeds Frederick A. Harraghy, who be- 
comes branch manager at Eastchester, 
N. Y. Mr. Harraghy will succeed George 
W. Culyer who has retired. 

Donald H. Stutzman becomes general 
adjuster at Hempstead, N. Y. Rudolph 
F. Taddonio becomes general adjuster 
at Eastchester. 


WEGHORN 
IS AHEAD OF 
THE FIELD 


12 Fire Companies . . . all top-flight . . . are on call 
when you call in Weghorn on fire coverage. Another 
way Weghorn builds better business for brokers. 


John C. Weghorn Agency, Inc. 
102 Maiden Lane, N. Y. 5, N. Y. DI 4-8420 





Frank Burns, Inc. Gives Up 


Firemen’s Alaskan Business 

Starting May 1, Alaska business of the 
Firemen’s Insurance Co. of America Fore 
Loyalty Group, heretofore placed through 
the general agency of Frank Burns, Inc. 
of Seattle, is being placed directly with 
the Firemen’s. 

John H. Gaffney, chairman of Frank 
Burns, Inc., explains the new setup as 
follows: “Our reinsurance business, 
which has been growing steadily over the 
years, is now requiring so much of our 
time and attention that we feel it is un- 
fair to both agents and companies to 
continue to act as general agents. We 
have, therefore, taken steps to continue 
the business in other hands.” 

The Firemen’s will also reinsure the 
General of Seattle’s Aslaska business 
which has been placed through Frank 
Burns, Inc., including fire, inland marine 
and casualty lines. 

Firemen’s of Newark has done business 
with the Burns Agency for about 
years. America Fore Loyalty Companies 
have been entered in Alaska for several 
years and the new acquisitions will bring 
the group’s Alaska premiums to 
$1.000,000 annually. 


25 


over 


Vice President Horace W. Miller of 
the Firemen’s was in Alaska last week 
acquainting agents with the new ar- 


rangements. The business will be serv- 
iced by the Seattle branch of America 
Fore Loyalty Group, William F. Brad- 
bury, manager, who will report to How- 
ard D. Vore, vice president and manager 
of the Group’s Pacific Department. at 
San Francisco 


Mischel-Isaacs Co., 
Brokers, Formed Here 


The principals of two well known New 
York general insurance brokers, an- 
nounce a merger of their organizations 
plus the purchase of a third company, 
to form a new and larger organization. 
Announcement was made jointly by How- 
ard Isaacs of A. Davis Company and 
Seymour L. Mischel of Mischel Agen- 
cies, Inc. 

The new firm, Mischel—Isaacs Co., 
will be located at 100 William Street, in 
new and enlarged quarters. 

Mr. Isaacs former owner of A. Davis 
Co., joined this firm in 1948 and became 
its owner in 1950. He is 41 years old. 
Mr. Mischel, a member of the Guardian 
Life Presidents’ Club in 1959 and 1961, 
entered insurance in 1945 as president 
of Mischel Agencies, Inc., upon the pass- 
ing of his father, Louis Mischel, founder 
of the organization. Mr. Mischel is a 
graduate of Cornell. 


ROCHESTER AGENCY MERGER 

Egbert F. Ashley Co., 109-year-old gen- 
eral insurance agency of Rochester, N Y., 
has acquired the 63-year-old agency 
of Loewenguth & Hughes Inc., through 
merger. Frederick M. Loewenguth and 
Thomas Hughes, its principals, will be- 
come vice presidents of the Ashley firm. 





36 YEAR OLD FIRM WANTS TO — 
ASSOCIATE — CONSOLIDATE — 
MERGE OR PURCHASE 
INSURANCE BROKERAGE BUSINESSES 


Reply Box 2912, The Eastern Underwriter 
93 Nassau St., New York 38, N. Y. 











AGENTS HEAR MORTON WHITE 
The 


surance 


Lackawanna Association of In- 


Agents conducted its annual 
Frank E. Gar- 
Speakers were intro- 
duced by Edward T. Wells, vice presi- 
dent of the Pennsylvania Association of 
Insurance Agents. Principal speaker was 
Morton V. V. White of Allentown. Mr, 
White, a the state 


association, discussed various phases of 


mecting in Scranton, Pa. 


vey is president. 


past president of 
the independent insurance agency system 
and recent developments 


R. LEA McCLELLAND DiES 
R. Lea McClelland, 66, retired former 
manager of the Louisiana Association of 
the 
Hospital recently, 
Mr. 


with 


Insurance Agents, Baton 
fol- 
McClelland 
the Virginia 
a supervisory ca- 
pacity in Louisiana from 1945 to 1958. 
When that company was merged 
the Royal-Globe Insurance 
in 1958, he became a state 
retired in 1959. 


died at 
Rouge General 
lowing a heart attack. 
had 


lire 


been associated 


and Marine in 
with 
Companies 
agent. He 
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W. J. OMEARA SLATED FOR PRES. 


IAC’s Nominating Committee’s Choice; 
To Vote on New Officers, Executive 
Committeemen at June Annual Meet 
William J. O’Meara, Aetna Casualty & 

Surety, is slated to be elected president 

of Insurance Advertising Conference at 

its annual meeting June 18-21 at The 

Equinox House, Manchester, Vt. The 

lineup of officers and executive commit- 

teemen presented to IAC members (by 
mail) by three immediate past presidents 

—J. Kenneth Cagney, W. W. Clement 

and Edmund V. Schenke—is as follows: 
President—William J. O’Meara; first 

vice president—Art Dannecker, Ohio 

Farmers; second vice president—Joseph 

W. Landers, American Fire & Casualty 

of Orlando, Fla.; secretary-treasurer— 

Kenneth M. Young, Canadian Under- 

writers Association, Montreal, Canada; 

assistant secretary—Douglas W. Bewick, 

The Travelers. 

For two year terms on executive com- 


mittee—Gertrude M. Kiefer, American 
Casualty of Reading, Pa.; C. F. Scheer, 
Zurich-American Insurance Cos., Chi- 


cago; Robert Easterbrook, Aetna Casu- 
alty & Surety. Executive committeemen 
whose terms run until 1962 are John 
Eklund, Hartford Steam Boiler; Edward 
Scharetg, Fund Insurance Companies, 
and Robert H. Gott, Standard Accident. 


ITS NOW “INSURANCEWEEK” 


New Name Adopted for Northwest 
Agency Bulletin of Seattle; Changes 
To a Weekly Publication 
Conversion of Northwest Agency Bul- 
letin of Seattle to a weekly frequency 
and adoption of a new title—Insurance- 
week—were announced by Irwin Mesher, 
publisher. The publication thus becomes 
the first and only weekly insurance 

journal in the Northwest. 
Insuranceweek was launched as Wash- 


ington Agency Bulletin in 1933 and be- 
came “Northwest Agency Bulletin” in 
1936. In 1952 the “Bulletin” was changed 


from monthly to twice-monthly frequen- 
cy. The publication now serves the five 
Pacific Northwest states. 

Irwin Mesher is founder and publisher 
and Robert W. Kopta is managing editor. 


Fund's Marketing Program 


(Continued from Page 20) 


representing Home Fire & Marine. Radio 
stations WINN and WKLO will carry 

25 spot announcements weekly with par- 
ticip iting agents’ names and office loca- 
tions being identified on a rotating basis. 

The total expenditure for major ad- 
vertising media is being paid by The 
Fund. 

Detailed procedural kits covering cor- 
relative promotion activities such as di- 
rect mail, door-to-door sales, telephone 
solicitations, windshield flyers and the 
use of a booklet entitled “The Truth 
About Automobile Insurance” were given 
agents who indicated interest in the pro- 
gram. Each kit was accompanied by re- 
port forms designed by The Fund’s re- 
search development and sales unit which 
has programmed a follow-up study to 
assay the effectiveness of agents’ efforts 
and gauge the adaptability to future pro- 
grams. 

Officials of The Fund told Louisville 
agents that this program, in their opinion, 
was the “boldest and most hard-hitting” 
approach to the problem of having the 
consumer differentiate between the direct 
writer and independent ‘agent. Whether 
or not the campaign will be sustained 
after its 13-week test period in the great 
Louisville market or extended to addi- 
tional areas will depend upon-the results 
of research studies designed to measure 
the effectiveness of the advertising. on 
consumers, and the degree of increased 
sales effort and productivity fostered by 
the test program. 





MONTREAL AGENT HONORED 
Appointment of John B. Lewis, 61, 
Montreal insurance broker, to. the od 
of Broadcast Governors is announced by 
George Nowlan, Ottawa revenue minister. 


INA Leases Specially 
Built Vault Room 


The combination to a specially built 
vault room which will be used for storing 
a multi-million dollars worth of securities, 
was recently turned over by the Fidelity- 
Philadelphia Trust Co. to the Insurance 
Company of North America. The com- 
bination was presented by Howard C. 
Petersen, Fidelity president to 
Smith, Jr. INA president and John A. 


Diemand, chairman of the board and 
chief executive officer of the insurance 
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company, at ceremonies in the 
3road and Walnut Streets office. 

The room, specially built for the in- 
surance company, is 33 x 26 feet and 
occupies approximately one-third of the 
bank’s safe deposit vault. It contains ten 
file cabinets for stocks and registered 
securities and 30 lockers with 60 shelves 
for ‘the storage of coupon bonds. The 
room is equipped with an electric coupon 
cutter and a tickometer for fast-counting 
of coupons. The 10 year lease provides 
for joint access to the room—INA having 
possession of the combination and Fidel- 
ity maintaining possession of the key 
lock control. 
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Gray & Rogers For PR 


The Harleysville Insurance Companies, 
Harleysville, Pa., have appointed Gray 
& Rogers, Philadelphia, Pa., and Newark, 
N. J., advertising and public relations 
firm, to handle all public relations and 
publicity for their companies, it is an- 
nounced by Arthur A. Alderfer, president 
of the companies. The companies are: 
Harleysville Mutual Casualty, Harley¥s- 
ville Mutual, and Harleysville Life. 

The agency has handled Harleysville’s 
advertising for more than 18 years and 


for the past decade has served as public 
relations consultants on special assign- 
ments. 


This advertisement is 
currently appearing in: 


TIME 








NEWSWEEK 


U.S. NEWS 
& WORLD REPORT 
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INDEMNITY COMPANY - 


MACHINERY 
INSURANCE 





COMPLICATED? 


Not for the Royal-Globe agent! 


He has an unbeatable sales team — 
production man, underwriter and 
engineer — to back him up. These 
three men evaluate the risk and 
present a proposal that uniquely 
meets the needs of the risk. Their 
Functional Program lends the nec- 
essary technical weight to any 
Royal-Globe agent’s presentation. 


Don’t let this business slip through 
your fingers. Call your Royal-Globe 
fieldman soon. 
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QUEEN INSURANCE COMPANY OF AMERICA - 
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INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY. LTD 
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National Union Promotes 


Callahan, Coyle, Marcoux 





JOHN P. 


CALLAHAN 


John P. Callahan has been elected a 
vice president of National Union Insur- 
ance Companies and Bert W. Coyle has 
been named by the board as a secretary. 

Mr. Callahan, native of Hartford, be- 
gan as National Union assistant vice 
president in 1957. Previously he had been 
with Phoenix of Hartford and was an in- 
structor of insurance at University of 
Connecticut. 

Mr. Coyle had been general manager 
of the companies’ southern California 
district, headquartered in San amano 
\ graduate of University of Australia, 
he joined National Union in 1949, 

Succeeding Mr. Coyle, National Union 
has appointed Carl Marcoux, formerly 


Los Angeles manager, who received an 
M.B.A. degree at Golden Gate Univer- 
Sity. 


Phoenix Cos. Advance 
Allen, Luce and Gray 


The Phoenix of Hartford Companies, 
announce three executive changes. Edward 
S. Allen is made an officer with the 
title of actuary and Charles C. Luce and 
John A. Gray are advanced from as- 
sistant secretary to secretary. 

Mr. Allen joined the company in 1959, 
after 10 years as an actuary of the 
New York Compensation Insurance Rat- 
ing Board, having served as assistant 
general manager of that organization 
since 1956. He is a graduate of Columbia 
University School of Business, receiving 
his B.S. degree in 1937. 

Mr. Luce has been with Phoenix since 
1939 in the Pacific department where he 
covered Arizona as a special agent and 
State agent. He is a third generation 
Luce to carry the Phoenix colors, his 
father and grandfather having served as 
field representatives and state agents in 
the Mid-West and New England. An 
Amherst graduate in 1939 Mr. Luce 
studied abroad as a North German Lloyd 
Sc mv at Freiberg. 

Mr. Gray, since 1955 assistant secretary 
in charge of personnel, rose through the 
ranks from examiner in fire underwriting to 
fieldman in the New England territory 
and general agent of New England and 
New York metropolitan department. He 
will celebrate 36 years with Phoenix this 
year. 


MUTUAL FARM CONFERENCE 

The midwestern regional meeting of 
the Farm Conference Section within the 
National Association of Mutual Insur- 
ance Companies is scheduled for May 
18 and 19 at the McNeal Hi-Way Hotel, 
Des Moines, lowa. The various discus- 
sion and workshop sessions cover such 
diverse subjects as portable heating and 
drying equipment, sales, agency prob- 
lems in a growing company, the agent 
looks at the home office and what killed 
the cow? This day and a half meeting 
will be divided into separate sections for 
county and statewide writing com- 
panies, 


ELECT GRAHAM PRESIDENT 
Heads Thomas E. Wood, Inc. of Cincin- 


nati; G. S. Salzman Executive 
V.P.; Their Careers 
Leslie C. Graham, executive vice pres- 


ident of Thomas E. Wood, Ine. of Cin- 
cinnati, was elected president and George 
S. Salzman executive vice president of 
this prominent agency at a ~~ tee of 
its board of directors on May 3 


Mr. Graham has been sanidaved with 
the Wood organization since 1924 and 
has been in charge of all operations since 
1940. Mr. Salzman joined the agency in 
1944 and has previously served as first 
vice president. 

Thomas E. Wood, Inc., established in 
1902 as a general insurance agency, was 
headed by Thomas E. Wood prior to his 
death last month. 


Mr. Wood's will, filed with the Hamil- 
ton County Probate Court on May 2, 
makes specific provision for the continu- 
ation of the agency under the supervision 
of present management and these pro- 
motions are in keeping with his wishes. 

A director of the General Acceptance 
Corp. of Allentown, Pa., and of the 
Market Building & Saving Co. of Mt. 
Healthy, Mr. Graham is also a member 
of the Queen City Club, Maketewah 
Country Club, Coldstream Country Club, 
the Bankers Club of New York, Amer- 
ican Legion Wesley-Werner Post No. 
513, and the Cincinnati Insurance Board. 
He lives at 1472 Oak Knoll Drive, Cin- 
cinnati. 


John H. Ellen President 
Connecticut Field Club 


John H. Ellen, branch manager of the 
Yorkshire of America Fore Group at 
West Hartford, has been elected presi- 
dent of the Connecticut Insurance Field 
Club. Other officers are: John T. Fen- 
nessy, American, first vice president; 
Kenneth B. Lynch, Employers Group, 
2nd vice president; G. S. Tompkins, Jr., 
3oston, treasurer; and Douglas Brooks, 
Home, secretary. 

Mr. Ellen is the son of H. F. Ellen, 
retired former United States manager 
of the Yorkshire. He formerly served 
in the field in suburban New York and 
is currently guardian of the Hartford 
Pond of the Blue Goose. 


Rockefeller Supervisor 


For Excelsior in Midwest 


Excelsior Insurance Co. of New York 
at Syracuse announces appointment of 
Carl W. Rockefeller as field supervisor 
for central and southern Ohio and Ken- 
tucky. Mr. Rockefeller will maintain his 
office at his home in Columbus. This 
territory was formerly supervised by 
George D. McQuain. 

A native of New 
Rockefeller is a graduate of Oswego 
State College. Starting as a map clerk 
with an insurance company in 1933, he 
later served as special agent in Ohio 
for the Standard of New York until it 
became part of the Aetna Fire Group. 
Then, except for two years of military 
service in the Navy, he was state agent 
in Ohio for the Loyalty Group for about 
10 years. 

Following that he had his own insur- 
ance agency in Columbus for several 
years, then was special agent for the 
Camden until joining the Excelsior re- 
cently. 


York State, Mr. 


HAMILTON RESEARCH DIRECTOR 
James W. Hamilton, formerly state 
agent of Wayne County, Mich., has been 
appointed director of research and de- 
velopment of the Boston Insurance 
Group. Mr. Hamilton joined the group 
in April, 1953, as state agent in Illinois. 
He is a graduate of the University of 
Wisconsin where he majored in insur- 
ance investments, and in 1960 was 
awarded the CPCU designation. 
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Major Fires Destroyed 
$356,000,000 in 1960 


FIGURE IS AT RECORD HIGH 
391 Fires in U. S. and Canada of Over 
$250,000 Loss Each; 66 Fires of 
Over $1,000,000 
Major fires cost Americans almost one 
million dollars daily during the past 
year, the National Fire Protection As- 
sociation reports. Destruction caused by 
391 “large loss” fires in buildings, in- 
dustrial facilities, transportation equip- 
ment, forests and other property in the 
United States and Canada reached a 
total of more than $356,500,000 in 1960. 
While only a fractional increase—about 
$150,000—over the previous year’s total, 
the figure is a record high, according 
to the international fire safety organiza- 
tion. It represents a rise of over $200,- 
000,000 in annual losses from major fires 
since 1950, when the total was $152,- 


593,000. 
All Fires Over $250,000 Each 


Only fires with individual losses of a 
quarter million dollars or more are in- 
cluded in the analysis, compiled annually 
by the NFPA fire record department 
and published in the NFPA “Quarterly.” 
Estimates released earlier by the as- 
sociation indicate that in 1960. over 
2,000,000 fires of all sizes destroyed more 
than $1,650,000,000 worth of property in 
the two countries. 

While the 391 major fires reported 
represent in number less than two hun- 
dredths of one percent of all 1960 fires, 
they were responsible for close to 25% 
of the entire dollar loss. On 66 occasions 
during the year, one million dollars or 
more went up in smoke in a single fire. 

Of last year’s major fires, 342 oc- 
curred in the United States, with a loss 
total of $324,898,500. The cost of 49 fires 
in Canada was $31,671,000. 


Of the 391 major fires covered in the 
NFPA report, 319 occurred in buildings 
of all types, from amusement centers and 
appliance stores to warehouses and wood 


products plants. Losses totalled $168,- 
988,000. 

Most frequently involved buildings 
were, in order: public schools, steel 


fabricating plants, hotels, supermarkets, 
churches, saw and planing mills, restau- 
rants, shopping centers and department 
stores. Together they accounted for 88 
(or 27.5%) of all large loss building 
fires. 

The transportation field produced the 
largest single fire of the year, the $8,- 
000,000 loss of the U.S.S. Constellation. 
In the same classification were 30 major 
aircraft and three missile fires costing 
a total of $88,867,500. Two other ship 
fires, two in railroad rolling stock and 
one truck blaze brought the total of 
major transportation fires to 39, with a 
loss total of $140,309,500. 

Destruction caused by 24 major forest 
fires amounted to $40,750,500. Nine 
miscellaneous fires—in oil refineries, ga’s 
manufacturing, electric generating and 
other facilities—cost a total of $6,521,500. 
Included in this classification was the 
destruction of Memphis, Tenn.’s Russ- 
wood Baseball Park at a loss of more 


than $1,000,000. 
Increase in Major Industrial Fires 


Sharpest increase noted in the NFPA 
report was in major industrial fires. In 
1960 they numbered 133, compared with 
113 the previous year. Losses were up 
almost $30,000,000, to a total of $87,837,000. 
Both figures were all-time highs. 

_ Reversing a five-year trend of constant 
increases, major store fires declined from 
89 to 59 in number, and losses were 
reduced by about $3,800,000 to a total 
of $24,796,500. A marked improvement 
in major storage fires was also recorded. 
The number dropped only by three to 
a total of 51, but dollar losses went from 
almost $40,500,000 in 1959 to $25,346,500 
last year. 

_ Major church fire losses rose markedly 
in 1960. In nine fires $3,673,500 worth 


of religious property was destroyed. 
While there were 10 large loss church 
fires the previous year, the cost was 
held to a figure of approximately $3,000,- 
000. Major school fires dropped in both 
number and losses. In 1960 there were 
16 fires costing just under a total of 
$6,000,000. Comparable figures for the 
previous year were 20 and more than 
000. 


S. J. BARANELLO DIES 
Stanley J. Baranello, 70, president of 
the Stanley J. Baranello Insurance Agen- 
cy in Syracuse, N. Y., died recently. 


HOW WELL THEY 
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PRINTING 
SPECIALISTS 


Call or write Dept. E 





Regional Conferences 


Announced By The L.L.I. 


The Insurance Information Institute 
announces a series of forthcoming re- 
gional conferences as part of its con- 
tinuing program of liaison activities with 
the associations of company field repre- 
sentatives throughout the country. 

Arrangements have been completed for 
the following regional meetings: South- 
west, June 1 and 2. The Executive Inn, 
Dallas, Tex.; Pacific Coast, June 5 and 
6, Villa Hotel, San Mateo, Calif.; Eastern, 











June 12 and 13, Commodore Hotel, New 
York; Southeast, June 22 and 23, Atlanta 
Athletic Club, Atlanta, Ga.; and Mid- 
west, June 29 and 30, Union League 
Club, Chicago. 

The meetings are a continuance of the 
annual public conferences held under the 
auspices of the regional underwriters as- 
sociations, now merged with the Inter- 
Regional Insurance Conference. Their 
purpose is to afford the presidents and 
the public relations committee chairmen 
of the field groups an opportunity to 
discuss public relations projects and plan 
activities for the coming year. 


perform 


depends on-— 


HOW WELL THEY'RE 


pre-formed 





You can have a forms program tailored to your com- 

pany’s needs which will speed, not impede work flow. 
For example—policies designed-engineered from time 

and motion studies . . 


. in snap-out (including Short 


Write®) or continuous formats, with the added advan- 
tage of guaranteed text on all Bureau policies. Plus 
controls printed in every policy which create “automa- 
tion on paper” to smoothly integrate with your data 
processing procedures. 


What does this individual design service cost? Nothing, 


SINCE 
1911 


and systemization. 


because in 50 years of serving the insurance industry R & S 
has developed and maintains a highly skilled team of 
specialists, experienced in each phase of insurance printing 


Call in an R&S specialist and be convinced that — 


SPECIALIZED INSURANCE PRINTING 


DOESN’T COST —/T PAYS 


RECORDING & STATISTICAL CORPORATION 


Executive Offices: 176 Broadway, New York 38, N.Y. 


SALES OFFICES: Atlanta - Baltimore - Boston - Chicago - Dallas - Danville, Ill. 
W. Des Moines - Minneapolis - New York + Toronto - West Coast 
PRINTING PLANTS: Boston, Mass. - Danville, Ill. - Toronto, Canada 
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Wayne Warns Against Going Too Fast 
In Turning Out Multiple Line Covers 


Harold L. 
Inland 
ciation and t 


Wayne, general manager of 
Marine Underwriters 
he Inland Marine Insurance 
criticizes the industry’s 


the Asso- 


Bureau, “sausage 
approach to multiple line pack- 
age policies, adoption of 
xislation and called 
“home 


grinder” 


endorsed the 
‘no _— approval” leg 


for the protection of industry” 


against foreign competition in surplus 
insurance. 


Wayne 


admittedly 


lines 
Mr. 


oI tne 


delivered his evaluation 
“controversial issues” 
3lst annual 
Marine Under- 
The IMUA and the 
Shawnee, Pa., May 8-10, 


in a year end report to the 


meeting of the Inland 
writers Association. 


IMIB met at 





HAROLD L. WAYNE 


combining the annual meetings of the 


two organizations with the regular bi- 


monthly meetings of their executive com- 

mittees. 
At the 

general 


IMIB 


elected 


meeting, Mr. Wayne 
manager of the 


Bill 


manager and 


was re- 
IMUA 


was re- 


1 
elected 


and and Joseph G 


assistant general 
counsel of the 
Kelley of C 


two organizations. T. B. 
ommercial Union was elected 
to a second term as president of the 
IMUA and R. T. Haycock of The 
Travelers chairman of the 
committee of the IMIB. He 
succeeds Herbert E. Soward of America 
Fore, who served two terms in the post. 

Mr. Wayne 


bers of the 


was elected 


executive 


introduced two new mem- 
Robert B. 
Mr. 


Insurance 


organization, 


Taylor, and Joe Hirschmann. Tay- 
Com- 
assistant to Mr 


mann will 


lor, a former Oregon 


missioner, will serve as 
and Mr. Hirsch 


senior Capacity 


serve 
ina 
Wayne Warns Against Going Too Fast 

The insurance industry has been going 
much too far and much too fast in the 
development of multiple line package 
policies, Mr. Wayne warned. He said 
companies have approached pack- 
age policies on a gimmick basis in an 
effort to obtain business. “As an in- 


some 


dustry,” he declared, “I believe we do 
not need gimmicks to sell our products.” 

The insurance executive told the repre- 
sentatives of 119 companies, who at- 
tended the three-day session, that “from 
the very outset I ‘advised caution and 
moderation in the package policy field. 
This was based upon the experience of 
many years in a segment of the industry 
which never ceased to experiment with 


new ideas. 

“I have watched levelopments over the 
past few years and have reviewed and 
analyzed all of the available figures. 
Nothing has occurred to cause me to 
alter my opinion that the industry has 


been going, and is now going much too 


far, much too fast,” he said. 

Pointing to the multitude of so-called 
multiple line package policies and the 
hundreds upon wees Al of variations 


being filed, he said. “I sometimes get the 
feeling that the stuff is coming out of a 
sausage grinder.” 


He said that the IMUA, 


in collabora- 


tion with the National Board of Fire 
Underwriters and the Association of 
Casualty and Surety Companies, has 
reached certain conclusions on “no prior 


approval” of rates. 

“The guts of our recommendations,” 
he declared, “is for the amendment of 
current rating laws to the end that rates 
become effective when filed—in other 
words, subject to subsequent review 
rather than prior approval.” 

“No Prior Approval” Legislation Urged 

Mr. Wayne said he firmly 
that if “no prior approval” 
btained such a change 
great value and advantage to the in- 
surance buyers and the companies and 
would greatly lessen the burden and the 
pressures upon Insurance Departments 
and their personnel.” 

Urging the industry to guard 
“unreasonable competi tion of 
non-paamitod insurers” in surplus lines, 

Wayne said: “I have opposed and | 
shall continue to oppose, liberalization of 
present surplus line laws or adoption of 
new ones designed to permit the easy 
and free exportation of insurance which 
belongs in the home market.” 

Mr. Wayne stated: “To put it bluntly, 
I believe that any advantages under 
surplus lines laws or regulations must 


believes 
legislation is 
“would prove of 


against 
foreign or 


accrue to admitted companies and con- 
versely that any disadvantages must lie 
against the foreign competitor. Protec- 


tion of home industry is paramount. 

Speaking of packages policies, 
Wayne said: “If one will review 
analyze the results objectively, without 
bias or prejudice, he will find that the 
closer the package policy comes to the 
inland marine ‘all risk’ concept, and the 
more all-inclusive it becomes, the more 
need for underwriting review and selec- 
tion becomes apparent and the more 
obvious it becomes that mass production 
methods can only lead to ruinous re- 
sults 


Mr. 


and 


Industrywide Cooperation Sought 


“IT am convinced,” he continued, “that 
only in industrywide cooperation are we 
going to find a remedy if not a cure 
for our rapidly developing ills. 

“My thinking has led me to an idea 
which I should like to present—I have 
assumed that packaging in some form is 
here to stay; that preservation and main- 
tenance of rating bases for basic cover- 
ages are essential to the sound conduct 
of our business; that procedural simplifi- 
cation is advantageous to all and that, 


Marine Interpretation 
On Multiple Use Trailer 


An inland marine interpretation on 


multiple use trailer has been issued by 
the Committee on Interpretation of the 
Nation-Wide Marine Definition in New 
York City. The interpretation, No. 156, 
follows: 

Inquiry: The item in question consists 
of one basic unit which can be converted 
to three uses. It can be used as a boat 
trailer, a utility trailer or a tent trailer. 
It is designed for attachment to an auto- 
mobile to be hauled over the highways. 
Is insurance of the unit classifiable as 
inland marine insurance? 

Opinion: Negative. See Interpretation 
No. 87 under which insurance of this 
trailer would not be classifiable as inland 
marine insurance, and_ Interpretation 
No. 119 which applies to the inquiry. 





all things being equal, a package of 
insurance coverages can probably be sold 
for less than the total of all the premium 
which would necessarily have to be 
charged for the specific items separately 
sold. 

“My thought, in essence, is that the 
bureaus be asked to collaborate in the 
preparation of an all purpose basic policy 
which would include the general 
tcl common to most forms of in- 
surance. I would then take the many 
other policy forms and transpose each 
of them to a rider format. Each rider, 
in addition to a description of property 
insured and the premium therefor, would 
contain only those clauses and conditions 
peculiar to the insurance provided for 
under the rider,” he said. 

Coding System Proposed 

Mr. Wayne said he would 
bureaus set up a schedule of “reasonable 
and justifiable discounts for various com- 
binations of coverage, distribution and 
dispersal of f risks and perhaps even size 
of tric al 

“For coding 
Mr. Wayne 
on each 
tion code 
code to 
discount 


have the 


and 


said, “] 


statistical purposes,” 
would have printed 
rider its appropriate classifica- 

with space for insertion of a 
designate the percentage of 
allowed.” He said that through 
the use of modern electronic equipment, 
the companies would be able to report, 
and the rating bureaus and _ statistical 
ganizations could develop figures ac- 
curately reflecting all phases of the com- 
panies’ underwriting operations and ready 
determination of appropriate rate levels 
for the various separate and distinct 
kinds or classes of risks comprising the 
package. “It would also permit ready 
determination of the soundness of the 
discount levels,” he added. 

Mr. Wayne said that “certainly the 
resultant package contracts would be 
far less complicated than many of those 
now on the market and just as readily 
anles ible.’ 

Stating that 


the program 
be tried on a 


cooperative basis, Mr. 
Wayne said if it is not tried soon the 
time will come when one or more com- 
panies independently embark on such 
a course. He declared the time will come 
when the charge for the indivisible pre- 
mium package will have to be actually 
sound, 


ought to 


Executive Committees 
Newly 


ag to the 


executive com- 
mittee of the IMUA for the term expir- 
ing in 1964 are: E. M. Kelley, Hartford 
Fire; F. X. QO’ L eary, E mployers Group; 
John Rogers, Chubb & Son: P. W 


Scheide, Phoenix; C. F. von 
\etna Casualty and Surety. 

To fill the vacancy for the term expir- 
ing in 1963: J. H. Glinsmann, Royal- 
Globe. 

Members of the IMIB executive com- 
mittee for the term expiring in 1964: 
E. M. Kelley, Hartford Fire; C. A. 
Kirkland, Jr.. Crum & Forster; R. A. 
Leeret, Glens Falls; C. L. Seibert, Fire- 
man’s Fund; C. F. von Pechmann, Aetna 
Casualty & Surety. 


Pechmann, 








Wm. H. McGee 
& Co., Inc. 
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Clark Insurance Manager 
For the Matson Lines 


George E. Clark has been named in- 
surance manager for the Matson eal 
tion Co. in San Franicsco. Mr. Clark, < 
specialist in transportation and iain 
trial insurance, formerly was insurance 
manager for Consolidated Freightways, 
Inc. Before that he was insurance man- 
ager for Pacific Far East Lines, Inc., 
and prior thereto was with Pacific 
Tankers, Inc. 

He is a member of the American 
Society of Insurance Management and 
graduate of Santa Clar: Clara University. 


Royal Names § Gibbens 


The Royal Globe Insurance Companies 
announce appointment of John D. Gib- 
bons as marine special representative 
for the New York metropolitan and 
suburban area. Mr. Gibbons will be 
available in that area for consultation 
and assistance on production and under- 


is a 


writing matters affecting ocean marine 
business. 
\ graduate of Duke University, Mr. 
ibbons served with the United States 


N: wy and was stationed in Guam, Mari- 
anas, following his graduation from the 
U. S. Naval Officers Candidate School 
at Newport, R. I. 

Mr. Gibbons joined the Royal-Globe 
in 1953 and returned to the company in 
1957 having interrupted his tr ining to 
serve in the United States Navy. He re- 
ceived training in cargo insurance and 
more recently has undergone an inten- 
sive training in marine lines to qualify 
him for this new assignment. 


La. Sesion Line Assn. 
Elects Daniel President 


Directors of the Louisiana Surplus 
Line Association have elected officers 
for the coming year. They are William 
M. Daniel, Jr., a partner in Querbes & 
Bourquin, Shreveport, president; Thomas 
Q. Winkler, president, V Winkler & Co., 
New Orleans, vice president; Felix Ww. 
3urnett, president, Burnett & Co., Inc., 
New Orleans, secretary-treasurer, and 
Elmo N. Rodrique, Louisiana representa- 
tive, Cravens, Dargan & Co., Houston; 
George E. Martin, partner, Martin-Le- 


Breton Insurance Agency; and L. K. 
Giffin, president, Southern Marine & 
Aviation Underwriters, Inc., New Or- 


leans, directors. 

The association is made up of insur- 
ance agents and brokers licensed by the 
Louisiana Insurance Department to en- 
gage in the surplus line insurance busi- 
ness in the state. 


McGEE TRANSFERS CLANTON 


Harold Jackson, president of William 
H. McGee & Company, Inc., marine un- 
derwriters in New York, announces that 
Robert H. Clanton is being transferred 
from Houston to be manager of the com- 
pany’s New Orleans office. 
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‘Cast Your Lot for More Effective 


Rate Regulation’ —- McHugh At ASIM. 


The hasty enactment of state surplus 
line legislation would do little to allay 
the doubts of those legislators who feel 
the Federal Constitution bars states from 
legislating in this area, Donald P. Mc- 
Hugh, counsel, anti-trust and monopoly 
subcommittee, United States Senate, this 
week told the American Society of Insur- 
ance Management at the Roosevelt Hotel, 
New York City. 

Mr. McHugh added that there “seems 
little justification for state legislation 
which is motivated essentially by the de- 
sire to act before Congress has an op- 
portunity to do so.” 

The speaker also contended that basic 
defects which have developed in the all- 
industry rating laws were the result “of 
similar misguided thinking.” He said 
further: 

“Under the imperative of the McCarran 
Act moratorium, rating laws were hastily 
adopted for the primary purpose of meet- 
ing the McCarran Act test of ‘regulation’ 
so as to avert the possibility of the appli- 
cation of the antitrust laws. At least in 
the minds of many of the framers of 
these bills, the desire to preclude Fed- 
eral authority at any cost was far more 
essential than seeking the kind of regu- 
lation which would best serve the public 
interest. 


Would Create Unnecessary Burdens 


“It may be that stronger surplus line 
legislation is needed in all the states. 
It is doubtful that more effective legis- 
lation can be achieved if the prime mo- 
tive is to act before the Federal Govern- 
ment does. The real danger exists that 
legislation conceived in this spirit is 
likely to create unnecessary burdens upon 
legitimate competition. 

“There was ample evidence submitted 
to our subcommittee that important seg- 
ments of the American insurance market 
have not responded to pressing needs of 
the consumer. Certainly, no useful pur- 
pose is served in foreclosing consumers 
from access to foreign markets able and 
willing to supply a need which cannot be 
met at home.” 

Mr. McHugh brought out that the 
evidence suggested that certain foreign 
markets have “demonstrated greater in- 
genuity and have been more willing to 
innovate than some of their American 
counterparts. Some of the responsibility 
for the tardiness of the American mar- 
ket must be laid at the feet of the 
peculiar system of insurance supervision 
which has developed in this country. 

“Members of the antitrust subcommit- 
tee publicy voiced their puzzlement and 
dismay at what appeared to be major 
failings in the American market. Why 
have not adequate reinsurance facilities 
developed in this country, and why has 
it been necessary for buyers to go 
abroad for many important specialized 
coverages not obtainable at home? Na- 
tional pride apart, there would be little 
sense for American industrial buyers to 
seek insurance in foreign markets if the 
same coverage was available domestically 
at comparable rates.” Said Mr. McHugh: 

“We shall never know the ultimate 
harm the public suffered or the damage 
the industry sustained by being insulated, 


for so many years prior to 1944, from the 
invigorating effect of those national laws 
which have contributed so materially to 
the nation’s economic progress. Perhaps 
this is giving undue credit to our distinc- 
tive American antitrust philosophy. 

“But it is indeed significant that in the 
many industrial areas where these laws 
have applied, America has experienced 
pronounced superiority. Has the insur- 
ance industry’s historical immunity from 
the antitrust laws created the climate in 
which innovation is stilled and progress 
is slowed? 


An Open Door to Anti-Competition 


“The subcommittee obtained firsthand 
knowledge of some of the negative indus- 
try attitudes, expressed through national 
advisory organizations, which necessitate 
the placing of insurance abroad. Un- 
fortunately, where insurance competitors 
are permitted to congregate without 
effective supervision, the door is open to 
anti-competitive programs which may 
degenerate into restraints upon trade.” 

Mr. McHugh cited two particular cases 
in which the subcommittee found con- 
certed industry opposition to requests for 
deductible or excess of loss insurance. 
A national advisory organization took 
up this problem in 1955 at the request of 
the electric utilities industry. Documen- 
tation in connection with this incident 
makes clear the stock company opposi- 
tion because “the trend of all this is, 
of course, toward lower premiums. 

“It is distressing to note,” he said, 
“that those opposing any forward-looking 
approach are most instrumental in the 
formulation of industry attitudes. More 
disturbing was the observation, ‘indi- 
vidual company action, along lines at var- 
iance from our filings is hardly the way 
to deal with this problem.’ While wit- 
nesses steadfastly maintain that decisions 
on such matters are handled on an indi- 
vidual company basis, it was noted that 
the very purpose of this organization 
‘is to bring about a coordination and con- 
sistency in practice in matters of that 
type . . . among companies who are com- 
petitors.’ The pressures against indi- 
vidual company experimentation may be 
compelling.” 

Further along, Mr. McHugh remarked: 
“Another vital opportunity lies ahead 
for your buyers group. For the first time 
since the adoption of all-industry fire and 
casualty laws some 15 years ago, the Na- 
tional Association of Insurance Com- 
missioners is presently undertaking an 
exhaustive review of these laws. All of 
the various segments of the industry 
have testified before the Gerber Com- 
mittee. 


“A preliminary report of the NAIC 
contains a set of basic principles. Actual 


drafts of legislation have been proposed 
by some groups. It is anticipated that 
in the June meeting of the NAIC some 
of these issues will be brought to a head. 


“In the welter of conflicting industry 


views concerning rate regulation, the 
organized consumer has a very real 
stake. It would be an act of industrial 


statesmanship to recognize the long- 
range possibilities of this opportunity and 
cast your lot on the side of more effec- 
tive regulation. The opportunity may not 
come again for another decade and a 
half. Failure now to actively support 
liberalizing legislation may come back 
to haunt you.” 


Lemmon Cites NAII 
Rate Bill Benefits 


BEFORE AMER. F. & C. AGENTS 


Says Proposed Legislation Would 
Streamline Approval of Rate Changes; 
Advance Sound State Regulation 


“Laws which require prior approval 
of rate filings provide a ready-made in- 
vitation for exertion of pressures on the 
Commissioner to deny or stall the grant- 
ing of upward rate adjustments,” ac- 
cording to Vestal Lemmon, general man- 
ager of the National 
Independent Insurers. 
Speaking before the Royal Palm Club 
in Orlando, Fla., to top agents of Amer- 
ican Fire & Casualty, Mr. Lemmon said 
that interference with rate-making proc- 
esses had serious in some 
that in order to remain solvent 
some companies had been forced to with- 
draw or severely restrict their 


Association of 


become so 
states 


under- 
writing. 

“The specter of interference with the 
normal rate-making and underwriting 
processes is one of the principal factors 
which motivated the NAII to propose 
: new model fire and casualty rate regu- 
latory bill,’ Mr. Lemmon said. 

A key provision of the proposed legis- 
lation would streamline the procedure 
for approval of rate changes by permit- 
ting rate filings to take effect automati- 
cally, subject to review by the Commis- 
sioner, he explained. 

Will Bring Greater Benefit 

NAII sincerely believes that its pro- 
posed bill will benefit the public and 
advance the cause of sound state regula- 
tion, he contended. It will bring great 
long-range benefits to the producers and 
the companies, especially the small and 
medium-sized companies. 

“Experience has shown that while rigid, 
cumbersome, bureaucratic regulation is 
distressing to all companies which de- 
sire to exercise managerial freedom, it 
handicaps the small and medium-sized 
company much more than the very large 
company,” Mr. Lemmon asserted. “The 
very large company can often succeed 
in battling its way through administrative 
and legal obstructions which the smaller 
company does not have the resources 
and staff to overcome. 

“This is why NAII, an organization 
predominantly of smali and medium-sized 
companies, believes it is those companies, 
their producers, and the general public 
which stand to benefit most under our 
bill,” he concluded. 

Comenting on other aspects of the out- 
look for the American Agency System, 
Mr. Lemmon noted that “some latter-day 
Jeremiahs in the industry say that a 
battle for survival has been joined be- 
tween two methods of distribution of in- 
surance with the representatives of the 
American Agency System on one side 
and the companies with exclusive agents 
or no agents on the other.” Mr. Lemmon 
discounted this as “idle chatter.” 
the business for 
distribution of insur- 
“and probably for other 
systems which have not yet been de- 
vised. It is my unalterable conviction 
that both systems are necessary and vital 
parts of the insurance business and that 
we will have both as long as insurance 
remains a private enterprise business.” 


“There is room in 
both systems of 


ance,” he said, 


ZURICH PROMOTES KLETT 

Zurich-American Companies announce 
the appointment of Martin J. Klett as 
supervising underwriter in the Orange, 
N. J. branch office. Mr. Klett has been 
in the insurance field in New York state 
for 12 years. He has been with Agricul- 
tural Insurance Co., Ohio Farmers In- 
surance Co., Maryland Casualty and Lib- 
erty Mutual. 


NEW ORGANIZATION PLAN 
Pacific Employers Group Expanding Fa- 
cilities and Operations on Nationwide 
Basis, Makes Personnel Changes 
A new plan of organization, designed 
to aid the expansion of its facilities and 
operations on a nation-wide basis, has 
been adopted by Pacific Employers 
Group of insurance companies, with head- 

quarters in Los Angeles. 

President John T. Gurash said the new 
organization, with limited exceptions, 
applies to member companies nation- 
wide, including Pacific Employers Insur- 
ance Co., Allied Insurance Co., California 
Food Industry Insurance Co., California 
Union Insurance Co. and Meritplan In- 
surance Co. 

“PEG is engaged in a complex, varied 
and fast changing business,” Mr. Gurash 
pointed out. “Specialty underwriting 
within a multiple line concept requires 
a well organized and coordinated team 
of specialists and administrators in order 
to achieve underwriting profit and low 
operating expense in every line of insur- 
ance undertaken.” 

Conforming to the new organization 
plan, which utilizes a combination of line 
and staff responsibilities, Mr. Gurash said 
the following personnel assignments have 
been effected: 

B. Frank King, executive vice pres sident 
of Pacific Employers Insurance Co., is 
director of the field operations division; 
Raymond A. McGuire, executive vice 
president of Pacific Employers, is a 
director of the underwriting division ; 
Howard C. Dickey, executive vice pres- 
ident of Pacific Employers, is director of 
the claims division; and Victor Mont- 
gomery Jr., executive vice president of 
Pacific Employers and president of Cal- 
ifornia Union, is director of the fiscal 
division. 

PEG’s branch office operations have 
been grouped into regions, each served 
by a regional vice president who, in turn, 
is responsible to the director of the 
field operations. John S. Sutherland will 
be vice president of the Southern Cali- 
fornia region; Stanton R. Haight, vice 
president of the Pacific region; and 
Richard G. Waters, vice president of the 
Southwest region. Branch offices not as- 
signed to a region will be under the di- 
rection of Mr. King. 


Hitberd Accident Elects 
Hullet Chairman, Heard Pres. 


Election of James C. Hullett to chair- 
man of the board and chief executive 
officer of Hartford Accident & Indemnity 
was announced this week following a 
meeting of the board of directors. He 
will also serve as board chairman, presi- 
dent, and chairman of the finance com- 
mittee of the parent Hartford Fire. 

Directors at the same time elected 
Manning W. Heard as president of Hart- 
ford Accident, and elevated Vice Presi- 
dent Milton R. Bigham to the new posi- 
tion of assistant to the president of Hart- 
ford Accident. A more complete story 
will appear in our May 19 issue. 








GREENO NAMED ASST. MANAGER 
John S. Greeno has recently been ap- 

pointed assistant manager of Standard 

Accident, Dallas branch office. 

Mr. Greeno joined the insurance in- 
dustry in 1946 as a field representative 
for the Buffalo branch of Standard Ac- 
cident and in 1947 was transferred in that 
same capacity to the company’s Syracuse 
office. He joined the Dallas branch in 
1954 where he served as a field represent- 
ative until being made supervising field 
representative of that branch in 1957. 

A graduate of Indiana University, Mr. 
Greeno has attended the Standard Acci- 
dent home office training school and re- 
cently received his CPCU designation. 


Its 9th Acquisition 
Quaker City Life of Philadelphia has 
reinsured all the weekly industrial life, 
accident and health and hospitalization 
insurance business of Globe Assurance 
Co. of Columbus, O. This is Quaker 
City’s ninth acquisition since 1956. 
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Pyle Will Keynote 
Los Angeles Meeting 


AT BILTMORE HOTEL, MAY 15 


Ins. Accounting and Statistical Assn. to 
Hear National Safety Council Presi- 
dent; Electronics Sessions Featured 
Howard Pyle, president of the National 

Safety Council, will be keynote speaker 

May 15 during the three-day Interna- 

tional Confereace of the Insurance Ac- 

counting and Statistical Association at 
the Biltmore Hotel, Los Angeles. An 
attendance of approximately 1,500 is ex- 
pected 

Sessions in life, Group, A. & H., fire 
and casualty insurance and debit and 
nics will be staged. Group sessions 
on electronics will be on installed mag- 
netic tape computers, installed card input 
internal program computers, and exec- 
utive decision-organization and survey 

Carl Orkild of Continental Casualty 

will ie ud seminars on installed magnetic 

ae computers, and Allan Appell, Kansas 

City Life, will preside over discussion 





_ 
oO 
on | 





gr ups on installed input internal 
pros computers. The following men 
will discuss topics focused toward those 





insurance companies that are about to 


enter into an electronic data processing 





son, State Farm, 
on executive decisions (goals 
nd objectives; extent of computer oper- 
ation of management; effect on company) 
N rman & McClinto -k, Metr polit: in 
A. Marqi 1ardt, Stz Farm Mu- 


Insurance Co = 

















tual ITI yt vile 


Harold Joanning, Pacific Mutual Li 

On organization an d survey roe 
group; inside or outside consultants; 
: = 2 








feasi ty studies)—Paul W. Pinkerton, 
Haskins and Sells, New York; Wallace 


T. Roblee, Aid Association for Lutherans 





and George Runyan, American United 
Life 
Other speakers and their topics ap- 
‘ | an i a i iit i I A a) 
the electronics program in- 


lph Badala, Mi utual L ife, 
computer”; Robert Greeni 
“Rent - Purchase Lease- - 
Cost”; James N. Cranwill, 
ife, “Advantages of Own En- 
staff’; Chad Diehl, Minnesota 
fe nd S. Charles Corte, 
ance, “Getting Ready 


Edwin Luippol 1, 








gram ends Wed- 
group discussion 
Thomas, Pioneer 
(0., and an after- 
with speakers Mr. 
Howard H. Aiken, 
Pr fessor of applied science and director 
| . 1 Laboratory at 
Har vard Univer Participants in the 
1 m1 lude Roy Saund 

Life of Canada; G slenn 
Woods, Ameri an | sen eral Life, and Her 


man Otto, Southland Life 











Zurich Seles Rees: Get Home 


Office Review Session 
-American sales repre- 
it into the head 
a sales development 
of the companies’ con- 
tinuing in-service training program. 
Emphasis was placed on the importance 
planned, organized presentations de- 
signed to achieve maximum results with- 
out making unwarranted demands on 
the busy agent’s time 
Following a review of the 
American MERITmatic Homeowners 
Policies, now available in 16 states, and 
he companies’ new individual life facil- 
ities, the sales representatives were given 
an opportunity to demonstrate their sell- 
ing techniques and to observe those of 
their associates. Each man was con- 
fronted with a variety of agency pros- 
pecting and servicing situations and was 
required to make appropriate presenta- 
tions and practical recommendations. 





Zurich- 





Leslie Is Re-elected 
NBCU General Mgr. 


RE-ELECT CAHILL SECRETARY 


Griffendorf, Gillott and Morrison are 
Made Officers; Other New Committee 


Members are Named 


William Leslie, Jr., was re-elected gen- 
eral manager of the National Bureau of 
Casualty Underwriters and James M. 
Cahill was re-elected secretary this week 
at the 5lst annual meeting of the rating 
organization. 

In accordance with the principle of ro- 
tating members on bureau committees, 
seven members were newly elected to the 
executive committee to replace those 
going off. The newly elected members 
are: Aetna Insurance Co., Hanover In- 
surance Co., Hartford Accident & In- 
demnity, National Union Indemnity, New 
Amsterdam Casualty, Pearl Assurance 
Co., Ltd., and Sun Insurance Co. of New 
York 

New Officers Appointed 


Following the annual meeting the new 
executive committee met and made ap- 
pointments of three officers and named 
new members of committees 

Henry E Griffendorf, Jr., formerly 
chief rater of the audits, rates and cor- 
porate division of the Michigan Insurance 
Raaueeaaat, was appointed manager of 
the midwestern branch of the bureau in 
Chicago, where he will assume his new 
duties after a brief period of service 
in the New York home office. He suc- 
ceeds Harry H. Fuller, who was ap- 
pointed two ) months ago to represent the 
bureau in its relations with state Insur- 
ance Departments throughout the United 
States 

Before he joined the Michigan Depart- 
ment in 1956, Mr Griffendorf served as 
inspector and rater in the inspection de- 
partment of the Michigan Inspection 
Bureau in Detroit. Previously he was a 
solicitor in the sales department of the 
Griffendorf Insurance Agency of Benton 





MERITMATIC APPROVED IN N. Y. 


Zurich-American’s ME RITmatic auto 
mobile insurance has been approved for 
sale in New York State. The competi 
tively priced, electronically processed 


auto plan, written in American Guarantec 
& Liability Co., is already available in 32 
states and tke District of Columbia 

The policy includes auto liability, phys- 
ical damage, medical payments, uninsured 
motorist coverages and towing and road 
services on a semi-annual policy and 

emium basis. 

\ special feature of the MERITmatic 
plan, as it will be written in New York, 
is a limited cancellation endorsement which 
prohibits the company from cancelling 
a policy after the first OO days except: 


1. If, during the policy period, the named 
insured or any resident of the named in 
sured’s household is convicted or forfeits 
bail for any one or more of the following 
violations: 


operating a motor vehicle while in an 


intoxicated condition, while under the in 
fluence of intoxicating liquors or while 
disabled by reason of the use of drugs; 
leaving the scene of an accident without 


stopping to report; 

c) homicide or assault arising out of the 
operation of a motor vehicle or criminal 
negligence in the operation of a motor 


resulting in death; 





d) making of false statements in the appli- 
cation for license; 

e) driving a motor vehicle during a period 
of relocation or suspension of his driver’s 
license. 

2. If the insured fails to give the assistance 

and cooperation required in the policy. 

3. If the named insured’s representations as 

contained in the policy declarations are not true. 

4. If the premium for the initial or any suc- 

cessive policy period is not paid when due. 
5. As regards bodily injury liability or prop 
erty damage liability afforded with respect to any 


owned automobile which is not a private passen- 





JAMES M. CAHILL 


Harbor, Mich., after serving from 1952 
to 1954 as a battery “pageant U. S 
Army. Mr. Griffendorf is a raduate of 
Michigan State University with the de- 
in business economics. 

C. E. Gillott, Jr. who has been man- 
ager of the accounting division, was 
appointed manager of the new data proc- 
essing division. He joined the bureau’s 
accounting division in 1931 and became 
acting cashier in 1933, cashier in 1937 
and manager in 1944. He is also assist- 
ant treasurer of the Assigned Risk Pool, 
Arkansas Stock Pool and Illinois Stock 
Pool. He was educated at New York 
University. 


gree of B.A 


Alexander Morrison was appointed to 
succeed Mr. Gillott as manager of the 
accounting division. Mr. Morrison joined 
the bureau’s accounting division in 1938 
and became assistant cashier in 1939 and 


Ins. Federation of Penna. 
Elects MacLean President 


‘he Insurance Federation * 
sylvania, Inc. recently elected the follow- 
ing officers for the ensuing year W illiam 
MacLean, president, National Union Ins. 
Cos., Pittsburgh— president; Thos. A 
Bradshaw, pee Provident Mutual 
Life, Philadelphia—first vice president 

John A. Dlcesind, chairman of the 
board, North America Cos. is chairman 
of the executive committee. Vice chair- 
man is W. H. Satterthwaite, vice presi- 
dent and counsel, Penn Mutual Life 
Others elected to the executive commit- 
tee are: 

Malcolm Adam, president, Penn Mu- 
tual Life; Arthur A. Alderfer, president, 
Harleysville Mutual Casuz ity; Charles 
H. Bokman, resident vice president, New 
Amsterdam Casualty; William J. Brad- 
ley, Equitable Life Assurance Society; 
William B. Corey, chairman of the board 
Provident Indemnit ty Life; Robert Dec- 
hert, counsel, Penn Mutual Life; Wil- 
liam Elliott, chairman of the board, Phil- 
adelphia Life; Harold G. Evans, presi- 
dent, American Casualty Cos.; H. H. 
Gilkyson, president, Chester County Mu- 
tual; H. G. Griffin, chairman executive 
committee, Philadelphia Manufacturers 
Mutual; Kenneth B. Hatch, president, 
Reliance Insurance Co.; H. O. Hirt, pres- 
ident, Erie Insurance Co.; Calvin L. 
Pontius, president, Fidelity Mutual Life; 
Albert Ries, president, Philadelphia- 
United Life; J. Maxwell Smith, presi- 
dent, Keystone Insurance Co.: H. P. 
Stellwagen, executive vice president, 
North America Cos., and F. T. Van Urk, 


manager, United Benefit Life. 


Penn 


ger automobile registered with the state of New 
York. 

In addition, the company must give 
notice of intent not to renew policy at 
least 60 days before renewal date. 
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cashier in 1947. He is a graduate of Pace 
Institute. All other present bureau offi- 
cers were reappointed, 


New Committee Appointments 


Three members were appointed to the 
automobile rating committee: Glens Falls 
Insurance Co., Providence Washington 
Insurance Co. and United States Fidelity 
& Guaranty. Named to the burglary rat- 
ing committee were the America Fore 
Loys ilty Group and Royal-Globe Insur 

ince Companies. 

Members appointed to the general lia- 
bility rating committee were: America 
Fore Loyalty Group, London Guarantee 
and Accident Company, Ltd., and New 
Amsterdam Casualty. New appointments 
to the glass rating committee are: Fidel 
ity & Deposit Co. of Maryland and Hart 
ford Accident & Indemnity. 


TO PROBE SURETY BUSINESS 


U. S. Senate Subcommittee on Anti-Trust 
And Monopoly Now Examining 
Bonding of Union Officials 
The National Association of Insurance 
Brokers’ “Friday Flash” reports that 
conferences between representatives of 
the Surety Association of America and 
an AFL-CIO Committee have been com- 
menced for the purpose of exploring rat- 
ing and claim experience problems on 
bonds required under the Landrum- 
Griffin Labor Management Relations Act. 
The Landrum-Griffin act requires 
union officials handling funds or property 
to be bonded for 10% of the total funds 
handled during the preceding fiscal year 
up to a maximum of $500,000. The Bu- 
reau of Labor-Management Reports of 
the Department of Labor has under ex- 
amination 124 cases involving alleged 
inadequate bonding and other violations 
of the surety requirements of the act, 
which, however, are said by a bureau 
official to have resulted from inadvertent 

errors. 

A number of unions are complaining 
of excessive rates, and it is this issue 
which is the focal point of the current 
discussions between the AFL-CIO and 
the Surety Association. In addition, the 
Senate Government Operations Subcom- 
mittee on Investigations is looking into 
alleged illegal practices of some union 
officials, including James Hoffa. The 
surety business also is the next target of 
the U. S. Senate Subcommittee on Anti- 
Trust and Monopoly. 


Havey Marks 25th Year 

Philip A. Havey, New England district 
engineer for Hartford Accident & In- 
demnity, marks his 25th anniversary with 
the company this month. Associated with 
Hartford Accident since 1936, he served 
aS an engineer in the Hartford area 
until 1954 when he was named to his 
present position. 
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Casualty & Surety Assn. Elects Herd 
And Pullen; Hears Haugh, Dorsett 


J. Victor Herd, chairman of the boards 
of the America Fore Loyalty Group com- 
panies, was elected president of the As- 
sociation of Casualty and Surety Com- 
panies May 9 at its 33 annual meeting 
in the Waldorf-Astoria Hotel, New York. 
He succeeds Charles J. Haugh, vice pres- 
ident, The Travelers. 


William E. Pullen, chairman of the 
board and president of United States 
Fidelity & Guaranty, Baltimore, 
elected association vice president. 

J. Dewey Dorsett, association general 
manager since 1944, was reelected to that 
The following member 
were elected to the association’s executive 
committee: Aetna Insurance Co., American 
Casualty, Fidelity & Deposit Co., Fireman’s 
Fund, General Accident, Fire and Life As- 
surance Corp., Ltd., 
Co. and Insurance Co. of North America. 


The meeting was addressed by Mr. 
Haugh and by David W. Peck of the New 
York City law firm of Sullivan and Crom- 
well and a former presiding justice of the 
appellate division, first department, New 
York Supreme Court. Mr. Dorsett gave 
the association’s annual report. 


Herd’s Career 


who started his insurance 
career in St. Louis in 1917, was elected 
president of the America Fore Group 
in 1956 and chairman of the boards of 
America Fore Loyalty Group in 1959 
The combined group is “the largest fire 
and casualty insurance operation in the 
United States from the standpoint of 
assets and policyholders’ surplus,” and it 
writers “the largest volume of property 
insurance and, apart from life and ac- 
cident and health insurance, writes the 
largest combined property and casualty 
insurance business.” 

Mr. Herd has headed or has been a 
member of many committees and groups 
serving the entire insurance business, 
including service as vice president of the 
War Damage Insurance Corp. He is a 
trustee or director of many corpora- 
tions and civic organizations, including 
the American Red Cross New York 
Chapter, American Telephone & Tele- 
graph Co., Beekman-Downtown Hospital, 
3rooklyn Hospital, Committee for Econ- 
omic Development, Hanover Bank, IBM 
World Trade Corp., National Fund for 
Medical Education and Union Carbide 
Corp. 

Mr. Pullen was elected to the joint 
office of chairman of the board and presi- 
dent of United States Fidelity & Guar- 
anty in March of this year. He joined 
the company in 1926. 


was 


post. companies 


Glens Falls Insurance 


Mr. Herd, 


Haugh Calls for “Vigorous Opposition” 


In his talk, Mr. Haugh called for 
“vigorous opposition on the part of the 
entire industry” to stem the growing 
intrusion of Government into the insur- 
ance business. He warned that it is 
“the only way we can make an enduring 
impression on the Congress. 

“For at least 50 years, and possibly 
longer, our industry has had to face 
efforts and threats on the part of govern- 
ment to take over some part of the busi- 
ness,” Mr. Haugh said. “In recent years 
the threat of government invasion has 
grown. In addition to the perennial in- 
troduction of legislation to create mono- 
polistic state insurance funds, we find 
that the Atomic Energy Commission, 
pursuant to the provisions of the Price- 
Anderson Act, has afforded indemnity 
against the nuclear hazard to private 
licensees in areas in which the nuclear 
pools are willing and able to perform and 
has afforded to certain of its contractors 
complete indemnity against liability for 


damage caused by the nuclear hazard. 

“At present, efforts are being made to 
have the Commission extend government 
indemnity to private licensees operating 
as fuel fabricators thereby creating the 
danger that existing insurance relation- 
ships will be disrupted. 

“Similarly, another major source of 
concern have been proposals which would 
give the National Aeronautics and Space 
Administration and the Department of 
Defense the right to grant to contractors 
indemnity against liability and which would 
inadequately protect the right of casualty 
insurance companies to provide under- 
lying coverage. It is evident that this 
area will continue to be troublesome 
in the future.” 


Dorsett Reviews Assn.’s Efforts 


In his report, General Manager Dorsett 
reviewed some of the association’s efforts 
to improve claim conditions. While the 
payment of claims is a responsibility that 
belongs solely to each individual com- 
pany, he said there are a number of 
other facets of claims handling that need 
constant attention if the price of insur- 
ance is to be kept reasonably within 
reach of public ability and willingness 
to pay. 

“In these sectors,” Mr. Dorsett said, 
“the assoication’s claims bureau finds op- 
portunity to render a number of services 
that are profitable to our membership.” 
Among them, he said, are preventing 
criminally fraudulent claims, holding 
down the cost of repairing property and 
people damaged in accidents, reducing 
the amount of costly litigation through 
the operation of an arbitration system, 
and providing forums throughout the 
country where claim specialists may con- 
sider and solve their common problems 
at the local level. 

“In 1960,” Mr. Dorsett said, “the 
Claims Bureau investigated 1,500 persons 
suspected of fraud. Of this number 372 
were referred to Federal and _ state 
authorities for criminal prosecution or to 
bar associations and medical societies for 
disciplinary action, for violation of profes- 
sional ethics. The cases of 161 were 
closed by prosecution, including 26 law- 
yers disbarred and 14 suspended or re- 
primanded.” 


Mr. Dorsett noted that the Claims 
Bureau also cooperated with several 
judicial inquiries, such as the one in 


Greater New York City which resulted 
in the referral of approximately 80 physi- 
cians to the New York State Board of 
Regents for investigation. He added that 
the bureau also is working with various 
grievance committees of bar associations 
throughout the country. He mentioned 
such other activities as establishment 
of the Industry Defense Information Of- 
fice in Chicago, the work of the 79 Cas- 
ualty Insurance Claims Managers Coun- 
cils in the improvement of claims ad- 
ministration, progress and expansion in 
the area of inter-company arbitration of 
claims and greater utilization of the in- 
dependent appraisal plan in an effort to 
reduce the cost of automobile repairs. 

Mr. Dorsett also reported accomplish- 
ments of the accident prevention depart- 
ment and some of the achievements of 
the research and law departments. He 
pointed out that the annual report of the 
law department is distributed late in the 
fall in order to provide a more complete 
summary of legislative activity in the 
various states. 


Discusses Highlights of 1960 


Discussing specifically a few highlights 
of 1960, Mr. Dorsett declared: “In re- 
gard to workmen’s compensation, four 
state legislatures introduced bills to set 
up monopolistic state funds and five 
state legislatures introduced bills to 
establish competitive funds. 


“In Oregan, we joined with others in 
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sponsoring legislation which would permit 
private insurance companies to write 
workmen’s compensation insurance. The 
outcome is still uncertain, but our bill 
did pass one house—the first time a bill 
to break a state fund monopoly in work- 
men’s compensation has progressed that 
far in over 30 years. 

“On the surety side, the association has 
sponsored 28 bills, 11 of which have 
become law. In regard to compulsory 
automobile insurance it is significant that 
the problem is arising in legislatures 
all over the country. Of the 21 states 
which introduced such legislation 12 are 
West of the Mississippi River. In addi- 
tion, there has been considerable pressure 
for Unsatisfied Judgment Fund bills as 
well as a number of mandatory uninsured 
motorist bills in a form unacceptable to 
the industry. You can be sure your as- 
sociation will continue to exert every 
effort to prevent unfavorable legislation.” 

Mr. Dorsett pointed out that “this 
year also saw the culmination of a 
combined Association and National Board 
of Fire Underwriters review of our 
position on rate regulatory laws. Out of 
this study came recommend. itions for the 
elimination of prior approval of rates 
as well as a number of other changes. 
Although bills incorporating these ideas 
failed this year in Tennessee it is ex- 
pected that the Congress may look favor- 
ably on similar legislation for the District 
of Columbia where casualty and surety 
rates have long been regulated under a 
no prior approval law. 


Impact on W. C. Overlooked 


“Amendments in recent years to the 
Social Security system have presented 
widely publicized problems for the medi- 
cal profession and accident and health 
and life insurers. The impact on work- 
men’s compensation insurance, however, 


has been largely overlooked.” said Mr. 
Dorsett. 
“We are presently faced with the 


threat that disability benefits under the 
Social Security Act will duplicate bene- 
fits under state workmen’s compensa- 
tion laws. You have been kept abreast 
of these developments through bill 
memos. When the Congress first pro- 
vided for disability benefits to those over 
50 who had suffered permanent total 
disability, there was an offset of work- 
men’s compensation benefits. This offset, 
as well as the age limitation, were sub- 
sequently repealed. 

“At the current session, we have been 
faced with a strong possibility that the 
definition of disability would be sub- 
stantially broadened. I am pleased to 
report that this step, which would be 
a mortal blow to our present state work- 
men’s compensation system, was checked, 
temporarily at least, when the House 
Ways and Means Committee decided not 
to include a broadened definition of dis- 
ability in the 1961 legislation.” Mr. 
Dorsett concluded: 


REVISE BOILER RATES, RULES 


NBCU Revision Produces 7.2% Hike In 
Manual Premium Level for all States; 
Direct Damage up 15.2% 

A countrywide revision of rules, rates 
and standard policy provisions for boiler 
and machinery insurance were announced 
this week by the National Bureau of 
Casualty Underwriters on behalf of 
its member and subscriber companies. 
Changes are effective May 31 in virtually 

all states. 

This revision produces an overall in- 
crease of 7.2% in the manual premium 
level, comprised on an increase of 15.2% 
for direct damage insurance and a reduc- 
tion of 10% for use and occupancy in- 
surance. 

The NBCU attributed the overall rate 
increase to the higher inspection costs 
and loss costs that have confronted this 
line of insurance during the past few 
years. 

The boiler and machinery manual has 
also been completely revised for the first 
time since 1947. Generally, the rules 
have been revised to simplify and clarify 
them and to reflect certain changes in 
coverages that are becoming effective 
simultaneously with the revised rates. 

Among the more important changes is 
the revision in the blanket group plan, 
which has been broadened to extend this 
coverage to all assured rather than only 
to larger assureds. In another change, 
the refrigerating and air conditioning 
rule has been revised to encompass 
modern air conditioning systems. 

The most important change in the new 
boiler and machinery forms is the in- 
troduction of a single comprehensive 
definition of accident applicable to all 
insured objects. In the past the definition 
of accident varied with the type of object. 


Farm Employe Safety Book 
Published by Casualty Assn. 


A booklet detailing good safety habits 
for farm employes has been published by 
the accident prevention department of 
the Association of Casualty and Surety 
Companies, it was announced by Thomas 
N. Boate, department manager. The 25 
page publication, entitled “Your Guide 
to Safety As A Farm Employee,” out- 
lines the varied hazards of farm work 
and recommends proper safety precau- 
tions. 

The illustrated pamphlet has 
produced by the association for its 135 
capital stock casualty insurance com- 
pany members and copies are avaialble 
through independent agents and member 
companies. 

The wallet sized booklet covers six 
broad areas of farm safety including: 
handling of machinery and equipment; 
transportation of employes; use of in- 
secticides; use of edged or pointed tools, 
handling of domestic animals and opera- 
tion of irrigation equipment. 


been 


In a section devoted to general safety, 
the farm employe is advised to learn 
to identify and avoid poisonous plants 
such as poison ivy, oak and sumac and to 
be on the alert for poisonous snakes. 
The book also offers advice on what 
action to take during an electrical storm 
and how to lift heavy objects. 

Dealing with off the job safety, 
farm employe is warned: “At best, 
is short. Accidental death and 
can make it even shorter. . . 
accidents is IMPORTANT.” 


the 
life 
injury 
. preventing 





“Ours is a law-oriented business, 
only in the legislative halls, but also 
in the courts. For our business almost 
daily feels the impact of court decisions 
which we follow closely and report in 
digest form to our member companies. 
We continue to be plagued by almost un- 
believable court decisions, and this despite 
the fact that the principal threat to 
the present adversary system, and the 
legal profession itself, is the rising cost 
of insurance.’ 
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Boylan Promises NELIA Members to 
Aim for Less Federal Gov’t Intrusion 


F. X. Boylan, assistant general manager, Nuclear Energy Liability Insurance 
Association, delivered the staff’s annual report for General Manager J. Dewey 
Dorsett, this week during the association’s fifth annual meeting at the Waldorf- 


Astoria Hotel, New York. 


Mr. Boylan’s report 
investments, premium 


Act, legislation, 


which 
summary, 


Membership 
As of Januz ary 1, 1961, the membership 
included 143 capi tal stock insurance com- 


‘total net subscriptions 
33,712,820. No substantial 
anticipated for the 1962 


panies with 
amounting to 
changes are 
calendar year 


fr 


Capacity 


Our available domestic capacity has 
tted us to continue to offer policies 
subject to an aggregate limit of $46,500,- 
000 for any one risk under both the Nu- 
clear Energy _ es Policy (Facility 
Form) and the Nuclear Energy Liability 





perm 








Policy (Supplier's and Transporter’s 
Form). Since Mutual Atomic Energy 
Liability Underwriters (MAELU) has 
continued to make available an aggregate 
limit of $13,500,000, the total combined 
lomestic capacity remains at $60,000,000 
Reduced capacity is available in Puerto 
Rico and the Canal Zone 
Policies 
At present, there are only six binders 
which have not been replaced by policies 
Delay in the replacement of these bind- 
ers is attributable to the fact that our 


enature procedures in a few 
states are not yet in final form. It is ex- 
pected that these Pt rocedures will be fin- 
ally established shortly 


‘ountersi 


Policy issuance has been greatly sim- 
plified since mals Ist of this year he- 
vuse of the decision on the part of the 


members to permit the issuance of pol- 
icies which include only the names of the 
NELIA members which are licensed to 
transact nuclear energy liability insur- 


ance in all states and territories, other 


than Alaska, Hawaii, Puerto Rico and 
the Canal Zone. 
Investments 


committee of the Committee on 
Investments has continued to invest al 
most all funds retained by NELIA and 
assigned to the Reserve for Retrospective 
Returns. As of February 28, 1961, the 
cumulative total of this reserve amounted 
to $2,054,5§@. As of the same date, the 
cumulative total of the Reserve retained 
+ agg! by MAELU amounted to 
$596,483. NELIA and MAELU must each 
maintain the principal of the reserve held 
by it for payment of all loss and loss ex- 
pense or for ultimate return to insureds 
pursuant to the terms of the Industry 
Credit Rating Plan. The subcommittee 
has given due consideration to these re- 


The sub 


quirements in establishing its invest- 
ment policy. 
Premium Summary 
As of February 28, 1961, the gross pre- 


miums developed under policies issued 


through NELIA were as follows: 


Calendar Year Premium 
1957 $ 60,610 
1958 265,231 
1959 561,534 
1960 941,440 
1961 1,182,429 
Total as of Feb. 28, 1961 $3,011,244 


You will notice that the premium vol- 
ume continues to be disappointingly 
small. The development of economic uses 
of nuclear material for peaceful purposes 
has not progressed to the point where 
there is a substantial increase in the need 
for nuclear energy liability insurance and 
the Federal Government has made exten- 
sive inroads into areas where private 
insurance is ready, willing and able to 


follows touched on membership, 
financial 
claims handling, foreign coverage, 


policies, 
Price-Anderson 
ineering and inspection. 


capacity, 
protection under the 
and eng 


perform. Both of these factors have had 
a continuing adverse effect upon our 
market. 

Financial Protection Under the Price- 
Anderson Act 


Prior to the last annual meeting rep- 
resentatives of NELIA and MAELU ap- 
peared before 95 Atomic Energy Com- 
mission and the Congressional Joint Com- 
mittee on Atomic Energy to urge recon- 
sideration of contemplated and existing 
administrative policies of the commission 
concerning its licensee and contractor 
programs. er oe refusing to alter 
its decision to afford first dollar indem- 
nity to most of its contractors against li- 
ability arising from the nuclear energy 
hazard, the commission agreed to re- 
evaluate the formula it had established 
to fix amounts of financial protection 


required of licensees operating reactors. 

On February 16, 1961, in announcing 
the results of that re-evaluation, the 
commission refused to modify its for- 
mula, other than to give greater effect to 
the differences in reactor location. The 
new range of population factors resulted 
in a modest increase in financial protec- 
tion requirements in some cases. It is 
almost needless to add that we are sorely 
disappointed with this re-evaluation and 
shall continue to urge that the commis- 
sion and its unreasonable intrusion into 
areas where we are willing and able to 
perform. 

Another area, which is of vital con- 
cern, is the present study being given by 
the commission to the question of 
whether it should exercise its authority 
to require proof of fiancial protection of 
and to indemnify licensees who use sub- 
stantial quantities of unirradiated en- 
riched uranium. At the prodding of some 
fuel fabricators and because of a mem- 
orandum by the Atomic Industrial Form, 
Inc., the commission asked for. public 
comment on the matter. 


Already there have been intimations 
at industry conferences that indemnity 
should be afforded and extended down- 
ward to extremely low levels. This posi- 
tion is especially disturbing because such 
a downward extension of indemnity 
would displace nuclear energy liability 
insurance already in force. We will con- 
tinue to urge upon the commission our 
position that while we have no objection 
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to government indemnity where we are 
unable to afford insurance, we remain 
unalterably opposed to extension of in- 
demnity in areas where insurance is 
available. 

During the past year members of the 
governing committee and staff represen- 
tatives have met with the commission to 
resolve problems arising from possible 
differences in coverage between pool 
policies and government indemnity. Gen- 
erally speaking, all problems of any signi- 
ficance have been satisfactorily resolved. 

Legislation 


Sen. Anderson has introduced a bill 
(S. 1144) which would create an entirely 
new type of indemnity and which would 
eliminate the need for liability or prop- 
erty insurance with respect to the de- 
liberate underground detonation of a 
nuclear explosive device. Regardless of 
fault, it would grant plaintiffs coverage 
from the government for bodily injury 
or property damage caused by the com- 
mission, its agents, employes, contractors 
or subcontractors which occurs in the 
course of the conduct of any activity of 
the commission involving the deliberate 
underground detonation of a nuclear 
explosive device. 

It is to be noted that this bill embraces 
several distasteful departures from ex- 
isting indemnity patterns. It imposes by 
statute strict liability for nuclear incidents 
and entirely omits any provision which 
would permit the use of underlying private 
insurance. While it is true that this meas- 
ure is limited to activities under “Plow- 
share,” its adoption might establish an 
undesirable precedent. In addition, it is 
contemplated that objection will be raised 
to Section 3 of the bill which beclouds 
commission jurisdiction over settlement 
of claims in the area of financial protec- 
tion. 

It has also come to our attention that 
a proposal has been made to Sen. Ander- 
son in the form of draft legislation which 
would extend indemnity protection to 
commission contractors and subcontrac- 
tors for incidents occurring outside the 
United States including its territorial 
possessions. The proposal also includes 
the thought that it might be advisable to 
extend the commission’s authority so 
that it can indemnify contractors of gov- 
ernment agencies, other than the com- 
mission, with respect to liability arising 
from the nuclear energy hazard. This 
last proposal highlights the serious na- 
ture of the commission’s insistence on 
furnishing first dollar government indem- 
nity as far as commission contractors are 
concerned. 

The commission again plans to intro- 
duce its bill with respect to on-site 
property. It is the commission’s position 
that the present text of the Price-Ander- 
son Act seems to require that the com- 
mission indemnity coverage include in- 
demnity against any legal liability aris- 
ing out of a nuclear incident, including 
liability for damage to on-site property. 
The amendment proposed by the com- 
mission would exclude from Price-Ander- 
son agreements entered into with licen- 
sees, coverage for damage to property 
which is located at the site of and used 
in connection with licensed activities. It 
would have no effect upon indemnity 
agreements between the commission and 
its contractors. Thus, where indemnity 
agreements are entered into with com- 
mission contractors, liabilities for dam- 
age to on-site property would continue 
to be indemnified. 


Claims Handling 


Despite vigorous objection on the part 
of the nuclear insurance pools, the com- 
mission has persisted in its view that it 
has the right of prior approval over the 
settlement of claims which fall within 
underlying insurance coverage if the 
commission determines that the United 
States will probably be required to make 
indemnity payments. It is the position of 


the pools that section 170 (h) of the 
Price-Anderson Act does not grant to the 
commission the right of prior approval 
of claims within the area of financial 
protection and consequently any attempt 


(Continued on Page 39) 
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‘Expansion of Social 
Security a Threat’ 


WISE TELLS W. C. SYMPOSIUM 





American Mutual Ins. Alliance Official 
Says Expansion of Benefits Threatens 
Companies, Sclf-Ins., State Funds 





Expansion of social security disability 
benefit provisions is the most serious 
threat to insurance companies’ future as 
workmen’s compensation underwriters, 
Paul S. Wise, Chicago, assistant man- 
ager American Mutual Insurance Alli- 
ance, told University of Wisconsin sym- 
posium on “workmen’s compensation in 
a dynamic society” this week in Madi- 
son. The symposium marks the 50th 
anniversary of enactment of the first 
constitutional workmen’s compensation 
statute in the United States. 

Such expansion threatens not only ef- 
fective insurance company operation in 
the workmen’s compensation field, he 
said, but menaces self-insurance and 
state fund operations as well. 

“In 1956 provision was made in the 
Social Security Act for payments to dis- 
abled workers between the ages of 50 
and 65,” Mr. Wise noted. “These ‘pay- 
ments were under the Federal Disability 
Trust Fund. In 1958 Congress extended 
these benefits to dependents. Prior to 
1958 the Social Security Act contained 
a provision whereby cash benefits were 
reduced by amounts paid from state 
workmen’s compensation laws. This off- 
fits even though he also is drawing bene- 
that duplicate benefits were provided. 
In 1960 Congress removed the age 50 
limitation, so that now anyone totally 
and permanently disabled and covered by 
social security may draw disability bene- 
fits even though he also is drawing bene- 
fits under workmen’s compensation laws. 

“In this session of Congress there was 
an attempt to liberalize the definition of 
‘permanent and total disability. Whereas 
benefits have been available only if a dis- 
abled worker’s condition was expected 
to result in death or to last for an in- 
definite period, the proposed bill recom- 
mended that disability benefits would 
commence after six months, and drastic- 
ally modified the type of disability needed 
to qualify. Fortunately this amendment 
was deleted from the bill. It is obvious 
that there is a process going on in the 
expansion of the social security system 
to include workmen’ compensation cases. 


The Overall Danger 


“The overall danger arising from the 
continued expansion of the disability pro- 
gram under social security is the ultimate 
elimination of state workmen’s compen- 
sation programs. Once the cost of both 
programs becomes unbearable to employ- 
ers they will see the logic of paying 
under one of these only, and there will 
be a move to put an end to state work- 
men’s compensation programs. Already 
bills have been introduced in at least two 
states to provide that, to the extent a 
person is compensated under social se- 
curity, he will not be compensated under 
the state’s workmen’s compensation law. 
This is a most serious warning to those 
who are interested in the preservation 
of our present state system. This first 
step is limited, but great changes in the 
development of social and economic in- 
stitutions come about not, drastically but 
by slow erosive process.’ 

Mr. Wise held that state workmen’s 
compensation funds are gaining no 
ground in competition with insurance 
companies. Where state funds have a 
monopoly they do not seem to do the 
job they could do upon the basis of such 
tests as promptness in claims payments, 
rehabilitation of injured workers, pre- 
vention of work injuries, and service to 
employers and employes at reasonable 
unsubsidized cost. Where state funds 
compete with insurance companies their 


performance usually is better than those 
of monopolistic state funds, but they still 
write only 24% of the workmen’s com- 
pensation premium volume. 

In connection with the other principal 
area of workmen’s compensation fund- 
ing—self-insurance—Mr. Wise contended 
that insurance companies should be able 
to demonstrate the better protection they 
provide, through such services as loss 
prevention, handling of claims, and pub- 
lic and employe relations. 

The important public stake, he said, is 
in seeing that self-insurers fully carry 
out their responsibilities under work- 
men’s compensation laws. As with in- 
surance carriers, it would seem that the 
qualifications of an employer to self- 
insure should be determined by public 
authority, and determination should be 
made on the basis of whether the em- 
ployer is financially able to assume and 
maintain the obligations imposed on him 
by workmen’s compensation laws. An 
employer undertaking responsibilities 
similar to those of an insurer should 
meet similar standards on capital, sur- 
plus and reserves segregated for his in- 
surance operations, and these should be 
within the administrative jurisdiction of 
the appropriate regulatory authority. 


“Uniformity in all states would not 


Casualty & Surety Golf 


Tournament Set for June 12 


The annual golf tournament of the 
Casualty & Surety Club of New York 
will be held on Monday, June 12, at the 
Ridgewood Country Club, Ridgewood, 
N. J., according to an announcement by 
Benjamin F. Gates, Hartford Accident 
& Indemnity, president of the club. 

The tournament will be an all-day af- 
fair, climaxed by dinner at which the 
tournament prizes will be awarded. As 
in previous years, a capacity turnout is 
expected to take over the fairways and 
sand traps, augmented by many others 
who will attend the dinner. Chairman of 
the golf committee is Guy E. Conrath, 
American Insurance Group. 


aid progress, but would hinder it. The 
worker and the employer can find much 
greater freedom of expression in a state 
forum than could possibly be found in 
the overburdened and cumbersome leg- 
islative processes of Congress. The great- 
est strides are made in a free and un- 
regimented framework, and such oppor- 
tunity for progress cannot be cast off 
for the sake of uniformity and central- 
ization,” Mr. Wise concluded. 


Texas County Mutual Co. 
Is Now Kemper Affiliate 


Lumbermens Mutual Casualty has just 
completed arrangements for the addition 
of a new affiliate, the Kemper County 
Mutual Insurance Co. of Dallas, Texas, 
formerly the Modern County Mutual of 
Austin, Texas. The home office will be 
moved from Austin to Dallas, already the 
site of a Kemper four-state branch office 

“This company,” commented James S 
Kemper, Kemper Cos. board chairman, 
“will make it possible for us to take care 
of many fine policyholders and friends 
who for some reason or another, per 
haps because of age, are not eligible 
insurance as regular policyholder-owners 
of Lumbermens and its affiliated com- 
panies.” 





R. G. Ewald Dies 


Robert G. Ewald, 68, insurance agent, 
died in Memorial Hospital, Middletown, 
Conn. recently. In World War I he 
was in the Submarine Service in the 
Navy and was prominent in the Knights 
of Columbus. He spent most of his life 
in Cromwell, Conn. 
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Prudential’s helpful booklet—“Your Partner Can Be Your Downfall.” 
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when you're planning to go after more business insurance: 
(1) It helps you to explain this kind of insurance more effectively. 
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Four New Papers are Presented at 


Casualty Actuarial Society Meeting 


Four new papers were presented at 
the recent spring meeting of the Casualty 
Actuarial Society at Concord Hotel, Lake 
Kiamesha, N. Y. They were: 

“Cost of Hospital Benefits for Retired 
Employes,” by Murray W. Latimer, in- 


dustrial relations consultant; “A Study 
of the Size of an Assigned Risk,” by 
Frank Harwayne, chief actuary, New 
York State Insurance Department; 


“Fitting Negative Binomial Distributions 
by the Method of Maximum Likelihood,” 
by LeRoy J. Simon, associate actuary, 
Insurance Co. of North America, and 
“Reserves for Re-opened Claims on 
Workmen’s Compensation,” by R. | 
Balcarek, assistant actuary, Standard 
Accident. Summaries of the papers fol- 
low 


"furray W. Latimer 


Mr. Latimer’s paper describes the 
methods and results of an investigation 
into the long-term trend of the costs of 
h spital care for et mployes who have re- 
tired active work because of age 
or disability and for their spouses. The 
occasion was the interest on the part of 
a large company with nationwide oper- 
ations in providing ogee omg bene- 
fits for its pensioners and their spouses, 
with the costs financed in, to the extent 
possible, the same way as the company 
pension plan. That is, reserves would 
be accumulated during the active serv- 
ice of the em] loyes to be used to pay the 
entire bill for a Blue Cross plan cover- 
ing the pensioners and spouses. 

The paper concludes that a premium 
expressed as a percentage of the com- 
pany payroll will be more stable than one 
calculated in dollars. The contribution 
to a Retired Employee Hospitalization 
Fund, fixed in terms of a percentage of 
payroll, would mean that the contribu- 
tion expressed in terms of dollars per 
active employe would be _ constantly 
fluctuating. For a company which habitu- 
ally translates its non- payroll personnel 


rrom 


costs into percentages of payroll, this is 
not a disadvantage 
The paper also concludes that the 


proper support of the proposed Retired 
Employee Hospitalization Benefit Plan 
could be accomplished by the payment 
into a Retired Employee Hospitalization 
Benefit Fund of 3.15% of the 
payroll 


company 


Frank Harwayne 


Mr. Harwayne’s paper attempts to as- 
certain the normal size of an Assigned 
Risk Plan. It assumes that, with the 
applicant’s record available, the under- 
writer will accept or reject according to 
his judgment of fault of the individual 
involved in an accident. It is assumed 
that this estimate is approximated by 
half of the reported bodily injury claim 
frequency. From this, an application of 
Poisson theory is used to estimate, by 
class, distributions of business free of 
liability for three years. Indices are de- 
termined from reported proportions of 
voluntary business in each rate classifica 
tion compared against these estimates 

Manhattan, Bronx and Brooklyn are 
analyzed separately from the balance of 
New York State. In the three boroughs 
84% of the business is expected to be 
free of liability; actually 80% of the 
business was written voluntarily. The 
approximate ratio of unity implies the 
Assigned Risk Plan is consistent with 
expectations based on actual claim 
quencies in these communities. Figures 
of 91% theoretical and 92% actual for 
the balance of the state lead to the 
same conclusion 


fre- 


Within both community groups, how- 
ever, the index varies substantially for 
some of the classifications. For example, 
a low index shows there is a relative 
dearth of voluntary class 2 business. 
Conversely, a high index indicates busi- 
(class 3) risks use the Assigned 


ness 


Risk Plan to a lesser degree than ex- 
pected. = 

Giving credit for voluntarily writing 
young driver (class 2) business seems 
to be a worthwhile corrective measure. 
The number of risks in Assigned Risk 
Plans probably would be smaller if claim 
frequency could be reduced generally. 

It is emphasized that the method used 
provides only a rough first estimate; it 
probably could be refined and adapted 
to review Assigned Risk Plans in other 
states. 


LeRoy J. Simon 


While fitting negative binomial distri- 
butions by the method of maximum like- 
lihood is primarily a mathematical de- 
velopment, the practical applications will 
allow actuaries to deal more easily with 
studies that only involve policies under 
which claims have occurred. The dis- 
tributions referred to in Mr. Simon’s 
paper are those which represent the 
number of policies that have. no claims 
one claim, two claims, etc. The max- 
imum likelihood solution which is pre- 
sented eo the most likely type of char- 
acteristics (population parameters) pos- 
sessed - the group under study. The 
paper concludes with an application of 
the various methods to accident statistics 
from 300 highway segments. The theo- 
retical development reproduces the actual 
data very closely, thus showing how 
theoretical and practical considerations 
go hand in hand. 


R. J. Balcarek 


The purpose of Mr. Balcarek’s paper 
is to set up a procedure for calculating 
the reserve for claims closed at a par- 
ticular year end but which will be re- 
opened in the future. The present pro- 
cedures make the reserve for re-opened 
claims a part of the I.B.N.R. reserve, 
however, the author feels that the nature 
of re-opened claims is er ong | differ- 
ent from the nature of the I.B.N.R. 
claims, consequently the accepted meth- 
ods of calculating the I.B.N.R. reserve 
are not applicable to the calculation of 
the reserve for re-opened claims. 

The conclusions in this paper 
been arrived at by analyzing the expe- 
rience of Standard Accident over the 
years 1936-1958. The number of closed 
claims during that period of time ex- 
ceeded 1,000,000 and the number of re- 
opened claims amounted to over 4,500. 

The proposed procedure consists in 
estimating separately: (a) the number 
of claims to be re-opened in the future 
(b) the average incurred cost after re- 
ope ning. 


have 


Sig analysis led to the conclusion that 

» best way to estimate the number of 
future re-openings was to relate the 
numbers of re-opened claims to the num- 
bers of closings in the past ie. to de- 
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George Urges Support of 
N. Y. State Highway Program 


Harold M. George, United States Fidel- 
ity & Guaranty general superintendent of 
casualty lines in New York, urged that 
automobile owners support the state pro- 
gram on reduction of highway traffic 
accidents in speaking at the recent meet- 
ing of the Kiwanis Club, held at The 
Terrace in Brooklyn. 

In explaining the rules under the new 
Safe Driver Insurance Plan and the 
penalties of careless driving involving 
“at fault accidents,” he indicated the key- 
note to the new program is the promo- 
tion of good safety habits and observing 
the rules of the road by all drivers, and 
the incentive of careful driving was 
reduced insurance costs. 





velop a probability that a claim closed 
in a particular year will be re-opened in 
the future. The probability thus ob- 
tained was, of course very small but on 
the other hand surprisingly stable. More- 
over, it was not correlated with changes 
in unemployment. 

In regard to the incurred costs, it was 
found that they are best related to aver- 
age paid costs in the year closing. Cau- 
tion, however, is advised when dealing 
with the incurred costs on re-opened 
claims because they are slow in develop- 
ing and there appears to be a tendency 
to incorporate high margins of safety 
in outstanding reserves on these cases. 
But even having taken this into account, 
the average incurred costs on re-opened 
claims are about 45 times higher than 
the average paid costs in the year of 
closing. 

The main conclusion is that reason- 
ably accurate reserves for re-opened 
claims on workmen's compensation can 
be established by basing the estimate on 
past closed claims and their average 
payments. The convenience of this meth- 
od lies in the fact that both of these 
figures can be promptly and easily ob- 
tained and in addition they are not sub- 
ject to future development. The fact that 
it has been shown that unemployment 
does not affect the rate of re-openings is 
also of considerable importance. In the 
past, the rate of re-openings was as- 
sumed to be a function of the rate of 
unemployment, consequently the actuary 
forecasting the future course of re- 
openings found himself usually fore- 
casting the future course of the economy, 
a complex and difficult job better left 
to the experts in that particular field. 


Fall Meeting, Nov. 15-17 


Earlier, those attending the meeting 
participated in seminars on “Current 
Problems in Compensation Insurance,” 
“Rate Making for Package Policies,” 
“Accident Proneness,” and “Market Re- 
search.” The program also included an 


informal talk on “Accreditation of Actu- 
aries” by Reinhard A. Hohaus, senior 
vice president and chief actuary, Metro- 


politan Life. 
The fall meeting of the Society will be 
held in Chicago November 15-17. 
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American Institute to 
Hold Ins. Forum, June 2 


AFTER MOVE TO BRYN MAWR, PA. 


“Challenging Ins. Problems of Tomor- 
row,” Theme of American Institute for 
Property and Liability Underwriters 


The American Institute for Property 
and Liability Underwriters, Inc., will hold 
a forum, “Challenging Insurance Prob- 


lems of Tomorrow,” June 2, at the 
Sheraton Hotel, —— The 
forum will follow the June 1 dedication 


ceremonies of the institute’s new home, 
Huebner Hall in Bryn Mawr, Pa. 


Formerly located on Walnut Street 
in Philadelphia, the institute is the 
grantor of the professional designation, 
Chartered Property and Casualty Under- 
writers (CPCU). The institute will share 
Huebner Hall facilities with four other 
organizations comprising the American 
Center for Insurance Education. These 
are: the American College of Life Under- 
writers, the Society of Chartered Life 
Underwriters, the Insurance Institute of 
America, and the Society of Chartered 
Property and Casualty Underwriters. 

At the June 2 forum leaders in the 
industry will present a projected out- 
look of insurance during the next decade 
and the challenges that the industry 
must face. Risks with catastrophic 
potential and risks of in‘+rior quality 
will be defined in terms of underwriting, 
rate regulatory legislation, and public 
policy problems to be encountered in 
this period. 

The forum is open to anyone interested 
in casualty and property insurance and 
education. To obtain a ticket order form, 


contact Dr. Harry J. Loman, dean, 
American Institute for Property and 
Liability Underwriters, Inc., 266 Bryn 


Mawr Avenue, Bryn Mawr, Pa. 


Aetna Life Cos. Take Two 
Hartford Ad Club Awards 


Aetna Life Affiliated Cos. were awarded 
two of the ten top prizes and won 
honorable mention in a third category in 
an rite me competition held recently 
by. the Advertising Club of Hartford. 

Aetna Life Cos. received a merit award 
for the best television commercials of 
1960 and Aetna Casualty & Surety won 
top honors in the company publications 
category. Aetna Casualty received honor- 
able mention in the direct mail category. 
More than 300 entries from Hartford 
County advertising agencies, advertisers, 
media and suppliers were judged. 

The television award was for institu- 
tional messages about Aetna Life Cos. 
and reports on community service organ- 
izations presented on a series of Hartford 
Symphony Orchestra television concerts 
sponsored by the companies. 


Aetna Casualty’s merit award was for 
a booklet titled “For Men Who Want 
to Make Money,” which described the 
career opportunities opened to agents 
attending the company’s home office 
sales course. Honorable mention went 
to Aetna Casualty’s sales folder on safe- 
burglary insurance, “When They Build 
a Better Mousetrap.” 





E. F. Plauche 49, V.P. of 
Pacific Employers, Dies 


Eugene F. Plauche, 49, resident vice 
president of Pacific Employers in Nash- 
ville, Tenn., died at his home recently 
following a heart attack. He joined Pa- 
cific Employers in 1947 in Houston where 
he was an audit and safety engineer. In 
1950 he was transferred to Baton Rouge 
to supervise the office and in 1951 he 
was promoted to the Nashville position. 

Surviving are his widow, Mrs. Cath- 
erine Plauche, two daughters, two grand- 
children and four brothers. 
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NACSA Directors Oppose Any Model 


Bill to Regulate Unauthorized Insurance 


Principal action taken at the semi- 
annual meeting of the board of directors 
of National Association of Casualty & 
Surety Agents which met for two days 
recently in Baltimore, was to adopt a 
resolution registering “unqualified op- 
position” to any form of model bill to 
regulate unauthorized insurance. _ This 
had specific reference to NAIC’s uniform 
non-admitted insurance act and the up- 
dating of guiding principles in connection 
therewith. ; 

NACSA’s directors, 40 in number, did 
agree that regulation of some sort for 
unauthorized insurance may be required 
in certain states “to provide protection 
for the insurance buyer and to insure the 
payment of required taxes.” It was 
further brought out in the resolution: 

“Tt must be borne in mind, however, 
that this sort of regulation should not 
become so burdensome that the special 
and non-admitted markets are prevented 
from functioning. In many states, statutes 
and Insurance Department rulings may 
accomplish all that is desired. In others, 


NELIA Report 


(Continued from Page 36) 





to exercise this right is clearly in excess 
of the commission’s authority. | 

Negotiations are continuing with the 
Atomic Energy Commission concerning 
servicing of claims by the members of 
NELIA in the area of government in- 
demnity. It is hoped that a formal agree- 
ment with the commission will be con- 
cluded before the year’s end. 

Foreign Coverage 

During the past year specimen copies 
of our Nuclear Energy Liability Foreign 
Coverage Policy (Supplier's and Trans- 
porter’s Form) were forwarded to the 
members of NELIA participating in 
the foreign program. This policy has 
been made available as an accommodation 
to American industries with foreign nu- 
clear exposures. The maximum available 
aggregate limit of liability under this 
policy is $10,000,000. ‘ 

We have been informed that the Nu- 
clear Insurance Association of Canada 
has made considerable progress pe ro 
the past year in the preparation of its 
ochbeine. Dace the text of the NAIC 
policies has been determined, consider- 
ation will be given to the development 
of a surplus line agreement. 

To date, we have made no formal com- 
mitments to those foreign associations 
of insurers which have requested rein- 
surance capacity. As previously an- 
nounced, such commitments will be made 
once the governing committee has been 
satisfied with the scope of policy cov- 
erage, the character of the association 
requesting reinsurance and the amount 
of its domestic participation. Undoubted- 
ly, requests for final action have been 
delayed in this area since work is. still 
in progress on various international 
treaties affecting the nature and amount 
of liability. 

Engineering and Inspection 

Activities in this area have substantially 
increased in the past year with the result 
that every major installation insured 
under the policies issued through the 
pools has been inspected. While it may 
prove necessary, at some future date, to 
engage outside engineering or consult- 
ing firms to act as NELIA representa- 
tives in this area, our member companies 
seem to have adequate facilities to handle 
these matters at this time. 

In the ensuing 12 months we hope to 
refine our operational procedures and 
continue to press for more favorable 
results in our efforts to restrain the Fed- 
eral Government from further intrusion 
into areas where we have demonstrated 
an ability to perform. 


the need may be felt for new law to 
provide what is deemed necessary. To 
assist these states in writing the new 
law and to give other states an oppor- 
tunity to modify their present form, 
we, the National Association of Casualty 
and Surety Agents, recommend the adop- 
tion of a set of guiding principles rather 
than a model law. Each state can use 
these principles; and, with due regard to 
the needs of the insurance buying public 
in those states, draw their own law or 
rulings.” 

The discussion which led to the adop- 
tion of this resolution indicated clearly 
that NACSA’s directors believe the so- 
called third draft of the non-admitted in- 
surance act imposes burdensome restric- 
tions on the opportunity for a complete 
service to the public in this very complex 
field. “There are many other defects in 
the third draft which underlie the objec- 
tion to the enactment of such a law, not 
the least of which is the excess cost of 
administering the proposed legislation.” 


Information Exchange Round Table 


Favored 


Those attending the gathering reacted 
favorably to a proposal made by Peyton 
Daniel of St. Louis, NACSA board mem- 
ber, for the setting up by the association 
of an Information Exchange Round 
Table. Details as to its modus operandi 
will be outlined in a letter which NACSA 
President Guy Warfield of Baltimore will 
shortly send out to members of the or- 
ganization. 

The full board also adopted unanimous- 
ly the following resolution: “That a com- 
mittee, headed by Holton Price of St. 
Louis, be appointed to study the position 
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taken on rating laws some years ago by 
the NACSA. Scope of its studies is to 
include the existing laws as well as newly 
proposed laws.” On Mr. Price’s com- 
mittee are Lyle McKown, Minneapolis; 
E. Stuart Windsor, Baltimore; H. Thorp 
Minister, Columbus, O., and John Lang- 
horne, New York. 

It was the board’s opinion that con- 
sideration of this subject required that 
in order to reach a statesmanlike posi- 
tion, a careful study should precede defi- 
nite action by the board. 

The purchase of insurance agencies by 
insurance companies where company con- 
trol dominated the acquired agency was 
discussed. Various aspects of the subject 
require further information, hence the 
matter was reposed in the hands of the 
president and executive committee for 
consideration and recommendation when 
full information is available. 

The impact of the Robinson-Patman 
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Act and the Clayton Act upon the ac- 
tivities of producers was considered. A 
recommendation of 1947 suggesting the 
adoption by the several states of a so- 
called Broker’s Act, wherein the term 
Broker in the suggested act encompasses 
“any person, partnership, association or 
corporation, who or which, for money, 
commission, brokerage, or anything of 
value, acts or aids in any manner in the 
solicitation or negotiation, on behalf of 
the assured, of contractor for insurance,” 
was again advised. 

_ The purpose of this suggested legisla- 
tion 1s to provide state regulation which 
will avoid Federal regulation. 

A full discussion of the activities of 
the President’s Committee For Traffic 
Safety resulted in the board of directors 
authorizing a contribution of $125 to ad- 
vance the program of this committee. 


HIGHSPOTS OF NEW ADVENTURE 





Ad Conference Releases Some Speakers 
Who Will Headline Annual Meeting 
June 18-21 in Manchester, Vt. 

The program builders for Insurance 
Advertising Conference’s annual meeting, 
set for June 18-21 at The Equinox House, 
Manchester, Vt., promise that this gath- 
ering “will be the New ADventure for 
every member of IAC in more ways than 
one.” Outstanding authorities in adver- 
tising, sales promotion and public rela- 
tions are on the speaking program. The 
following are some of the headliners who 
will address the meeting: 

Frederick Papert, chairman of the 
board, Papert, Koenig, Lois, Inc—“How 
To Achieve A Big Success Out Of A 
Small Budget.” 

J. K. Cagney, fire advertising manager, 
The Hartford Group—“So You'd Like To 
Start A Highway Sign Program.” 

John Wedda, freelance art director and 
art consultant—“The Care, Feeding, and 
Culture Of Commercial Artists.” 


_ Pete Martin, biographer of celebrities 
for The Saturday Evening Post. 

Charles Choquette, assistant to the 
president, Reply-O-Letter Corp.—“Direct 
Mail and The New Postal Regulations.” 

Jack Robinson, partner, Robinson and 
Seidl—“Motivating Agents Through In- 
centive Programs.” 

_R. E. Brown, Jr., director, advertising 
division, Aetna Casualty & Surety—“Co- 
op Advertising—Does It Work?” 

Lyttleton M. Baldwin, vice president 
and member of the executive department, 
The Travelers Insurance Companies. 


William J. O’Meara, Aetna Casualty & 
Surety, who is this year’s first vice pres- 
ident of IAC, is program chairman. 


MERITMATIC IN 14 STATES 

Arkansas and Maryland are the 13th 
and 14th states to approve Zurich- 
American Insurance Companies’ MERIT- 
matic Homeowners Insurance. Written 
in the American Guarantee and Liability 
Insurance Co., two policies are avail- 
able: MERITmatic Homeowners and 
MERITmatic Homeowners Plus. 
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Health Insurance 





Cos.’ Health Plan For 
Conn. Elderly Enacted 


SIGNED INTO LAW BY DEMPSEY 


Bill Permits Companies to Form Volun- 
tary Unincorporated Assn. so Any 





Rep. Curtis Tells What’s Wrong With 
Kennedy Old Age Health Care Plan 


Delegates to the health care luncheon 
last week in W ashington during the 49th 


annual meeting of the S. Chamber 
of Commerce heard Rep. Thomas B. 
Curtis (R., Mo.) state why he opposes 


the Administration’s medical-care-to-the 
aged plan 

Charging those backing the Kennedy 
plan with “misrepresentations,” Rep. 
Curtis declared: “They say they are 
proposing merely to use social security 
as a useful device for collecting money 
to pay for health care for the aged. 
They go on to point out that it is the 
same device used by insurance companies 
in providing health insurance protection. 

“The issue is not this simple and the 
advocates of the proposal know it is not. 
There are a number of issues—profund 
raising several questions that all 
Americans ‘should ask, and have the 
answers to 


issues 


“For example—has a national need— 
a national problem—arisen because our 
present system of health care has failed 
and thus requires Federal intervention? 
Is insurance protection against the cost 
of illness out of reach of most people? 


Is Quality of Health Care Declining? 


“Is the quality of health care and 
availability of health facilities deficient 
and declining? Would all aged be pro- 


vided for without discrimination? Can 
health care benefits through social se- 
curity be provided for the aged only, 
and be stopped at that point? Will the 


such a program 
jeopardize the existing social 
security cash benefit program? Will the 
costs be no greater than what we now 
spend through private arrangements, and 
through local, state and federal pro- 


ultimate tax costs of 


seriously 


In answering 
Curtis gave 


the above questions, Rep. 
some of his reasons why he 
is opposed to any kind of health care 
benefits being initiated in social se- 
curity, or in any other payroll tax ar- 
rangement 
kind of health care 
benefits in security for 
those 65 and over cannot be stopped, 
| believe, short of a comprehensive health 
and medical care program for everyone 
under social security regardless of age. 
The Administration bill H. 4222, for 
example, will provide certain hospital, 
nursing home, and home-health services 
to people 65 and older who are under 
ial security. Within a relatively short 
time many of these individuals would find 
that, while they didn’t have to go to the 


“Initiating any 


Service social 


} 
t 


hospital or to a nursing home, they 
nevertheless had costly expenses for 
health care, such as drugs, other med- 
icines, surgery, and so forth. In other 
words, they would find the Administra- 
tion proposal did nothing for them. Con- 


gress would soon be urged to expand the 
kinds of services provided. 

“That bill would do nothing for other 
social security beneficiaries, such as a 
widowed mother and her children. If 
one group of social security beneficiaries, 
the aged, are receiving this kind of pro- 
tection, wouldn't it be logical to extend 
it to younger beneficiaries? And how 
about those receiving social security dis- 
ability benefits? Wouldn't it be just as 
logical to provide the same health and 
medical care services to them? And who 
could possibly need them more? 

“These proposals, do not restrict these 


health care services to those 65 and over 
who have retired, but would provide them 
for those of retirement age, even though 
they may be working full time—perhaps 
niaking the best pay in their lives. | feel 
confident Congress could not long pro- 
vide any health care service to some peo- 
ple who are working just because they 
are at least 65, and deny it to the other 
workers under ‘social security who are 
younger than 65,” warned Rep. Curtis. 

“If we once start down this road, the 
final result is obvious to me, And for- 
mer Congressman Forand stated in Jan- 
uary that after they get their foot in the 
door, they can then expand the program. 

Rep. Curtis believes the social security 
health care benefits can jeopardize the 
financial soundness of our present cash 
benefit program. “The present program 
will require 9% taxes on payroll by 1999 
This is provided in the existing law. lf 
we start health care service in social 
security, with its inevitable expansion to 
all kinds of services and to people of all 
ages, the tax cost could well be another 
9 or 10%. Over-utilization would further 
increase and tax requirements. | 
am seriously concerned whether workers 
and employers will willingly carry the 
tax burden for the present cash benefits, 
in addition to another burden of equal or 
greater size for a universal, comprehen- 


costs 


sive health and medical care program. 
“The social security proposal will 
achieve the same results as socialized 


medicine. Certainly, if any health serv- 
ices are to be paid for by the social 
curity system, the Federal Government 
must see that these services are provided 
at fair and reasonable costs. 
is duty bound to see that 
are spent efficiently. All 
care bills properly include a_ provision 
that the social security administration 
enter into contracts with the vendors of 
the health care services in respect to 
their charges. It takes little imagination 
to understand what happens when a 
federal bureaucracy gets into the busi- 
ness of setting fees and price schedules 
of health institutions 


Congress 
federal funds 
these health 


“The fact that the Federal Government 
would not own the hospitals, nursing 
homes, and so forth, as some claim is ne- 
cessary for ‘socialized medicine, is a 
superficial detail. The fact is—we would 
end up with federal control of our health 
care institutions and professions. Call it 
what you will—at least the Socialist party 
in this country has labeled the adminis- 
tration proposal ‘socialized medicine.’ 

“The socialization of medicine will in- 
evitably lower the quality of health care 
available to all of us. In every civilized 
nation in the world except the United 
States, there exists a system of govern- 
ment or socialized medicine. It is no 
accident that by comparison we excel 
all these systems in the quality of med- 
ical care available to our population 
We know that 30 years ago our medical 
students—in fact, medical students from 
many countries—flocked to the medical 
centers of Europe for their education, 
internship and post-graduate study. This 
was before the day that government sys- 
tems were established in these western 
European countries 

“Today, medical students the 
over travel, not to Europe, 
the United States. 
reason, 


world 
but rather to 
I believe there is one 
and only one reason why this is 


(Continued on Page 41) 


Resident Over 65 Can Buy Coverage 


Gov. John N. Dempsey of Connecticut 
last week signed into law a bill which 
— the door for insurance companies 
to provide health insurance against major 
financial loss for Connecticut senior 
citizens. 

The bill, which is sponsored by Con- 
necticut insurance companies providing 
health insurance, authorizes them or any 
other companies, domestic or out-of-state, 
to join in developing and offering com- 
prehensive health insurance in the major 
medical field. 

Howard A. Moreen, chairman of the 
committee of Connecticut companies 
which developed the program, described 


it as a ground-breaking insurance ven- 
ture. 
Aimed to Fill a Gap 
“Men and women who are over 65 


can not now generally buy major medi- 
cal coverage to protect them against the 
so-called catastrophic situation—hospital 
illness of long duration plus large medi- 
cal and surgical expense, and the cost of 
nurses and medicines,” Mr. Moreen said. 
“It is this gap in insurance protection 
which the bill signed by Gov. Dempsey 
is aimed to fill.” He continued: 

“The bill permits us to form a voluntary 
unincorporated association of insurance 
companies through which any Connec- 
ticut resident who is 65 or older can buy 
this coverage for himself and his spouse 
against catastrophic illness. 
fact that more than 600,- 

citizens over 65 now 
have some form of medical insurance 
coverage, we have been aware that there 
was a need of additional insurance avail- 
able to our aged citizens whose greatest 
fear is not death itself, but long, linger- 
ing illness with heavy expenses. 


“Despite the f 
000 Connecticut 


“This is a new and experimental type 
of insurance, and our Connecticut com- 
panies, as a service to their neighbors 
in the state, are now in a position to pool 
their repent — underwrting capa- 
cities to provide this kind of coverage.” 

The new plan will make available, i 
addition to benefits now paid under 
basic hospital and surgical protection, 
additional benefits up to $10,000 to meet 
the cost of catz astropl 1ic illness or injury, 
Any resident of Connecticut who is 65 
years of age or over will be eligible to 
participate in the plan if he is not 
confined in a hospital or similar insti- 
tution within the 31 days immediately 
preceding the date of his enrollment. 


Rates Will Be Lowest Possible 


Mr. Moreen said that rates will be 
established at the lowest possible level, 
and the plan will be so operated that any 
excess of premium over losses and ex- 
penses and a small risk charge, will 
be used for the benefit of the people 
insured, 

As presently planned, major medical 
insurance will be available under two 
options. Under the low option plan the 
maximum lifetime benefit will be $5,000. 
Under the high option plan, the maximum 
lifetime benefit will be $10,000. 

The monthly cost of the low option 
plan for those who already have basic 
hospital and surgical insurance will be 
$7.50, and $10 for the high option plan. 

For those who do not now have basic 
hospital and surgical coverage, the cost 
will be $14.50 for basic insurance plus 
the low option plan, and $17 for basic 
insurance plus the high option plan. 

Mr. Moreen said that the Connecticut 
companies have been engaged for the 
past month in organization work in 
anticipation of the passage of the bill. 
An executive committee will be estab- 
lished at an early date to organize 
an office of the new association. Ad- 
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VENDING MACHINE INS. BANNED 


Michigan Commissioner Blackford Cites 
Mechanical Failures, Says No More 
To Be Installed In That State 

Michigan Insurance Commissioner 
Frank Blackford has clamped a ban on 
any extension of vending machine in- 
surance in the state. 

The Commissioner revealed recently that 
he has denied several applications for 
authority to use the machines for sale of 
travel policies. He 
denials followed a survey of the opera- 
tion of the machines at air terminals 
throughout the state after many com- 
plaints had been filed, stemming pri- 
marily from mechanical failure of the 
machines, 


accident said the 


Machines now shown to be satisfac- 
torily operating in airline terminals will 
be permitted to remain, the Commis- 
sioner indicated, but no more will be 
authorized and several recently installed 
in such places as parking lots and motels 
have been ordered removed. 

“T am of the opinion,” said Mr. Black- 
ford, “that the use of vending machines 
for the merchandising of travel transpor- 
tation insurance is not in the public 
interest. Their possible placement in 


parking lots, motels, hotels and super- 
markets would impose an _ impossible 


burden of investigation and supervision 
on our Department staff 

“Traditionally, the agency system of 
merchandising insurance in Michigan has 
more than satisfactorily met the insur- 
ance needs of our public. I can see 
no benefit to be derived from departing 
from this tried and true method to some- 
thing as open to question as the use 
of vending machines.” 


HIKE NON-CAN A. & S. LIMITS 

Union Mutual Life of Portland, Me. 
is increasing its participation limits on 
non-can sickness and accident policies. 
The new limits for classes Al, A2, and 
A3, will be $1,000 per month, except for 
doctors and dentists, where the limits 
will be increased to $1,200. Of these 
amounts, not more than $800 can be 
coverage that provides sickness benefits 
for five years or longer. 





ditional other temporary committees have 
already been appointed and are working 
on details of the plan. 

Public announcement, making this new 
type of insurance available to the people 
of Connecticut, will be made at an early 
date, Mr. Moreen declared. 


Among the companies which have par- 
ticipated in the discussions leading to 
the introduction of the legislation have 
been Aetna Insurance Co., Aetna Life, 
Connecticut General Life, Hartford Ac- 
cident & Indemnity, Phoenix Mutual 
Life and The Travelers. 
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North American Promotions 

Robert F. Rosenburg, president, The 
North American Co. for. Life, Accident 
and Health Insurance, Chicago, an- 
nounces the following home office pro- 
motions : 

William G. Manzelmann, A. & H. sales 
director, superintendent of agencies; 
Charles B. Norton, life agency director, 
assistant superintendent of agencies. 
Leroy H. Olson, manager, claim depart- 
ment, assistant secretary, claims. 


Curtis Raps Kennedy Plan 
(Continued from Page 40) 


so. It is because they can come to this 
country and practice their profession in 
complete freedom. 


U. S. Patient-Doctor Ratio is Constant 


“In every nation in the world except 
our own, the ratio of doctors to popula- 
tion is on the decline with all the adverse 
effects the decline has upon the health 
and well-being of the population. The 
ratio of physicians per patient in the 
U. S. is remaining steady at about 1 
to 750 people. This is despite the popu- 
lation explosion in this country since 
1940, Contrast this with Britain, for ex- 
ample. In 1947—the year before they 
established their National Health Serv- 
ice program—the ratio was 1 to 877. 
In 1957, ten years later, the ratio had 
declined to 1 to 1,149 people. 

“There are other reasons why I believe 
this type of legislation is bad for Amer- 
icans, regardless of age. Having social 
security pay for services provided to peo- 
ple is a step backward. H. R. 4222 would 
increase social security taxes to raise 
more benefit money. However, this 
would not be paid out in cash so each 
beneficiary could use it as he see fit 
to meet his own special needs. Rather, 
the Federal Government would decide 
how this money is to be used—for se- 
lected hospital, nursing home and other 
health care. Denial of the freedom to 
choose would destroy the dignity and 
self-respect of every beneficiary. 

“Any compulsory health care program 
will snuff out innovation and experiment- 
ation for developing better methods of 
health care. It will also squeeze out 
private enterprise and voluntary group 
efforts which have been devising new 
forms of insurance protection against the 
cost of illness.” 

Rep. Curtis emphasized that “this is 
not a case of being against something. 
We do have a health care system in our 
society today. It is the greatest in the 
history of the world. We need to get 
across to the people the various factors 
that have made it the best 

“The supporters of the social security 
approach have made every effort to 
cleverly undermine the people’s confi- 
dence in our present systemn.of health 
care. They have attacked the integrity 
of the medical profession, of the drug 
profession, of our hospitals, of the insur- 
ance companies, all the people who are 
responsible for our present advance- 
ments and upon whom we must rely 
for future progress. They have attacked 
the integrity of these people, not their 
arguments, not their facts. 

“The problem of our older people in 
obtaining adequate health care is not just 
a problem of their personal budget. In- 
deed, the main problem they face is the 
same problem we all face in the health 
field. It is the problem of medical science 
continuing to advance, to find new cures, 
new drugs, new methods of treating 
health problems. It is the problem of 
getting new hospitals, new equipment, 
new techniques. It is the problem of 
spreading quality advancement in these 
areas, quantitatively throughout our so- 
ciety. 

“When we boil the matter down to 
where the real needs are, we find they 
are quite within the capabilities. of our 
present programs to deal with—and not 
in a degrading way as some of the*pro- 
moters: of the social. security approach 
would have us believe,” Rep. Curtis con- 
cluded. 


1961 ‘TIME SAVER’ PUBLISHED 


The new 1961 edition of the Time Saver 
for Health Insurance, containing nearly 
1,000 pages, provides up-to-date informa- 
tion of individual health insurance con- 
tracts as written by some 90 insurers. 
The book, now in its 38th edition, is 
compiled by the Accident and Sicknes's 
Bulletins of the National Underwriter 
Co. It has become for agents the an- 
nual handbook of coverage developments 
in its reporting of 


contracts as they 


keep pace with the advancements in 
the health insurance business. 

These developments include new con- 
tracts, policy revisions, added optional 
features, liberalized coverages, new high- 
er limits, and premium revisions. These 
are noticeable in comparing the new Time 
Saver with the 1960 edition. The grow- 
ing trend in issuing and renewing hos- 
pital and surgical coverages to persons 
in the high age brackets is especially 
noticeable in comparing the new book 
with the 1960 edition. Trends in the re- 
alignment of premiums in keeping with 
changing experience are also evident. 


Hearings on Kennedy’s Plan 


For Aged Set for June-July 
Representative Wilbur D. Mills (D.) 


Arkansas has announced that the House 
Ways and Means Committee of which he 
is chairman, will begin public hearings 
in June or July on President Kennedy’s 
plan to finance medical care for the 
elderly through higher Social Security 
taxes. 

This is the only major Administration 
bill pending in Congress on which the 
lawmakers have not yet acted. 













YOUR ndependent : 
© Insurance AGENT 


“Staves/ You /Fiest™ 
© 












Continental 
policies 
are always 


NEWS | 


to Agents 


NEI OS 















VOLUME 1 


MAY, 1961 


NUMBER 5 





Unusual Risks Coverage Opens 
Up “Untouchable” Business! 


There is a growing field of new business 
in every agent’s territory—covering un- 
usual activities and events—that many 
insurance companies consider too hazard- 
ous to underwrite. But not Continental 
Casualty. We cover all kinds of unusual 
organ- 
ized into increasingly popular parachute 


risks. The sport of “sky diving,” 


clubs, is one example. 


You tell us what unusual risk you want 
insured; we’ll write a realistic policy to 
cover it—and at a cost that makes it 


attractive! 


Unusual Risk Insurance is just one of a 
long line of easily salable Continental 
Casualty Policies. Watch this page every 
month for news about other profit makers. 


FOR DETAILS ON CONTINENTAL’S UN- 
USUAL RISKS POLICY, SEE YOUR NEAREST 
CONTINENTAL AGENT OR BRANCH REPRE- 
SENTATIVE—OR FILL OUT AND MAIL THE 


COUPON. 


CONTINENTAL CASUALTY COMPANY 


A Member of the 
Continental-National Group 


Continental Assurance Company 


National Fire of Hartford 


Transportation Insurance Company 
Transcontinental Insurance Company hk 
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| | 
| Continental Casualty Co. | 
| | 
| Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois | 
| C] Please send me full details on your Unusual Risks Policy. 
| (€ ! am interested in an agency or brokerage appointment. | 
| | 
| NAME | 
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HIAA Annual Meeting 


(Continued from Page 1) 


Myers, board chairman and president, New 
York Life, was elected for a one year term 
to fill the unexpired portion of Mr. Beers’ 
term on the board. 

The 1962 annual meeting of the asso- 
ciation will be held May 7-9 at the Den- 
ver Hilton, Denver, Colo. 


Supt. Thacher Gives Welcoming Remarks 


Nearly 400 were on hand May 9 at the 
opening session to hear the welcoming 
remarks by New York Superintendent 
of Insurance thoes Thacher. Invoca- 
tion was given by Roger Hull, president, 
Mutual Of New York. Mr. Bartels, pre- 
siding, introduced Mr. Thacher who 
complimented members of HIAA on the 
“dramatic” growth of voluntary health 
insurance in the past decade. 

Mr. Thacher felt that there are gaps 
that need to be filled in the protection 
provided by voluntary insurance, one of 
which is that of better coverage of the 
aged. He noted that differing approaches 
are being used in various states to meet 
the needs of the aged, and he described 
progress of the states in implementing 
the Kerr-Mills Act of 1960. 

Pointing to specific items of progress 
made = the voluntary health insurance 
field, the Superintendent mentioned con- 
tinuance of coverage for retiring em- 
ployes, sometimes at no cost to the em- 
ploye; the offering of conversion oppor- 
tunities for “covered” people who desire 
to convert from Group to individual 
plans. In his opinion, improvement in 
the level of health service provisions in 
New York insurance law is as needed as 
the ras hg of financing provisions. 

He also declared that problem of fake- 
ment in claims must be considered, and 
so must wasteful practices in providing 
health care 

Before closing Mr. Thacher posed some 
questions for consideration by the asso- 
ciation, two of which are: Are health 
services being efficiently used? How has 
insurance affected the cost of health 


services ? 
Bartel’s Keynote Address 


As keynoter of this fifth annual gather- 
ing Millard Bartels said: “Those of us 
who have been close to the workings of 
the HIAA during the past five years 
have found the experience rewarding. 
The vast improvement in service rend- 
ered by our business to the American 
people is encouraging. There can be 
no question but that the functioning of 
the Association and the Institute has 
made a substantial contribution_to this 
progress. A growing number of our com- 
panies are utilizing their full resources 
to liberalize and expand coverages. There 
will be a continuing need for unselfish 
service to the common cause by officers 
of our member companies. As we move 
further into the great unknown of the 
sixties there is reason to be grateful for 
the mechanism which thus far has served 
well the cause of voluntary health care 
for all.” 

Mr. Bartels’ annual report will be 
printed practically in full in our May 19 
issue. 


Robert R. Neal’s Annual Report 


Mr. Neal’s annual report dwelt in con- 
siderable detail on the many-sided ac- 
tivities of HIAA. He put on the record 
that during 1960 insurance companies 
wrote about $4.6 billion in A. & S. pre- 
miums, an increase of 9.5% over the 
previous year. Blue Cross, Blue Shield 
had an earned subscription of $2.7 billion 
for an increase of 8%, he said. The 
1960 premium income for all voluntary 
health insurance writers approached $7.3 
billion, a gain of 9%. 

Mr. Neal pointed out that this coverage 
is owned by about 132 million Americans, 
of whom more than 75 million are insured 
by insurance companies. He was proud 
to say that the 279 companies of HIAA 
write approximately 80% of this business. 

Turning his attention to the cost of 
health care, he said it continues to be the 
foremost economic problem of the health 


insurance business. “The responsibility 
is great on those who provide health 
care to workers to minimize cost con- 
sistent with maintaining satisfactory 
standards of quality,” he emphasized. In 
addition, “public understanding of the 
business and professional community 
must be obtained if our private system 
is to be continued.” 

Mr. Neal then brought out: “It has 
been observed on several occasions dur- 
ing the past year that the insurance busi- 
ness is, in the main, simply a third party 
financing medium to assist a patient in 
preparing to meet health care costs, 
and as such, did not wish to undertake 


the new responsibility of acting as an 
authority on proper pricing practices. 
“But the increasing interests of third 
parties,” he explained, “the employer and 
the union for example, and the need for 
loss cost controls for the benefit of these 
customers, may force the business into a 
new attitude if loss costs cannot be 
otherwise controlled.” 

A significant portion of Mr. Neal’s re- 
port was when he spoke of the intense 
pressures produced in 1960, an election 
year, for adoption of some form of a Fed- 
eral health care program for the aged. 
He said that “defeat of the Kennedy- 
Anderson proposal to include such a pro- 
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he'll close the sale 


Confidence is the most important 
selling factor, in our book. In 
fact, Combined agents who are 
continually turning in spectac- 
ular gains, tell us that confidence 
is their best friend. 

Years ago we pointed our 
efforts toward developing the 
elements that give an agent 
confidence...quality A& H cover- 
age with high sales appeal to 
Individuals, Franchise, and Asso- 
ciation Groups . . . helpful mer- 
chandising aids . . . motivational 


selling techniques . . . complete 
company support... effective 
customer relation procedures. 
And we have something to 
show for our efforts. RESULTS! 
If you have an established 
agency, and want success in 
A&H, find out how you can get 
there faster with the confidence 
we can give you. Drop a line 
today, on your letterhead, to: 
Disability Division, Combined 
Insurance Company of America, 
5050 Broadway, Chicago 40. 
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gram under the OASDI system last Au- 
gust put the issue directly into the poli- 
tical campaign where it became an elec- 
tion promise of the new President and is 
now among the ‘must’ items of the 
Administration’s legislative program.” 

Mr. Neal’s report will be reviewed at 
length in our May 19 issue. 

Other features of HIAA’s annual meet- 
ing include the symposium on Wednes- 
day under chairmanship of Mr. Rietz 

n “Metropolitan Hospital Planning — 
Guide to a Better Hospital System,” the 
thoughtful address by Frederic M. Peirce, 
president, General American Life of St. 
Louis, on “The Health Insurance Hori- 
zon,” and the address, “You asked for it” 
by Robert W. Lucas, editor, The Hart- 
ford Times. 

At the wind-up luncheon on Wednes- 
day U. S. Senator Robert S. Kerr, Okla- 
homa, gave the address. Mr. Bartels 
had the honor of introducing him. In- 
stallation of new officers climaxed the 
meeting. 

Much credit was given to Howard A. 
Moreen, vice president-secretary, Aetna 
Life, as chairman of the annual meeting 
program committee, and his committee- 
men, for putting together a quality, 
timely program. 


A.&H., Trip Plans Unveiled 
By Security of New Haven 


Security of New Hav en has announced 
the addition of the “Securatour” trip 
travel policy, and the “Liberty Line” of 
accident and health and hospitalization 
coverage. 

“Securatour” pays hospital, graduate 
nurse, surgical and other medical ex- 
penses which begin within six months 
after an accident, up to the amount 
selected. The plan pays a maximum 
$50,000 for accidental death and dis- 
memberment and $5,000 accident medical 
expense. 

“Liberty Line” hospital indemnity plan 
pays up to $200 weekly hospital in- 
demnity from the first day of confine- 
ment in a hospital or sanitorium for as 
long as 26 weeks for each accident or 
sickness. The plan also pays full weekly 
indemnity benefits during hospital con- 
finement for pregnancy, childbirth or 
miscarriage if either husband or wife are 
insured under the family plan when 
pregnancy commenced. 


ALL AMERICAN NAMES TWO 

As a result of increased sales in the 
group department, All American Life & 
Casualty, Walter E. Goodman, vice pres- 
ident, group sales, announced the follow- 
ing changes: 

Harry Lowe, who has been with All 
American’s group department since June, 
1958, has been promoted to administra- 
tive manager. Robert A. Strobel, who 
joined the company May 1, has been 
named sales supervisor. He will assist 
agents and brokers and service existing 
accounts of the group department. Mr. 
Strobel had approximately 12 years field 
and home office experience with Zurich- 
American. 


MINARD HEADS N. J. BLUE CROSS 

Duane E. Minard, Jr., a member of the 
legal staff of the New Jersey Bell Tele- 
phone Co. for ‘the past ten years and its 
general attorney since 1952, has been 
named president of Hospital Service 
Plan of New Jersey (Blue Cross). He 
succeeds the late Carl K. Withers, who 
died in February. Mr. Minard is re- 
signing from New Jersey Bell to assume 
full-time duties at the helm of the na- 
tion’s fifth largest Blue Cross ‘Plan on 
May 15. His selection was formalized at 
the recent annual meeting of the plan’s 
board of trustees and announced by 
Charles J. Roh, chairman. 


Health Bill in California 


A bill has been introduced in the Cali- 
fornia Assembly which would require all 
Group health policies to contain a pro- 
vision for conversion to individual cover- 
age with no substantial increase in pre- 
miums and no loss of coverage upon 
change of job. 














May 12, 1961 


See 


accom THE EASTERN 
UNDERWRITER 













eae 
[ure toP 
RE TER 





Page 43 

















‘‘Today The Travelers saved a life... ”’ 
wrote Electronic Communications, Inc. of St. Peters- 
burg, Fla. “We were lifting equipment by lift-truck 
to a high balcony ... the load shifted . . . and a 200 
lb. transformer would have struck our lift-truck 
operator if it hadn’t been for the canopy guard we 
installed at the recommendation—and persistence 
—of the Safety Engineer from Travelers.” The 





Travelers has helped policyholders prevent indus- 
trial accidents since 1888. It’s part of the service 
your clients can count on with Travelers Work- 
men’s Compensation and Public Liability insurance. 
A Travelers field man—whose business is your busi- 
ness—will be glad to help you discover new accounts. 
Call him today. 
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Some frank opinions on 
what life is like being married 
to a Nylic Agent 


Mrs. Rosalind Domenitz, Manhasset, N. Y.; When her husband was dis- 
' charged from the Army, the Domenitzs faced the question of which 
career he was best suited for. After careful consideration Mr. Domenitz 











INCOME HAS TREBLED ... “I confess I was totally 
unprepared and not a little dismayed at the prospect of 
my husband becoming a life insurance salesman. I con- 
sidered that he would have a thankless and strenuous job. 

“I realize now that life insurance is a professional career 
and I am proud that my husband can administer real 


Mrs. Clay Thomas of Kenner, La. says 
that her husband always wanted to go 
into business for himself, so on Novem- 
ber 1, 1945 he joined New York Life. 
Mrs. Thomas goes on to write: 





| HAD THE USUAL WIFELY QUALMS... “Although I 
respected my husband's ability to succeed, in whatever 
venture he might undertake, I had the usual wifely qualms 
about the outcome. I hated to be the kind of wife who 
holds her husband down, but I'll admit I could just imag- 
ine losing our home and living a ‘hand-to-mouth existence.’ 

“Well, New York Life was the answer. Although my 
husband had no previous sales experience, somehow, from 
the first day he started, his ambitions for unlimited oppor- 
tunities and income have been satisfied. And I have no 
doubts about our present or future security.” 





Lifelong security 


— on 


is the major reason taylie 
THE NEW YORK LIFE AGENT 
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| 1S A GOOD MAN TO KNOW 
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why wives say... 


decided to come to New York Life. Writes Mrs. Domenitz: 


service to people in this highly important field. My hus- 
band’s yearly income today greatly exceeds that of his 
best annual earnings prior to joining New York Life. 
Today we have been able to furnish a new home and are 
able to afford other lesser luxuries that seemed impossible 
a short time ago.” 


Mrs. Don Hanesworth, Madison, Wis- 
consin, encouraged her husband to give 
up a supervisory position with a public 
utility company in order to start with 
New York Life. This is Mrs. Hanes- 
worth’s story: 





FUTURE SECURITY IS EVERYTHING... “Since Don 
has about trebled his ald salary,” says Mrs. Hanesworth, 
““we know it was a wise move. 

“We also have great confidence in the future, because 
of the New York Life compensation plan under which 
agents may qualify for a life income. I think it is far ahead 
of the retirement possibilities of any other occupation. 
This is one thing that sold me on New York Life from the 
beginning. Future security is everything because of that 
plan and because of the unlimited possibilities of income. 
Now, after three years, | am more enthusiastic than ever.” 


New York Life 


Insurance Company 
51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 
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